: “Maintaining Quality Helps Paint Sales’”’ 


Founded 1855 $3.00 a Year 
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Long Life and Beauty at a Moderate Price 


all other colors. Water dripping from it will not 


beauty and durability which sells at a moderate — stain woodwork. 
The heavy coating of zinc, which is applied after weaving, 


makes Galvanoid highly resistant to rust. 
Your customers will be satisfied with Galvanoid. 


(7 beauty and is a screen cloth possessing strength, with 


price. 
It will not sag or bulge. 
Its silvery color weathers to a soft gray that blends well 


AMERICAN WIRE FABRICS CORPORATION Subsidiary of WICKWIRE SPENCER STEEL COMPANY 


Western rage omer 208 South i“ Salle Street, Chicago 


General Offices: A P sag Forty- ene Street, New York 
s Angeles Seattle 


GALVANOID WIRE CLOTH 


. Published Weekly by the IRON AGE PUBLISHING ( CO., 239 West 39th Street, et, New York, N. Ta To rw 
Entered as second class matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 1879. (Printed in U. 8. A.) 
Editorial Index, Page 23 


Advertising Index, Page 99 
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E appreciate the business 
you have given us during 
the past year. . . We shall 
endeavor to continue to 


merit your approval. . . 


THE STANLEY WORKS 


THE STANLEY RULE & LEVEL PLANT 


NEW BRITAIN, CONN. 


NEW YORK CHICAGO SAN FRANCISCO 
LOS ANGELES SEATTLE 
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1926 PYREX Refinements 


bs 


’ In the line and policy 


I || For the Store and Jobber 
mprovements For the Consumer 


| In the Advertising 


i 








Thorough investigation carried on 
for many months among thousands of | Facts 
homes throughout the land gave us the | 








Thus we learned which numbers to 
eliminate, which to add, which shapes 
to redesign, and how and where to obtain 


Greater and Better PYREX Advertising with 


PROFITABLE SIMPLIFICATION 


Secretary Hoover Brought Out the Value 
For 


RETAILER—WHOLESALER—MANUFACTURER 


PYREX 


BAKING WARE—TEAPOTS—NURSING BOTTLES—RADIO INSULATORS 





Look to the representative of your regular 
PYREX Source of Supply for the details of this 
1926 lineup. Write us for Dealers Help material 
and PYREX Catalog. | 





CORNING GLASS WORKS 
Corning, New York 
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Quick-turning staples - 


EverEADY Columbia Dry Batteries 
are staples, not specialties. No 
selling effort has to be put behind 
them. Display them in the window 
and on counters, and save your 
selling effort for merchandise that 
has to be sold before it is wrapped. 
To make your dry battery busi- 
ness most profitable, standardize on 
Eveready Columbias. 


“A year ago we bought dry cells 
a dozen at atime,” says the Schweig- 
Engel Corporation, St. Louis, Mo., 
“and carried practically every make 


that was put on the market. How- 
ever, since concentrating on the 
Eveready Columbia line we find 
that our sales on dry cells alone will 
run one hundred per week during 
the radio season.”’ 

Eveready Columbras turn over 
fastest and many times in a year. 
Order Eveready Columbia Dry 
Batteries from your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 

New York San Francisco 

Atlanta Chicago Dallas KansasCity Pittsburgh 
Canadian National Carbon Co., Limited, Toronto, Ontario 


December 24, 1925 





EVEREADy 


COLUMBIA 
Dry Batteries 


-they last longer 
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The New Silver Steel Cross Cut Saws 
with the “BLUE STICK” 


All Cross Cut Saws bearing the “Silver Steel” 
brand are packed with a BLUE STICK as a 
protection from the sharp cutting teeth. This 

BILLUI* STICK has served to identify Atkins 
Cross Cut Saws as “The Finest On Earth” 

among Cross Cut Saw users in the woods 
and on the farm, with the result that 
customers are now demanding the 


NEW ATKINS 
SAW WITH 
THE BLUE 
STICK. 






































he New Cross Cut Saw 
with the BLUE STICK 


It is the only saw that is scientifically ground on the 
segment of a circle. Segment Grinding, which is an 
exclusive Atkins process, makes the saw of an even 
gauge along the tooth edge; then they are ground on 
the segment of a circle from tooth edge to back and 
tapered from the ends to the middle, to give ample 
clearance, making a fast, easy cutting saw; that’s why 
the saw user specifies. 


ATKINS SAW 
WITH THE “BLUE STICK” 





































No. 9 Saw Tool 
at tai They also want Saw Tools and Saw Handles that are 
JO BIL dependable, therefore, show them the popular patterns 
(JF yy illustrated in this advertisement and increase your 
eA = profits. 
wy, No. 5 Saw Tool ms Ask for Cross Cut Saw book descriptive of the saws, saw tools 
and handles you should carry in stock 





E. C. ATKINS & COMPANY 








Established 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
LANCASTER, N. Y. INDIANAPOLIS, IND. HAMILTON, ONT. 
Atlanta Minneapolis Portland Chicago 
Branch Houses: | New Orleans San Francisco Memphis . 
New York Seattle Paris, France Vancouver, B. C. 
BR S05 F mE Se PPI: ge Seemed ae OF lly Se eS 
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Mitre Box No. 


New! 


A mighty good mitre box—to 
sell at a mighty good price— 
and it is a Millers Falls tool. 



















Specifications 
Frame and legs one piece. 
Saw guide adjustable for any size saw 
with device for squaring with base 


and back. 
Notches for all positive angles. 
Clamping device for intermediate 
| angles. 
Roll to prevent saw from marring 


bottom board. 
Frame japanned black. Saw guide 

enameled red. 
Nickeled trimmings. 
No saw furnished with this box. 






Here’s our new We've made it very good reason. It carries the trade- 
Mitre Box No. 110 toclinchthesale mark of Millers Falls, pioneers in the 
with those men who want a good prac- _—mitre-box business, makers of the famous 
tical mitre box for handy jobs around Langdon mitre box, standard as a pre- 
the house and don’t want tospend much __ cision tool throughout the world. You 


money. No. 110 is just right for them— can sell fifty years of mitre box reputa- 
simple,accurate,light-weight—used either tion with every one of these new 110’s— 
with back or panel saw. and you can sell a lot of them. 


It is “a mighty good Mitre Box” for a You might try it. 


MILLERS FALLS 
TOOLS 











MILLERS FALLS COMPANY 
Millers Falls, Mass. 
28 Warren Street 9 So. Clinton Street 
New York Chicago 





December 24, 1925 HARDWARE AGE 7 


PEX 0 











We take this oppor- 


tunity of express- 








ing to you our deep 
appreciation of the very 
cordial relationship 
which has existed be- 
tween us in the past. Ac- 
cept our greetings and 


warmest regards for the 


New Year 


The Peck, Stow & Wilcox Co. 


Southington, Conn., U. S. A. 
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Coolness when 
Hottest 





Astoundin 
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NATIONAL and REMINGTON 


SHOCK PAD Tires 


«wes orem wee 
«s*** ton. 





SHOCK PAD Tires only a give you this Value—this 
Service—this Economy of Mileage 


q SHOCK PAD construction reduces internal fric- The SHOCK PAD offers the greatest protection 
{> tional heat generation to an absolute minimum. against the effects of hammering and road concus- 
Internal heat is the greatest factor in breaking down sion. The SHOCK PAD provides the only real side- 
and disintegrating tire fabric. wall cushion that will effectively resist all side 
¢ The SHOCK PAD reduces stone bruising and con- blows. 
sequent fabric breaking to the lowest minimum. 


The internal wall of live rubber protects the car- 
cass against internal stress and friction in the same 
way that the tread protects the carcass against ex- 
ternal wear and friction. 
¢: The SHOCK PAD gives additional strength to the q¢ The SHOCK PAD is an investment in motor car 
“ carcass and at the same time increases its flexibil- satisfaction that no other type of tire can equal. 
ity. This permits the use of lower air pressure SHOCK PAD tires are in a class by themselves 
without injury. ; for durability and mileage. 


THE NATIONAL TIRE & RUBBER CO. 
A EAST PALESTINE, OH10 am 


q The smooth inner surface of the SHOCK PAD pre- 
vents pinching and wearing of the inner tube, ma- 
terially reducing the flat tire nuisance. 
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There is Prestige and Bigger Business 
for You in the Sale of These Tires— 


These tires offer you for the first time in a quarter of a century, a new basic principle in tire con- 
struction. This is the SHOCK PAD, an inner wall of live rubber vulcanized as an integral part 
of the inner section of the carcass. 





Rigorous tests, conducted on a machine which duplicates the wear and breaking-down process 
that a tire encounters in being driven at a high speed over a road, have demonstrated that 
SHOCK PAD tires outwear ordinary good tires two to one. 


The sale of National SHOCK PAD Balloons 
p and Remington SHOCK PAD Cords offers 
you a real business building opportunity. It 























is decidedly to your interest to investigate 
the unusual possibilities these tires offer. 


Use the coupon or write today for “The 
Plan, the Planf and the Purpose Back of the 
SHOCK PAD, the new National idea in tire 
Construction.” This is one of the most at- 
tractive and interesting books ever issued on 
the subject of tires. Your copy is ready for 
you. : 





NATIONAL TIRE & RUBBER CO., 
ast Palestine, Ohio 


entlemen: Send me without obligation a copy of “‘The 
an, the Plant, and the Purpose back of the Shock Pad, 
new ‘National’ idea in tire construction,’ and details 
sur franchise and proposition. 
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Machine Screws 
Stove Bolts 
Tire Bolts 





American Screw Co. 


PROVIDENCE, RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Write 


your Jobber for Information and Prices. 


RA 


WICK Screen Wire Cloth is made by us in 


its entirety. 


G 








Dealers are supplied with wire cloth of the 


highest quality. 


Every oper 
tion is under the constant supervision of our 


own experts. 
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Every Window 
Tells a Story 


The Wire is drawn in 
Only full gauge wire is used, 


99 


the “Difference” in the quality of wire 
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your store cannot be expected to know 
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Jobber realizes the importance of supplying 
the Dealer with wire cloth of unquestioned 


reputation. 
the manufacturer to see that both Jobbers and 


cloth judging from outward appearances. 

The Jobber knows this and the reputable 
This puts the responsibility squarely up to 
The Steel is the best Open Hearth produced 
The Name WICKWIRE BROTHERS and 
our experience and reputation of more than 


To assure this quality every roll of 
50 years is your safeguard in buying. 


in our own furnaces. 
both lengthwise and crosswise. 


our own mills. 
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GRAY-WICK 
may cost a little 
more, But— 
It is WORTH it. 
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FOSTER 400 
OUR NEW MAHOGANY FINISH PARLOR HEATER 


A heater that sells to the discriminating. Especially adapted 
for heating churches, school rooms, halls, homes, stores, etc. 
Let us send you full information. 


AIR WARM AND MOIST REVERSIBLE COLLAR. 
INSTEAD OF SUPER- 


HEATED 
\ ra | 


AIR SPACE WIDER AT 
TOP KEEPS OUTER 
JACKET COOL AND 
PERMITS MORE RAPID 
CIRCULATION. 


























N\ 








BEAUTIFUL RICH 
SRAINED MAHOGANY 
FINISH 























LARGE WATER PAN. 








E _L CAST-IRON FRONT. 








CORRUGATED CAST- 
IRON DOME INCREAS- 
ING RADIATING SUR- 
FACE AND PREVENT- 
ING BUCKELING. 














ALL OINTS THOR SELF CLEANING FIRE- 

. Mm 1 -EMENTED POT LARGER AT BOT- 

—_ TOS FUPR- TOM. ASHES FALL 

er AWAY FROM SIDES 

‘ LEAVING CLEAN SUR- 

FACE EXPOSED TO 
FIRE. 





























E DOOR MACHINE 
ROUND AND FITTED 
Ses . EXTRA LARGE ASH PIT. 











MULTIPLE X 








me FPS 





EITHER TYPE Sa 
FURNISHED 
- ALL AIR TAKEN FROM 
HEY ARE pase Ting Pare: er 
NTERCHANGEABLE cal is 7 FLOOR THROUGH 
ERC NG LARGE OPENINGS AT 
BOTTOM. 























Guaranteed to give real furnace 
comfort with the fuel consumption 
of an ordinary parlor stove. 


Dealers: Write for the 
most profitable heater 
proposition on the mar- 
ket. 


The Foster Stove Co. Ironton, Ohio 
Makers of “THE FOSTER LINE” 


Parlor Furnaces, Cooking and Heating Stoves for Wood, Coal or Gas, Steel and Cast Ranges 
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Du Pont 


Codper ation Your 
salesmanship 

and local 
advertising 


- Real Codéperation! 


There never has been such an opportunity as 
exists today for the dealer to make money in 
the paint business. 

In such a market ... and with the Solid co- 
operation of du Pont ... the du Pont Paint 
and Varnish Franchise changes this money- 
making opportunity into a definite certainty. 


Our nearest office will gladly supply facts 


OU PUNT 


E. I. DU PONT DE NEMOURS & CO., Inc. 


2100 Elston Avenue 35th Street and Gray’s Ferry Road Everett Station No. 49 
Chicago, III. Philadelphia, Pa. Boston, Mass. 
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TO THE TRADE 


WRITE TODAY for tickets for the TRADE SESSIONS of the National 
Automobile Shows. They will be available for admission from 
10 A. M. to 1 P. M. on Monday and Tuesday at each show. The head 
of every concern in the industry, and his principal representatives, are 
entitled to admission. If you write now your show tickets will cost 
you two cents—for postage. If you don’t, it may cost you dollars worth 
of time standing in line. 























26th Annual 
NATIONAL 


Auto 
Shows 


Auspices of National Automobile Chamber of Commerce, Inc. 


AT NEW YORK 


GRAND CENTRAL PALACE 
JANUARY 9th to 16th 


AT CHICAGO 


COLISEUM - - = - 
JANUARY 30th to FEBRUARY 6th 

















S. A. MILES, Manager 
366 Madison Ave., New York 





The Big Show Back in Grand Central Palace 
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LANCE OVER the list of 66 


users who purchased De Laval 


Separators from the Chinworth 
Supply Co. from September, 1924, 
through September, 
note they made sales every month 
in the year. 


Sept. 
Sept. 
Sept. 
Sept. 


Oct. 
Oct. 
Oct. 


Oct. 
Oct. 


Nov. 
Nov. 
Nov. 
Nov. 3 
Nov. ; 
Nov. : 
Nov. ; 
Nov. 
Nov. : 
Nov. 


Dec. 
Dec. 
Dec. 


Jan. 
Jan. 


an. 
an. 


2 19 


19 
20 
20 


2 27 


1925, and 


1924—-September 
Sherman Elder Warsaw 
. W. Thomas Etna Green 
. G. Stahl Sidney 
Virgil Anglin Nappanee 
October 


Hudson McCuen 
Arthur Drudge 
Harley Miller 

S. G. Phillips 
Claude Murphy 
John Foreman 


November 
— Kurtz 


trvin Berchly 
Chas. Warren 
Dan Beyer 

ohn Lightfoot 
Viliam Burwell 
Geo. Mipes 
Walter Hoffhein 
V. E. Harris 
John J. Pittenger 


December 
Mart Kasner 


Harvey McCleary 
John Guy 


1925—January 


Alva Outcelt 
John Cunningham 
Owen Stackhouse 
Chas. Fishour 
Ray Fredrickson 
Homer Anglin 


February 


Mrs. John Rusher 
Frank Cox 
Sylvester Miller 
Sherman Rhoades 
Fannie Pletcher 


March 
Isaiah Warren 
. D. Irvine 
Albert Hatfield 
Earl Parker 
Cecil Umruh 


April 


Frank Ettinger 
Bert Rickle 

H. Tricado 
Merle Hodges 


May 


eager A. Gilbert 
. E. Banning 
Merl Pound 

Lee Otto Pellett 


June 


Mrs. O. Redmon 
Noah Miller 

m. L. Redmon 
Calvin Koontz 
John Wehrly 
Chas. Poe 


July 


Harvey Ballinger 
Floyd Cutcher 
Geo. Bumgardner 
Wesley Eaton 
Daisy Leiter 


August 


Merl Rowland 
Chinworth Marvel 
Nilo Robbins 


September 


Chas. Morgan 
Irwin A. Fererida 
A. F. Freman 

H. E. Orr 

Mrs. Joe Belknall 


Etna Green 
Pierceton 
Syracuse 
Warsaw 
Warsaw 
Warsaw 


Warsaw 
Warsaw 
Claypool 
Warsaw 
Pierceton 
Warsaw 
entone 
Warsaw 
Pierceton 
Warsaw 


Warsaw 
Warsaw 
arsaw 


Pierceton 
Pierceton 
Nappanee 
Packerton 
Warsaw 
Leesburg 


Clunette 
Warsaw 
New Paris 
Claypool 
Warsaw 


Warsaw 
Pierceton 
Pierceton 
Claypool 
New Paris 


Warsaw 
Burket 

No. Webster 
Warsaw 


Syracuse 
arsaw 

Warsaw 

Lakeville 


Warsaw 
Bremen 
Warsaw 
So. Whitley 
Warsaw 
Milford 


Rochester 
Warsaw 
Warsaw 
Warsaw 
Claypool 


Columbia City 
Oswego 
Warsaw 


Atwood 
Leesburg 
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12 De Laval Turnovers 
in a Year 


O THE left is shown a list of the people to whom the Chinworth Supply 

T Co. of Warsaw, Ind., sold De Laval Separators during the period 
from September, 1924, through September, 1925. This is a splendid 

list of sales but not unusual, as many De Laval Agents do as well and better. 





The interesting part about this business done by the 
Chinworth Supply Co. is that it is a concrete example of 
the fact that De Laval Separators and Milkers can be sold 
every day in the year, that these sales can be fairly evenly 
divided over each of the months, and that this business 
makes for rapid turnover and hence greatly increased profits. 


Assuming that this Company started with an original order of five machines 
(a popular order), it is clearly evident that in the period of a year they 
turned their stock of De Laval machines approximately twelve times. 
This is not an unreasonable turnover to expect from the De Laval Line. 
Many De Laval Agents equal and exceed it, and any agent who will give 
this line the attention and effort it deserves, and takes advantage of all the 
Company’s merchandising and sales helps, can do as well. 


Every merchant who makes a study of his business knows the value 
of turnover and the effect it has on his profits at the end of the year. Rapid 
turnover is one of the great advantages of handling the De Laval Line. 
Rapid turnover is also greatly assisted by the fact that there are 36 De Laval 
warehouses located at convenient points throughout the country, all carrying 
complete stocks, so that the agent does not need to carry an excessive stock; 
and is further aided by the most intensive and persistent advertising and 
merchandising helps that any company gives its products. 


These facts, together with the outstanding and generally 
acknowledged leadership and superiority of the De Laval 
Line, in every feature of importance, give the De Laval Agent 
a tremendous advantage not only in securing a large part of 
such business available in his community, but enable him 
to make a splendid profit on his efforts. 


As the Chinworth Supply Co. say: “If there is anything we like to do 
better than sell De Lavals, it is to sell more De Lavals. Our records show 
our account with you during the past year is the largest it has ever been. 
We are proud of this record and hope to increase it next year.” 


Progressive merchants everywhere recognize the fact 
that the De Laval Line is an extremely desirable and valu- 
able asset to their business, not only from the standpoint 
of profit but for the prestige it brings their business, the 
customers it brings into their store, and the aid it gives 
the dairy industry — the largest and most profitable branch 
of agriculture. 


We are always looking for aggressive merchants who like to sell the 
right merchandise in the right way, and not only make the most profit for 
themselves but get the most business for the Company. If you think you 
can increase your profit and our business in your locality, we have an inter- 
esting proposition to present to you. 


The De Laval Separator Company 


NEW YORK CHICAGO SAN FRANCISCO 
16§ Broadway 600 Jackson Bivd. 61 Beale Street 
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HAT’S the experience of 90 pro- 
gressive merchants with the Hilo 
Rack Assortment. 
For a small investment, the Hilo 
Rack Assortment brings you an ade- 
quate line of varnishes and enamels 
that will meet your customers’ gen- 


eral needs. 
. . , * 
It is a forceful, impressive sales-agent 
whose well displayed goods sell readily. It | ver 
is convenient, compact and easy to get at. 
The coupon below will bring you complete 
information on how the Hilo Rack Assort- eC e —_/ 
ment will help your paint department “get 


off to a good start” for the New Year.— 
Mail the coupon today. 


HILO VARNISH CORP. 











(Moller & Schumann Co.) : 
1 GERRY ST. BROOKLYN, N. Y. ] [ xou TELL 
THE DEALER 
HOW. WELL 
YOUR PAINT 
COVERS — 


Tell the hardware 
dealers about your 
product through the 
medium that covers the 
Hardware Field. The 
readers of Hardware 
Age are wide awake 
merchants. They read 
this paper because they 
want to know what is 
going on. 





Tell this responsive ' 
audience about your. 
product and you'll take 
a big step toward 
achieving the distribu- 
tion you are looking 


for. 



























1 
' 

' i 
: ’ 
| BROOKLYN, N. Y. ; 
: Please send complete details about your Rack Assortment Plan. ; 
+ : 
| ‘ 
. Pe sccccdu eben Obed s s6bbnbebaueende8 ends nberee eieeeces ' 
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Recommend Clear Valspar for Valspar Varnish-Stains 
washing machines, Congoleum are wear and weather- 
and printed linoleum, proof. 


Sell Valspar 


Regus Pat Oft5 and you sell lasting satisfaction 


The famous Valspar 
boiling water test 





OUR customers will thank you for rec- 


It’s easy to make shabby furni- 


ommending Valspar—whether for finish- ture new with Valspar Varnish- 


Stain. 


ing new wood and metal work, for restoring 
dull, shabby furniture or for protection against 
exposure to weather and wear. 


Then there’s a substantial profit for you 
in cultivating the trade of the man who likes 
to paint around the house, for there are count- 
less uses for Valspar and Valspar in Colors in 










A Vals par-enam- 


pie ee the home. And, after customers have experi- eo aioe 
vorite varnish for boats of : : : is easy to clean. 
3 ht spay age: enced the lasting satisfaction they get from vais 
ocean liners. using Valspar, they will have their painters Se 


use it also—for the professional jobs. 


Suggest new uses for Valspar! 


Unless you tell them, however, that they 
can keep their houses, cars, pleasure-boats, 
farm implements, etc., fresh and new looking 
with Valspar, many people will put up with — just 10, sow’ customers 
growing shabbiness for years. But start them 4.20, @" —— 
brightening up their homes with Valspar, 


Valspar Varnish-Stain and Valspar-Enamel 





Valspar keeps the front ; : 
door shining. It com- and you'll stimulate business. For, once they 


bines lasting beauty with 


waterproof protection. begin “‘doing over,” they'll never be satisfied 


till everything about the place is in the 
“freshly Valsparred”’ class! 





“a 
lA New furniture in any 
color with Valspar 
Enamel. 


Anything that’s worth Varnishing is worth Valsparring ! 






VALENTINE’S VALENTINE & COMPANY 


New York Chicago Boston 
Toronto Paris London 
Amsterdam 


The Varnish That Won't Turn White W. P. Fuller & Co., Pacific Coast 


VALENTINE & COMPANY 
Established 1832 


Largest manufacturers of 
high-grade varnishes 
in the world 
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WHITING’ 


WHITING-ADAMS 


Brush Manufacturers for 117 years and the largest in the World 


HARDWARE AGE 


WHITING- ADAMS 


J WINS 


CoP aatater-) Gp e 
those Qualities 
aabiedaleiits) x 
Brushes Good 


Whiting’s Adams 
Celebrated Superior 
Brushes Brushes 


Fach parallels the goodness of 


the other. Alike in length and 
strength, in suppleness and 
permanence of bristles— alike 
in all save name —these fine 
brushes have led all others for 
upwards of one hundred years. 
Buy by either name — or both 
combined. You are certain of 
equal—and unequaled—brush 
service and satisfaction. 


BOSTON 
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If you are headquarters for MARTIN’S 100% PURE VARNISH you are MarrinVarnisa(6 


giving a unique and constructive Varnish service— you are making satisfied 
customers—thereby increasing your profits, and building permanent good = Preweens oF 1007, Punt VARNISHES 
will. Note the 100% Pure Formula on the side of each can. CHICAGO 
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Pn er Paes > 
(MARTIN © SENOUZ, = “Standards of Comparison” 





pp SCHOOL HOUSE Wi i= oa The Martin-Senour Company for nearly half a century 


= Be has consistently applied and upheld the true principle of 
ee) | honest paint manufacture, 
MPO est Monarch 100% Pure Paint has always represented 
a9 through comparison the very ‘‘peak of excellence’’ in 
paint manufacture. 
Every Martin-Senour Paint specialty is a true ‘‘Stand- 
ard of Comparison”’ in every respect. 
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Eveready 
horizontal 
“B” Battery 
No. 766, 
22% volts, 
for 1 to 3 
tubes. List 
price, $2.00, 










































































Eveready large 
vertical ‘‘B’’ 
Battery No.779, 
22% volts, for 
1 to 3 tubes, 
where variable 
taps are not re- 
quired, Width, 
4% inches; 
depth, 3% 
inches; height, 
7% inches; 
weight, 434 lbs. 











List price, : 
$2.00. | 
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EVEREADY 
No. 7/9 


A large vertical 22'-volt 
**B”’ Battery 


THE famous Eveready “B” Bat- 
tery No. 766, horizontal, now has 
a vertical brother, No. 779, 2214 
volts. This has the same large cells 
as the No. 766, and will last as 
long in equal service. Being ver- 
tical, it fits perfectly the battery 
compartments of many popular 
receivers. Also valuable for use 
where the table or shelf space is 
limited. Order from your jobber. 
Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 


New York San Francisco 


Atlanta Chicago Dallas 
Kansas City Pittsburgh 


EVEREADY HOUREVERY TUESDAY at9 P.M. 
Eastern Standard Time 

For real radio enjoyment, tell your customers to 
tune in the “Eveready Group.’’ Broadcast through 
stations— 
WEAFNew York WFI Phila. WWJ = Detroit 
WJAR Providence WGR_ Buffalo WCCO { Minneapolis 
WEE! Boston WCAE Pittsburgh St. Paul 
WTAGWorcester WSAI Cincinnati WOC Davenport 

KSD St. Louts 


EVEREADY 


Radio Batteries 


~they last longer 
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Level Adjustment Lasts 
as Long as the Level 





You can sell a level that your 
customer can keep accurate. 


For Disston invented a simple reli- 
able adjustment that always works. 

There are only two screws to control 
the entire adjustment. They are marked 
A and B in the illustration. 

“A” is the flat-head screw. ‘“B” is 
the round-head screw. 

The level is adjusted by raising or 
lowering the glass at the end where these 
screws are located. 

To raise glass, loosen flat-head screw 
to get it out of the way; turn up round- 
head screw till bubble trues. Then 
tighten flat-head screw to lock it. 

To lower glass, turn down round-head 
screw to get it out of the way; tighten flat- 
head screw till bubble trues. Then turn up 
round-head screw to lock it. 


ty, SZ 
7 5 lp 














Casting Flat Round 

Holding Head , | Head 
Level Screw (Screw 
Glass A - B 





Casting holding level glass is pressed 
down by flat-head screw and pressed up 
by round-head screw. Glass is held 
firmly in adjustment by the screws work- 
ing against each other. Both screws 
work in wood. They cannot rust. 


POWER HACK SAWS HELP ON 
TALLEST MUNICIPAL BUILDING 


When Philadelphia’s City Hall was 
being built years ago, many of the great 
steel beams were too long. 


Here was a facer. To cut those gi- 
gantic beams by hand was an almost 
impossible task—yet at that time there 
was no other way. To await new steel 
beams meant endless delay and loss. 


Into this situation stepped Hamilton 
Disston, son of 
Henry  Disston, 
and himself a 
skilled saw maker. 


‘“‘We will make 
you hack saws to 
run by power,”’ 
he said. 


A special steel 
was developed by 
Disston Steel 
Makers. A hard, 
tough, strong 
steel that, when 
made into blades, 
stood the rack 
and tearof power- 

f 5 — ful machines 
lias bu iD ariwine them 
’ through tough 
mee Steel beams. 

So another chap- 
# ter was added to 
the Disston His- 
—teE tory of Service. 
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Saw Pointers That 
Help Sel! Saws 


Knowledge is power—in salesmanship 
as well as in anything else. The sales 
clerk who knows his goods will sell more 
than the one who doesn’t. 

Acting on this thought, we are giving 
below a brief, simple story that will help 
any sales clerk sell more saws. 


Cross-cut or Rip Saw 


Hand saws are divided into two main 
classes, the cross-cut saw for cutting 
across the grain of the wood and the rip 
saw for ripping or cut- 
ting with the grain. 
The difference be- 
tween thesetwoclasses 
of hand saws is in the 
shape of the teeth; 
one being designed to 
cut across the grain 
with an action similar 
to a number of small 
knife blades, and the 
other for rippingapart 
when cutting parallel 
to the grain with an 
action like that of 
many chisels. This is 
the first choice to be 
made in selecting a 
saw; the decision de- 
pends on the kind of 
cutting to be done. 


Skew-back or Straight-back 


The terms skew-back and straight- 
back refer entirely to the shape of the 
back of the blade. The skew-back blade 
is cut on a curved line at the back, while 
the straight-back blade, as the name 
implies, is cut on a straight line from 
butt to point. The advantages of one 
over the other is almost entirely a matter 
of personal preference. The skew-back 
blade is slightly lighter in weight. A 
straight back gives the blade more 
“‘body”’ or stiffness. Therefore, men who 
use an especially heavy thrust pressure 
sometimes prefer the straight-back saw. 











Cross-cut Teeth 
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What ‘Point’ to Use 


“Points to the inch”’ is a term used in 
determining the number of teeth in the 
cutting edge of a saw. 

In measuring the number of teeth in a 
saw, the cutting edge is measured from 
point of tooth to point of tooth, and we 
speak of the saw as 
having so many 
“‘points to the inch,”’ 
meaning sO many 
tooth-points to the 
inch. In measuringa 
saw blade in this way, 
you will find that the 
saw always has one 
more point to the 
inch than complete 
teeth in that inch. 
In a Rip Saw the 
teeth near the end of 
the blade are spaced 
closer than the bal- 
ance of the teeth. 
This allows the user 
to start the saw in ; 
the cuteasily. Teeth ~ : 
in rip saws are mea- _ Rip Sew Teeth 
sured by the number of points to the 
inch near the butt. 

The points to the inch in hand saws, 
either rip or cross-cut, indicate the de- 
gree of smoothness or coarseness of the 
cut that that particular saw will make. 
This smoothness or coarseness of cut is 
regulated entirely by the size (points to 
the inch) and “‘fitting’’ of the teeth. A 
saw with big teeth, 34% points to the 
inch, for example, will make a coarser 
cut than a saw with small teeth, say 11 
points to the inch. 

In determining what point of saw will 
best answer the requirements, remember 
that a saw with a few tooth-points to the 
inch (say 6 or 7) will cut fast and make a 
comparatively rough or coarse cut— 
these points are commonly used for 
ordinary construction work and similar 
rough sawing. The saws with many 
tooth-points to the inch (9, 10 or 11) 
will make smooth, even cuts and are 
used mostly for interior finishing, fur- 
niture making, etc. 
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UNUSUAL TOOL DEVELOPMENT 





View of the new moulded 
handle, the Disstonite 
Handle, which is now being 
introduced on the Disston 
D-18 Saw. 


ANNOUNCED 


Disston Saw makers have recently 


announced the perfection of a new kind 
of a saw handle—a moulded handle. 
The Disstonite Handle is introduced 
on the Disston D-18 Saw. It has many 
advantages that the hardware dealer 
can use effectively to interest saw users. 


It is hard, tough, and strong. 

Heat, cold, or moisture will not warp 
or crack it. 

It cannot shrink. And every screw 
is lockwashered, so the blade is always 
tight. 

It is shaped to fit the hand. And 
fitted to the blade to give that famous 
Disston “‘hang.”’ 

The rich brown finish is not affected 
by water, oil, or perspiration. 

And, in addition to all these practical 
advantages, the D-18 is a beautiful saw. 





Published by HENRY DISSTON & SONS, INC., Makers cf “The Saw Most Carpenters Use,”” PHILADELPHIA, U. S. A. 
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Cash ow Credit? 


[HE problem of selling for cash or 
- on credit is an important one and 
one that is occupying the attention of 
hardware merchants everywhere. In 
this issue, Mr. Rudolph Tenk, in his 
article, “Cash or Credit?” throws a 
new light on this important topic, and 
advances some suggestions that should 
prove of material assistance to retail- 
ers who are desirous of getting their 
business on a sound financial basis. 


ITH the New Year looming 

prominently on the horizon, the 
problem of inventory assumes increas- 
ing importance. It is with the 
thought O6f assisting in lightening 
your labors in this respect that we 
outline on page 34 of this issue a 
really efficient inventory system. 





What Readers Say 
About Us 


“T am enjoying HARDWARE AGE.”’ 
(Signed) R. D. Haggard, 
Louisville, Ky. 


“We want to say a word of apprecia- 
tion for the very live, national weekly 
that you produce. We have always fig- 
ured that if any one man among us got 
only one idea from the year’s issue it 
would be worth the total cost. Let us 
wish you continued success.” 


(Signed) Ott-Heiskell Hardware Co., 
Wheeling, W. Va. 


“We can’t do without HARDWARE AGE. 
Must have it.” 
(Signed) Sharfstein Krone Hardware Co., 
Port Arthur, Tez. 
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ft pew is more profit in a utility- 
plus-beauty sale than there is 
in a plain-utility purchase. If you 
can picture to a lukewarm buyer 
how bare a room without hardware 
actually looks, you can make him 
realize the prominence of hinges. 


McKINNEY MANUFACTURING CO. 
Pittsburgh Penna. 
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TRADE 


The Cost of Govern- 


ment 








SE to the report of the 
National Industrial Conference 
Board, there is one person living on 
public funds for every ten persons en- 
gaged in private enterprises. This in- 
cludes government employees, inmates 
of charitable institutions and prisons, 
and persons receiving pensions. 

After the wartime peak, the aggre- 
gate of people in public service took a 
decided slump, due greatly to public 
sentiment and publicity. Soon, how- 
ever, it began to climb again until the 
number of persons at the public crib, 
including Federal, State and local gov- 
ernment employees is now approxi- 
mately 2,800,000. This is an increase 
of 60 per cent over the figures for 1913. 

The direct cost of service rendered by 
these employees and officials for the 
current year is estimated at $4,3500,- 
000,000, an increase of 23 per cent over 
the 1923 public pay roll. 

If the total public pay roll, including 
the support of public charges, were 
distributed equally among people gain- 
fully occupied in other than govern- 
ment business, it would cost each one 
of the privately employed persons 
about $125 per year. The correspond- 
ing burden on each man, woman and 
child in the United States would amount 
to about $46 per year. 

If government activities were han- 
dled by private enterprise—as business 
is handled—we predict that operating 
costs would take a sensational drop in 
the near future. 

In business a man doesn’t draw a 
lucrative salary just because of his 
political activities. He may get a job 
because of some influence, but he 


Those Passed-Up Ped- 
dler Dividends 


bur 3 Soke 





WINDS 


The Hen Gets Railroad 


Recognition 








doesn’t hold it long unless he produces. 
Evidently we still have need for more 
business in government. 


TT‘ IME was when the hen received 
only barn yard recognition. That 
was when eggs were ten cents a dozen, 
and chickens sold at twenty-five cents 
each f.o.b. the farm. 
. Today with sixty-cent eggs that soar 
to a dollar at holiday times, and 
dressed chickens (farm type, of course) 
ranging in the markets at from thirty 
to fifty cents a pound, the hen is com- 
ing into her own. She is coming into 
the limelight along with apartment 
house rentals and Florida real estate. 

Up until a few years ago the south- 
ern farmer paid very little attention to 
the raising and marketing of poultry, 
but finally a few progressive ones 
raised flocks larger than needed for 
home use and began seeking markets. 

The officials of the Seaboard Air Line 
Railroad sensed the opportunity for de- 
velopment of both the farmer and the 
railroad, and took an active interest in 
the matter. They began systematically 
advertising to farmers, land owners, 
tenant farmers, bankers, newspaper- 
men and chambers of commerce on the 
advantages of raising and_ selling 
poultry. They went still further and 
inaugurated regular poultry runs; 
poultry cars and poultry buyers were 
scheduled at the company’s freight sta- 
tions at regular intervals, and the 
farmers were notified. 

As a result, sales of poultry in car- 
load lots from the territory served by 
the railroad more than doubled during 
the past year. Hundreds of farmers 


25 


found themselves in possession of regu- 
lar monthly incomes from poultry. 

Incidentally, merchants found their 
cash business better, and gleaned new 
business from poultry accessories and 
supplies. 

This is constructive work, and the 
railroad is to be commended for it. 
Also, we might add that there is a won- 
derful opportunity for more construc- 
tive work of the same kind, not alone by 
railroads, but by merchants working 
cooperatively. 


FI. HE fact that one of the best known 

- of those manufacturers who dis- 
tribute their merchandise’ through 
Glorified Peddlers has passed up its 
dividends is causing considerable com- 
ment in hardware circles. 

The majority of jobbers and mer- 
chants attribute the action of this com- 
pany to a loss of profits due to in- 
creased activity and better merchan- 
dising methods on the part of the retail 
dealers. 

Credit is likewise given to those 
manufacturers distributing through the 
regular channels — manufacturer’ to 
jobber; jobber to retailer; retailer to 
consumer—who have brought out high 
grade lines of merchandise, backed by 
specific plans for meeting peddler com- 
petition. 

The general work done by merchants 
to meet the competition of the peddler 
has admittedly had its effect. How- 
ever, the peddler has suffered consider- 
ably more from ‘specific competition— 
competition whereby the merchant has 
sold similar lines in as good or better 
quality at lower prices; where the mer- 
chants’ salesmen have carried samples 
of their wares to the customer, filling 
the orders from the store. 

If the retail hardware merchants of 
this country will continue to compete, 
cleanly and fairly along these lines, 
1926 may see the passing of more divi- 
dends by the peddling firms. 

Also, while modesty forbids our 
going into detail, we feel that HArp- 
WARE AGE, by starting and pushing the 
campaign against Glorified Peddler 
competition, helped materially in the 
curtailing of those peddler dividends. 

But as Norvell says: “That’s what 
we are here for.” 
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How Mr. Tenk Views Cash vs. Credit Selling 


Cash or Credit? 


By Rudolph Tenk 


N my opinion too many hardware merchants 

are selling too much on credit and not collect- 

ing promptly enough. This not only ties up 
capital and increases expense, but detracts indi- 
rectly from merchants’ sales, as I shall attempt 
to show later. 

After careful investigation I am of the opinion 
that most hardware merchants could do a profit- 
able business by selling for cash only if they would 
lay their plan carefully and then not lose their 
nerve the first time a customer refuses to buy be- 
cause he cannot have it “put on the books.” 

I have discussed this with hardware merchants 
who complained of being unable to pay their ac- 
counts because their customers do not pay up and 
asked them why they did not change their selling 
policy and sell for cash only. While they all ad- 
mit that the plan is sound, and that they would 
like to sell for cash only, they are afraid to try 
it, fearing that they will lose too much business. 

In order that I might know how selling for cash 


actually works out in practice I have kept in touch 
with some of the hardware merchants in our ter- 
ritory who do business on a strictly cash basis. 
In every case I found that. where the merchant 
had carefully analyzed the advantages of the cash 
plan, before deciding to discontinue selling on 
credit, and then had gone at it in the right way 
and stuck to it, he was well pleased. 

Space will not permit mentioning many specific 
cases, so I will only cite the experience of one of 
them. 

Decided to Sell for Cash Only 


In 1920 the firm of Wade & Dawson of Monroe 
City, Mo., decided to sell for cash only. Being 
interested I inquired from time to time how they 
were getting along. Each time they expressed 
themselves as well satisfied. As I had not talked 
with either member of the firm for nearly a year, 
I wrote them and with their permission I give 
you their answer. 
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Tenk Hardware Co., 
Quincy, Il 
Gentlemen: 


“In answer to yours of Oct. 9, by your presi- 
dent, in regard to our experience selling hardware 
for cash. For several years the writer had felt that 
hardware could be sold successfully for cash. My 
partner did not feel that it could be done. 

“On Jan. 1, 1921, we started on the cash business. 
We were tried by a good many customers to see if 
we really meant cash. One of the largest concerns 
in our town sent down for a good order of hardware 
without the money—we sent it back without the 
goods. We lost that order, but have been selling 
this customer ever since. 

“We were surprised to find so many of our cus- 
tomers telling us that they were really glad we had 
gone on the cash basis. One customer came in and 
told us he was sorry but he could not give us his 
business any longer, as he would have to give his 
business to those who would help him by granting 
him credit. This same person buys more goods from 
us now than he did when we were selling for credit. 

“Our volume of business in 1921 was greater than 
1920, and has been very satisfactory ever since. 
Would go to work on the section before going back 
to the credit business. 

“Any further information you would like to have 
will be cheerfully given. The merchants who claim 
you cannot sell hardware for cash are those who 
have not tried it.” 

Yours very truly, 
WADE & DAWSON, 
By Tom Dawson. 


My main reason for citing the experience of 
Wade & Dawson is that having operated on the 
cash plan for nearly five years is proof that they 
are doing it successfully; but, another reason is 
that they are the only hardware merchants in 
that immediate vicinity—so far as I know, at 
least—who sell for cash only; therefore, it was a 
case of one store selling for cash only while sev- 
eral competitors are selling on credit. When Mr. 
Dawson, after an experience of five years, tells 
you that their business has not only held up, but 
that it has gained is proof that the loss of busi- 
ness, which many hardware merchants advance 
as a reason for not changing to the cash system, 
is more imaginary than real. 


Public Better Posted 


We must not forget that today the public has 
an opportunity of reading more on business sub- 
jects than ever before, and understands that the 
consumer must not only pay the cost of producing 
the merchandise he buys, but all expenses con- 
nected with getting that merchandise from the 
manufacturer to the consumer. One of the argu- 
ments which the mail order houses and chain 
stores use with telling effect is that since they 
sell for cash only they can sell cheaper than the 
merchant who has to add to his selling prices the 
expense of keeping books, stationery, postage, in- 
terest on slow accounts, collection charges and 
losses from bad debts. Any merchant, who is 
doing a considerable portion of his business on 





HARDWARE AGE , 27 


credit, can prove this for himself by taking a lit- 
tle time to figure out what these items actually 
amount to. It may shock him, but so much the 
better. 

In addition, the merchant should figure how 
much more profit it would bring him if he would 
devote the time, which he now has to spend in 
collecting, to thinking out ways and means of in- 
creasing his business, and then use the remainder 
of his time in actually going after it. I feel sure 
that if hardware merchants would take the capi- 
tal they have tied up in book accounts and invest 
it in merchandise, either to make their assort- 
ments more complete or to add kindred lines, their 
sales on these items alone would far exceed what 
they might lose by not selling on credit. 


Credit Sales Require Large Capital 


It is my opinion that the merchant who is con- 
vinced that he must sell on credit should bear in 
mind that only those merchants who have ample 
capital to carry all the merchandise their trade 
calls for, and then have enough left to carry ac- 
counts, are ever justified in selling goods on credit. 

There is another angle in favor of selling only 
for cash, which some merchants overlook, which 
is that the merchant who does not have to collect 
accounts can be much more popular. This is well 
illustrated by a remark by one of our customers 
who sells for cash only. These are his words: 

“The task of taking care of the books and mak- 
ing collections all fell upon me. I had to take all 
the abuses and was branded as a ‘tight-wad’ while 
my partner, who never asked a customer for an 
account, was a hale fellow well met.” 

The consumer who does not pay his accounts 
when due, and consequently has to be forced to 
pay up, feels and acts toward the merchant, who 
has favored him by extending him credit, as some 
merchants act toward their wholesaler under sim- 
ilar circumstances. It has been our experience 
that when we have allowed a customer to get very 
far behind in his account, been lenient with him 
month after month, perhaps for several years, 
when we finally see that he is making no progress 
and insist that he must pay up, we lose him as a 
customer, and he gives his business to one of our 
competitors who has perhaps never favored him 
in any way. It is our experience that we lose 
more customers through being too lenient in ex- 
tending credit than we do by being too strict. The 
fact that the merchant has carried one of his cus- 
tomers along month after month is all forgotten 
when he is finally forced to make that customer 
pay up. 

I am satisfied that the last sentence of Mr. Daw- 
son’s letter clinches the whole argument in favor 
of selling hardware for cash only, when he says, 
“The merchants who claim you cannot sell hard- 
— for cash only are those who have not tried 
it.” 








Send Us Your Christmas Photos 


ARDWARE AGE is desirous of obtaining good photographs of window or interior dis- 
plays of Christmas Merchandise. We will be glad to pay $3 for each photograph 


suitable for publication. 
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How Some Merchants Are Speeding 
Up Paint Sales 


$12.000 a Year in Paint Sales 


VERY home owner in Ken- 

dallville, Ind., has received 

a personal visit from a 
paint expert, who _ introduced 
himself as a representative of the 
paint department at Miller’s 
hardware store. This man was 
loaned by the factory, at the sug- 
gestion and request of Car] Mil- 
ler, manager, Miller & Sons. 
Kendallville has a population of 
6000. It is a friendly town and 
its people gave the paint man a 
warm reception. A few orders 
were taken on these calls, but it 
was not the purpose of the caller 
to do any selling directly. He 
was to offer his personal services 
and the resources of the store’s 
paint department in helping 
home owners beautify and pre- 
serve their property by “saving 
the surface.” 

The reaction of the personal 
calls has shown its effect for the 
last six months. Color combina- 
tions suggested by the caller were 
written down on color cards 
bearing the store imprint. Where 
the family possessed an auto the 
paint expert talked auto painting 
as well as house and interior 
work. At the close of each talk 
with a home owner the caller pre- 
sented a small paint brush to the 
family. This was given with the 
compliments of Miller & Son. 
The store imprint was on the 
brush handle. 

It is ideas such as this which 
have helped Miller sell from 
$10,000 to $12,000 worth of paint 
and varnishes every year. He 
keeps a good paint stock and 
turns it over every two months. 
Six turnovers a year enable him 
to realize a real profit on his 
initial stock investment. In ad- 
dition to the paints and varnishes 
he sells $500 worth of auto 
enamels a year. Miller also main- 
tains a record for selling a brush 
to every second paint customer. 


Turns $6,000 Paint Stock 5 
Times a Year 
I) EMONSTRATIONS, spe- 


cial sales, consistent news- 
paper advertising, a com- 
plete line of merchandise and 





clerks who know whai they are 
selling, and what will give the 
best service under given condi- 
tions, are all contributing causes 





You Can Only Sell Paint 
Through Its Uses 


OU can only sell paint 

through its uses. When 
you see a house, barn, ga- 
rage in need of paint tell the 
owner about it personally, 
by mail or phone. Sell the 
householders in your com- 
munity on the idea of spring 
and fall painting. Why not 
start a campaign on interior 
painting? 











which make possible an annual 
stock turn of four to five times 
with a paint stock valued at 
$6,000 in the store of Chas. 
Brown & Sons, 871 Market 
Street, San Francisco, Cal. 

One of the features about Chas. 
Brown & Sons’ paint stock is that 
it is well and compactly arranged 





Have You Ever Stopped 
to Think? 


AVE you ever stopped 

to think of the amount 
of paint that will be used in 
the weeks preceding Christ- 
mas—of the floors, walls and 
furniture that will be re- 
painted? If you feature 
paint prominently during 
the pre-Christmas period— 
you will find the time and 
effort spent in pushing this 
line will be returned many 
times over in profits. 











in the store and always on dis- 


paint sales are not as brisk as 
they should be, something is done 
to stimulate interest. Sometimes 
it may be a special factory dem- 
onstration of paint and varnish 
in the store or in the store win- 
dow. At other times it may be 
a special sale of some particular 
kind or color. Seasonal sales and 
changes are taken advantage of 
to increase paint sales. For in- 
stance, every fall special adver- 
tising, window displays and sales 
talks are provided in order to 
arouse interest on the part of the 
public in painting the exterior of 
houses and garages before the 
winter rains set in, late in 
October. 


3000 Paint Customers in 
Two Days 


HE Geo. A. Lowe Company, 

Ogden, Utah, held a special 

paint sale several months 
ago and had 3000 paint customers 
in two days. This firm carries 
a $12,000 stock of paints and 
varnishes which it turns over 
four to five times a year. Its 
paint and varnish sales average 
more than $1 per capita in the 
city of Ogden alone. The popu- 
lation of Ogden, according to the 
census figures for 1920, was 
32,804. 

How do they do it? 

By keeping the paint stock up 
to date. By selling quality mer- 
chandise. By frequent displays. 
By holding a special spring open- 
ing sale every year devoted pri- 
marily to paint, at which sample 
cans of paint, yard sticks, flowers, 
and similar things are given 
away. And by regular advertis- 
ing and the use of everything that 
builds good will and makes for 
steady customers. 

Before the spring sale a com- 
prehensive campaign is lined up, 
including newspaper advertising, 
window displays, direct mail cir- 
culars and all other details. The 
manufacturer cooperates with the 
Geo. A. Lowe Company by mak- 
ing suggestions, helping out on 


pley. And the line is never the advertising and on the win- 
allowed to get sluggish. When dow display material. 
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December 24, 1925 
Preparing tor the 
New Year 


By Hamp Williams 


HE last thing we should do in 1925 is to 

take stock or invoice of our merchandise and 

accounts receivable at what they are actually 
worth; charging off all notes and accounts not 
properly secured, past due two years, and any 
others that are no good. Take from your mer- 
chandise stock all dead and obsolete items, invoice 
them with the store fixtures, office equipment, de- 
livery trucks—they all have a value, but you are 
wearing them out and they all belong in the same 
class. They are not liquid assets, no use to try to 
fool ourselves by matching all that stuff against 
our indebtedness. 

I will wager that there is lots of merchandise 
and of all kinds in this country that has been 
in stock since 1920, and the cost or selling price 
has never been changed. We say it cost us one 
dollar. What does it matter when our investment 
is in it and it represents a part of our assets, 
and we want to make as good a showing as pos- 
sible? That’s the trouble. You may be broke and 
don’t know it. You can’t figure to make a profit 
on a lot of dead stock. That is impossible. Leave 
it out of your inventory—sell it in 1926 for what- 
ever you can get, and let it go in the profits for 
that year; but if you insist on counting it, put 
it with your fixtures, that’s what it is. 

After all this is done, see how much you owe. 
If you have any past due bills for merchandise, 
for the sake of your future success go to your 
bank and borrow enough money to pay them, and 
do not let that occur another time during the year 
of 1926. You can’t be a success and beg, and that 
is what you must do if you owe bills past due, 
beg for more time; and it is very bad to hear a 
merchant say: “Their prices are a little high, but 
I owe them and they have been carrying me for 
two or three years, and I can’t afford to quit them 


or complain.” 
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Hamp Williams 


No, that is true. If you quit they make you 
pay, and if they do you are out of business. 

The Hardware Council can’t do very much for 
us so long as we owe the jobber past due accounts. 
When we retailers go into council with the job- 
bers and manufacturers next year we want to 
go with a clean slate; when we ask them to do 
something for us, nothing could be more embar- 
rassing than to have them say to us: “Pay your 
past due accounts before making any further re- 
quests of us.” When we meet in 1926 let’s be 
ready. 

When we invoice our stocks of merchandise and 
accounts receivable at full cost and face value 
regardless of what they are actually worth, we 
are fooling ourselves and making it an impossible 
proposition to realize a profit in the future—un- 
less you own real estate—and if you do, invoice 
it with your merchandise and increase the value 
of your real estate holdings every year sufficient 
to show a profit. That is another way of showing 
a profit and fooling ourselves, but you might as 
well do that as to invoice dead stock and worth- 
less notes and accounts at full price and face 
value. It is all wrong in principle, we may fool 
ourselves for a while, but not long. 

HAMP WILLIAMS. 








A Hardware Holiday 


AST year, when Christmas time drew near, Ma said to me, “Now, Dad, I want your help to make this 

—4 day the best we’ve ever had. Let’s go to some good hardware store and from it never stray until we’ve 

planned and made complete—a Hardware Holiday. I want no useless things about to clutter up the view, 

nor costly things of short-lived worth, I quite insist, I do—that you go with me to select some hardware 
gifts that will, when Christmas comes around again, be whole and useful, still.” 

Of course, I did as I was told—we picked a hardware store, and there we bought for everyone a gift 

until a score of practical and useful things were safely tucked away to ship to us the day before our— 


Hardware Holiday. 
How did it work? 


Why, bless my stars! we really never thought to see the smiles nor hear the thanks 


that Hardware Christmas brought; and Brother, Sister and the kids all joined in laud applause of the good 


sense displayed in gifts by Ma-Pa Santa Claus. 


We thought our plans were quite unknown; but, somehow, they had leaked and all the children, secretly, 
to that same store had streaked. Each one for Ma had picked a gift of use, and each, for me had placed 


a gift of hardware there beneath the Christmas Tree. 


And if you’ll take a friendly tip—Pass up the drygoods shop, the bookstore and the candy store, at 
drug stores never stop. Buy all your gifts where hardware’s sold—and with me you will say, “No Christmas 


you have known can beat—A Hardware Holiday!” 


William Ludlum. 
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I 


OU are driving down a country road one sunny 

morning in 1950. You stop beside a prosperous 

farmhouse and clamber out in seach of water 
for the radiator’s innards. 

Behind the house is a huge steel shed similar to a 
hangar—but there are no fragile planes in that shed; 
only a dozen huge-wheeled, snub-nosed machines which 
would find it hard to leave the ground save under the 
persuasive influence of a hoist. 

You approach one of the overalled mechanics who 
is busy with a spanner tightening various parts of a 
tractor. 

“Where’s the farmer?” 

“I’m the farmer,” replies he of the wrench. “What 
can I do for you?” 

Back in 1925 you might have been surprised to find 
a son of the soil looking like a machinist, but in 1950 
you are not astonished. The machinist has come to 
the farm to stay. Farming is a mechanical industry 
in 1950. 

II 


F you think that such a view of the future is exag- 

gerated, recal] the changes which have taken place 
in the last two generations. Sixty years ago the power 
for farms was furnished by animals. Horses and mules 
and oxen still help the farmer. But their proportion of 
the total power used on farms is less each year. Today 
more than half the primary power on our farms is me- 
chanical. The beast of burden requires a machinist 
more often than a veterinary. 


Farms use more power than all our mines and fac- 
tories. And in two short generations, more than half 
this enormous transformation has been effected. Nor 
does it stop at the power phase of agriculture. From 
hay stackers to potato diggers, the whole field of agri- 
culture’ is being revolutionized—mechanized. In 1850 
the production of agricultural implements was less than 
$7,000,000. Last year the output of farm machinery, 
including tractors, passed the $300,000,000 mark. 

But this is only a beginning. Rapid as has been 
the growth in use of mechanical aids for food produc- 


Mechanizing the 
Farm: A Prophecy 


How a Revolution in Agricultural 
Methods Is Taking Place and 
What It Holds in Store for 
the Metal Trades 


BY PRENTICE WINCHELL 


tion, such applications in the future will be even more 
rapid. There are many reasons for this. 


III 


TRONGEST of many 
reasons is the growth 
of population. Econo- 
mists say that popula- 
tion tends to double 
about every 25 to 30 
years. Statistics show 
that this is close to the 
facts in the United 
States. If the present 
trend is maintained— 


ion i nd there i son 
Population in the United States ° d there is no rea 


doubles about every thirty years. to suppose it will not 

What will it be in 1940? 1970? be—the United States 

will have to supply food 

for some 175,000,000 people in 1950—perhaps many 
millions more. 

Nor is there any reason to suppose that new terri- 
tory will be added to our possessions in any such ratio 
as the increase in population. Our population per 
square mile has been doubling about every 40 years. 
This simply means that more food will have to come 
from every acre. 

Now it is a well-understood fact that the more food 
which must be grown on any given area of land, the 
more labor in proportion is required to produce it. The 
best and richest land is used first, naturally. As the 
need for more and more food brings into use the less 
productive land, more work is needed to grow the 
bushe! of potatoes or the peck of peas. 

Under these circumstances, rapidly growing popu- 
lation, need for increased food production and an ac- 
celerating cost of production, it will be seen that not 
only would more labor be needed on the farms, but food 
would cost more and living costs in general would ad- 
vance. 

All of these things would undoubtedly have their 
effect today were it not for the improvements in agri- 
cultural methods, and particularly, the increased use of 
machinery. And as these factors become more press- 
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ing, the need for improved machinery on the farm will 
become more evident and many farmers, who now hesi- 
tate about purchasing an expensive piece of equipment 
on grounds of cost, will find that the territory which 
economists call “marginal utility” has been crossed and 
that the new equipment is a necessity. 


IV 


HAT machinery has done for the farmer is best 
shown by the productivity of the individual farm 
hand. Sixty-five years ago 100 average farm workers 
produced enough to feed 651 people. In 1910 these 
same 100 workers were enabled, by the use of machin- 
ery (and improved methods made possible by ma- 
chinery) to produce enough food for 727 people. And 
in 1920 the same 100 workers fed 966 hungry mouths. 
Nearly 2,000,000 less workers were required on our 
farms in 1920 than ten years earlier. 

Thus machinery is making possible a reduction in 
the working forces on our farms, despite the increased 
demands upon them. And it is very possible that the 
unwillingness of young men to do heavy drudgery on 
farms has had something to do with high cost of farm 
labor and consequently with the introduction of ma- 
chinery. Certain it is that, with the growth of popu- 
lation, the enormous increase in demand for food and 
the reluctance of labor to do the old type of farm work, 
machinery offers the only solution. 

Moreover, as more food is required, more land must 
be used to produce it. With every increase in area 
cultivated, the efficiency of machine farming becomes 
more evident. Less than one-fifth of the land area of 
this country is now under cultivation, according to 
Government estimates. Some say that the day will 
come when nearly half our land will be used for agri- 
culture—but if the increase,is very much less than that, 
an expansion in the use of farm machinery will surely 


follow. 
V 


NOTHER factor which has re- 
tarded the sale of farm 
equipment has been the dif- 
ficulty of adapting present 
implements to machine use. 

Many a manufacturer 
clings to obsolete equipment 
because he does not know 
how to get any value out of 
it through sale or adapta- 
tion and because he thinks 
he cannot afford to throw 

including tractors; dotted away that much money. 
ine, emperts of trocters The farmer has made the 
alone same mistake concerning 

his implements. 

A recent bulletin of the Department of Agriculture 
pointed out that most farm implements intended for 
field work were originally designed for the use of 
animal power. When tractors came into use for field 
work, they were easily adapted to the majority of the 
operations required for non-row crops, but for row 
crops there have been difficulties which meant the de- 
signing of new equipment. Each year sees newly de- 
signed implements for use with tractors; each year 
sees many of the old implements worn out or discarded. 
The use of machinery is increased thereby. 

Another factor is the changing in training of the 








Exports of farm machinery 
are growing, too. Top line, 
total equipment exported, 


farmer. Our agricultural schools and colleges are 
turning out thousands of tomorrow’s farmers who are 
believers in mechanizing the farm. Many of them will 
design and invent new applications of power to the cul- 
tivation of the soil, planting of crops, harvesting, stor- 
ing and transporting of grain and all the duties which 
formerly took man or horse power. 

Still another reason for expecting increased sales 
of farm equipment is the competition which our 
farmers have to face from cheap food products grown 
abroad. More efficient production will help to offset 
this disadvantage in the world markets. 


VI 


HAT is true of the United States in particular is 
true of the rest of the world in general. So far 
as plentiful food supplies for a steadily increasing pop- 
ulation are concerned, there is but one solution, a grow- 
ing use of farm machinery, milking machines, seeders, 


_huskers, the thousand and one items of farm machinery 


plus the appliances which are necessary to keep such 
equipment in good running order. Therefore manufac- 
turers of such machines and appliances may and do 
expect a continual gain in demand for their products. 
Is there any reasonable way~-of determining how much 
of an increase may be anticipated during a _ given 
period? 

There is a direct relation between the number of 
mouths to be fed and the amount of food required. 
Quality or variety of food products might conceivably 
change considerably, but quantity could not be reduced 
per person without immediate and serious results. 
There may be many who eat overmuch—but there are 
also some who are not properly fed. The quantity of 
food consumed in the United States (regardless of ex- 
ports or imports) might well be expected to double 
every 30 years. 

What are the facts in regard to value of actual 
production? From 1890 to 1920 the total wealth pro- 
duced by farms (crops, livestock, dairy products, etc., 
but not including gain in value of farm _ property) 
showed a distinct tendency to double every decade. If 
prices were constant, and exports and imports were 
eliminated, the tendency would presumably be to double 
once every 30 years. But,.price increases, large exports 
and growth of consumption combined to give a total 
farm production in 1890 of about $2,500,000,000; 1900, 
$5,000,000,000; 1910, $9,000,000,000, and 1920, $18,- 
000,000,000. (All figures approximate.) 

How much machinery is employed to produce this 
enormous wealth? The Department of Commerce lists 
the total value of all farm implements and machinery 
on farms in 1890 as $494,000,000. Ten years later, 
when food production had doubled, the value of imple- 
ments and machinery had advanced to $749,000,000— 
about a 50 per cent increase. After another decade, 
the value of such equipment was estimated at $1,265,- 
000,000—this time more than a 50 per cent increase. 
And during the last decade in question, the value of 
implements and machinery on farms jumped to $3,594,- 
000,000—not far from three times the value in pre- 
vious years. 

Difference in price levels, errors of computation 
and lack of comparable data may all be brought into 
the problem to justify any discrepancies which appear, 
but the fact remains that in recent years the gain in 
value of machinery employed on farms has been more 
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rapid than formerly. This bears out the contention 
previously made, that as population increases and food 
becomes increasingly difficult to produce, the applica- 
tion of machinery to farming will be steadily accel- 
erated. 
Vil 
HERE is another element 
which enters into the fu- 
ture of farm machinery 
and those who produce the 
raw materials for it as 
well as those who actually 
manufacture the imple- 
ments. This is the ele- 
ment which, overlooked 
for many years by the 
automobile business, is 
sentyiincieys ive; ilscin mow the mainstay of that 
teiiiciindenttnnanieaiaeanei-§ industry. We refer to re- 
Total production of farm im- placements. It is well 
plements, dotted area. Output known that a very large 
of tractors, lined area. The proportion of the total 
trend is clearly upward despite : : . 
the drop after the unusual busi- business in automobiles 
ness of 1920. ° is now traced to replace- 
ment orders. 

Farm implements and machines also have to be 
replaced, of course. Manufacturers have been getting 
replacement orders for many years. But with every 
increase in total value of farm implements in use, the 
total annual replacement business must show a corre- 
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sponding gain. Fifteen years ago, when the entire 
valuation of such machinery in use on farms was $l,- 
265,000,000, replacement business was, perhaps, not 
such an important item. Today, when new machines 
are being placed on the market every month, when 
graduates of agricultural colleges apply _ scientific 
methods to the old farm, and when the total value of 
farm equipment must be well above the $4,000,000,000 
mark, the replacement business is of much more im- 
portance. 

Twenty-five years from now, if population is double 
that of 1920, when food production will have increased 
proportionately (possibly exports may drop and im- 
ports increase) when the total value of farm imple- 
ments climbs toward the $10,000,000,000 mark, then 
the replacement business will presumably dominate the 
implement industry as it does the automotive industry 
today in the domestic market. 

Those who were astonished at the continual acceler- 
ation of automobile production will probably be aston- 
ished again by the great strides which the agricultural 
machinery business will make in the next decade or 
two. But those who look at the figures concerning 
population, food, farm labor and the use of imple- 
ments will not be surprised. ° 

As the age of hand production of industrial articles 
has largely given way to the machine production of 
commodities, so will the planting and growing and har- 
vesting of food become a machine, rather than a hand, 
industry. The old order changeth before our eyes. 
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Hardware an Important Factor in Movies 
By Nellie B. Parker 


PF ARDWARE is not generally supposed to be 

a part of the moving picture industry, but 

a few figures recently compiled on the 

amount of material used and the cost of produc- 

tion have revealed that bolts, nails and other ar- 
ticles of hardware are used in abundance. 

In the production of Ben Hur by Metro-Gold- 
wyn-Mayer near Culver City, Cal., an arena was 
built which covered 46 acres. Over 4,000,000 feet 
of lumber was used held together with 8,000,000 
nails. The structure was put together in sec- 
tions, using as few nails as was consistent with 
safety, with the idea in view of salvaging as much 
as possible of the building, which was wrecked 
immediately after the filming of the great chariot 
race scene. An interesting fact connected with 
this work was that the building was photographed 
with slow motion pictures during the construction 
to aid the wreckers in their work of tearing it 


down later. 

In Charlie Chaplin’s production, “The Gold 
Rush,” figures of goodly size are necessary in giv- 
ing the “cold facts” in regard to the hardware 
used. A year’s stock for a large hardware store 
was represented by the tools used, which included 
300 picks and shovels. Miscellaneous items of 
hardware that entered into the picture include 
2000 ft. of garden hose, 7000 ft. of rope, 400 kegs 
of nails, 3000 bolts, and tons of other smaller 
articles. 

Almost 23,000 lineal ft. of chicken wire was 
used to make the frame work for the huge snow 
mountains. Over this was stretched an equal 
amount of burlap. 

The Charlie Chaplin studio at Hollywood was 
converted into a small Alaska and hardware was 
an important factor in the work, as it is in every 
large picture produced. 
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Maintaining Quality Helps Johnson's 
Paint Sales 


66 HEN you lower your prices on a stand- 
\ ard article you make it appear that you 
actually have been trying to get more 

than you should for it,” says J. B. Johnson of 
Cambridge, Minn. Mr. Johnson’s statement has 
reference particularly to paint prices and was in 
explanation of his policy of selling only the higher 
quality standard paints and varnishes in his store. 
Mr. Johnson’s store is somewhat typical of hun- 
dreds of other hardware stores scattered through- 
out the country. It is located in an agricultural 
town of about 1000 population, surrounded by 
other similar towns. The nearest, only five miles 
away, has one competitor in the same town and is 
harassed by the persistent inroads of the mail 
order houses. Mr. Johnson has refused to allow 
himself to be stampeded by cut price competition 
and in the past eight years has built up a quality 
paint business. He has found that by having 
the utmost confidence himself in his goods he has 


overcome the price consideration on the part of 
his customers and instilled in them a like confi- 
dence. Quality merchandise, he contends, inva- 
riably results in satisfied customers. 

That he is not merely a theorist who talks for 
the pleasure of talking is proved by the fact that 
while Mr. Johnson’s town is perhaps not out of 
the ordinary, his paint sales are. Last year with 
an average stock of about $500, his sales ran con- 
siderably over $4,000. Nor can it be said that 
his attitude is the result of an arbitrary stand on 
his part for he has arrived at his conclusion and 
policies through actual experience. A few years 
ago he thought it was necessary to carry two lines 
of paint, one for quality and one for price, but he 
gradually learned that the average customer soon 
forgot the price if the quality was satisfactory. 
And with this fact in mind his cheap paint busi- 
ness has faded away to nothing and is more than 
replaced by increasing quality sales. 











The big Consolidated Gas 
Company, in New York City, 
employs men who might be de- 
scribed as professional ‘“‘snoop- 
ers.” They have trained noses. 
Their job is to wander around 
the streets of the metropolis and 
to smell out, by means of those 
trained noses, possible leaks in 
the gas mains, though the latter may be buried far 
beneath the pavements and dirt. 

What many a retail business which appears to 














Professional Snoopers 


be prospering really needs is one or more profes- 
sional snoopers who have the ability to “smell out” 
the leaks and the troubles before they get so big 
that they are disastrous. 

The average store proprietor will give almost 
his undivided attention to snooping for possible 
savings in the prices of the goods he purchases, 
but he will too often be blind to the many little 
time-wastes of his capital, of his employees’ and 
of his customers’ time and the space-wastes of his 
store. All of these have far more direct bearing 
upon his profits. 
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TAKEN OUT 


Here is an inven- 
tory slip which 
should prove an 
important time 
saver. These 
slips can be filled 
out by various 
members of the 
store staff in 


spare moments 


NVENTORY taking is seldom hailed with joy 
and the majority of business people are well 
pleased when the work is completed. In the 

retail business many dealers consider annual in- 
ventory as a necessary evil to be computed before 
the first ten days of January. These dealers must 
suffer from inefficient methods. Taking inventory 
requires accurate count and careful reckoning, 
but it is far from being a hardship if carried on 
under the proper methods. 

An annual stock inventory must be taken by 
every retail hardware dealer in compliance with 
regulations of the United States Revenue Depart- 
ment, Income Tax Bureau. An inventory is neces- 
sary for the use of the man in charge of purchas- 
ing. An inventory will also be wanted by your 
local bank as well as your corporate stockholders. 
You will need these figures in order to realize 
your turnover and profits for the past year. In 
the unfortunate event of a fire or major theft, 
insurance companies will demand an accurate 
inventory. If you handle the work yourself with 
the aid of your own staff you will save money and 
will know exactly where your business stands. 
It is just like having your check account balanced 
at your bank. 

The reasons for taking inventory at this time 
of the year need no explanation. They are very 
apparent to every hardware merchant. To 
many, however, the “proper method” is not quite 
clear. 

The HARDWARE AGE inventory sheets offer a 
simple and direct means for listing and record- 
ing your inventory of stock. These sheets provide 
space to number the page, list the departments 
and other necessary facts. The samples shown 
are taken from the actual inventory of a large 
Eastern retail hardware store and _ illustrate 
clearly the essential points and the method of 
using the HARDWARE AGE sheets, which by the 
way this dealer has used for many years. 

Two inside salesmen are assigned to inventory 
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work, usually during the last week of December. 
The team as this dealer calls it, is responsible for 
the compilation of stock figures. One man, using 
a ladder when necessary, counts the stock and calls 
the item cost and the current quantity. His 


-helper writes down this data on these special 


sheets calling back the item and figures. Look 
at the sample inventory sheet reproduced on the 
next page. The data in reference to those indi- 
viduals who call, check, extend and examine are 
easily understood. Let us consider the first item. 
The first man will count the stock of axes. He 
finds nineteen and calls “nineteen axes costing 
$1.21 each.” The man below calls back the data 
as he writes it. This insures running accuracy. 
The extension which means the cost of the stock 
of axes is obviously figured by multiplying the 
cost of one by the number in stock. Thus $1.21 
multiplied by 19 gives you $22.99 as the total 
value of the axe stock. All of the stock in this 
store is marked with a tag or label that includes 
a code mark indicating its cost price and plain 
figures for the selling price. This is a big help 
at inventory time. 


How the System Works 


The first item was figured against a unit cost. 
We have circled in pencil three examples that 
illustrate pertinent exceptions in this work. Ex- 
ample 1 shows an instance of assorted chain links 
estimated to be two gross in number, the total 
value is $2.50. This being a small item and not 
involving much money, it would not be worth a 
detailed count and cost account. Example 2 
shows an instance where unit cost on a certain 
spring is $0.455. There being only one of these 
springs in stock the half cent must be assumed 
by the dealer, bringing the extension to 4 cents. 

The second half of this example shows another 
spring costing $0.375. There being two the ex- 
tension may be made accurately without assuming 
the half cent either way. In this particular item 
the amount is of course unimportant but with a 
large stock it is worth figuring. An even stock 
total of course will be given an even extension 
figure. Example 3 tells us that there were 15 
scythe stones bought at $1 a dozen. Fifteen rep- 
resents one and one-quarter dozen, thus the cost 
extension is $1.25. 

These three examples are brought to attention 
as being kinks that come up at inventory time. 
This method offers an easy and accurate method 
of handling these details. This dealer showed us 
a gasket display board which he figured now 
contained one-third of its original display stock. 
This entire gasket supply when complete with 
board cost $10. If he has one-third of the stock 
left his figures would be $3.34 with “lot” in place 
of “ea.” or “doz.” These points are easily under- 
stood as being the quickest way of disposing of 
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such details, which will come up in your own 
store when you take stock. 


Checking the Figures 


Often times the man below doing the writing 
will have ample time to reckon the cost extension. 
All these figures should be checked by a com- 
petent accountant and errors corrected and ad- 
justed by the auditor. These details, as outlined, 
give you the results shown on the sample sheet. 
The column following the cost extension provides 
for a total reckoning of cash discount, depreciation 
through a market change or deteriorations of 
stock. If your invoice price on an item should be 
lower than the current market quotations and 
your records show that you obtained a two per 
cent discount for cash you would write in two per 
cent. The next column should contain the actual 
amount in dollars and cents of the deduction on 
that item. The last column could have the actual 
figures which would be the cost extension minus 
the deduction figure equal to the percentage given 
in that column. Two or three spaces at the 
bottom of each page are used for page totals. De- 
preciation on furniture and fixtures of course 
must be taken against the total stock value. The 
auditor will take charge of that detail. 


Inventory Slips 


The use of inventory slips has proved a time 
saver in many instances. A good example slip 
of this kind is reproduced with this story. We 
have purposely taken ‘“‘axes” as the item because 
this is the first piece of goods listed on our sample 
inventory sheet. These slips could be kept in the 
pocket, and the entire sales staff should have 
them. In spare moments each member would 
count the current stock, ‘marking the clip accord- 
ingly. Each sale would mean less. A check 
should be made in the proper column. When four 
checks are made the fifth should be run through 
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indicating a unit of five. If more stock is added 
the total number should be listed in the other 
column. Thus look at our sample slip. There 
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were twenty-seven axes when the original count 
was made probably ten days ago. Since that time 
seven axes have been added to the stock but a 
total of fifteen have been sold since the count. 
The actual stock content would be nineteen, which 
is on the working sheet. 








Pyramid Rack for Displaying and Stocking Sinkers 





HE Spiro Company, in San Francisco, has 
"i toned built a special pyramid rack for 

carrying heavy sinkers for salt water fishing, 
that is divided into 22 compartments. This rack 
stands against a column and takes up very little 
room. It shows the entire stock at a glance and 
being narrower at the top than at the bottom en- 
ables the salesman to quickly find the size sinker 
that is desired. The bottom of each bin slants 
toward the back so that the sinkers will not roll 
out onto the floor. The larger sinkers are carried 
in the lower compartments and the smaller ones 
in the top compartments. 
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OHN WANAMAKER once put on record the 
members of a family which he designated as 
“The Almost Family.” There was Father 

‘“‘Almost-on-time,”’ Mother ‘‘Almost-ready,” Mas- 
ter “Didn’t - know - it - was - so - late,”” Miss “My- 
watch-stopped,” and Little Willie ‘‘Wait-for-me.”’ 
Along with these he aligned the store buyer with 
the “We have it ordered” explanation and the 
“Excuse me a minute” salesperson. 

It must be admitted that the membership in 
the Almost Family is large, and every large store, 
not excepting hardware stores, has some of the 
type of people included. Ordinarily the Almosts 
are not even almost successful. 

* 2K So 


The Better Business Bureau may get you if 
you don’t watch out. That capable organization 
maintains an expert shopping service, estab- 
lished, not to serve the public desirous of buying, 
but to serve the merchants desirous of selling. 
The shoppers report back to a store the impres- 
sions made upon customers by the employees of 
that store. Reports show how long the shopper 
was kept waiting, whether the delay was neces- 
sary, whether the salesperson came to the cus- 
tomer or waited for the customer to approach, 
general appearance of the salesperson and the 
impression created. Also the salesperson’s greet- 
ing is reported, the interest shown in the cus- 
tomer, quality of service, selling points advanced. 

* * * 

There may be a lesson for hardware men about 
the way to handle the errands of children in the 
method being adopted by the A. & P. stores. The 
plan provides that when a child comes to buy, 
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the change is put into an envelope on which is 
filled in the amount of money the child brought, 
the amount of the purchase and the change be- 
ing returned. What an opportunity for an 
ambitious hardware salesman to handle junior 
customers similarly, without waiting for the man- 
ager to order it done. Just a little memorandum 
enclosed with the parcel the child takes home, 
giving price, etc., even if the sale is a charge sale. 
* *k * 


The story is told of John E. Powers, Wana- 
maker’s advertising manager back in 1880, that 
he was so rude to his employer that Wanamaker 
once said to him, “You are the most impudent 
man I ever saw.” 

“T am sure you didn’t hire me for my man- 
ners,” replied Mr. Powers, and Mr. Wanamaker 
said no more. 

Whether you believe that tale or not, don’t try 
out the Powers method with your boss. You are 
probably not gifted with Mr. Powers’ ability any 
more than your employer is possessed of Mr. 
Wanamaker’s patience. 

*K Kk * 

My boss he is a hard boiled bird. 

I like him. 
His language is the worst I’ve heard. 

I like him. 
He damns me up; he damns me down; 
His smile is rarer than his frown. 
But his wages are the best in town. 

I like him. 


* ** * 


There is a kind of salesmanship that always 
makes good with mothers who happen to be so 
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unfortunate as to have to carry along the family 
infant when shopping. That kind of salesman- 
ship may be called “How-old-is-the-baby ?” sales- 
manship. It is a wise salesman who takes par- 
ticular notice of the child that accompanies its 
parents, allowing himself to ask a question or 
two to indicate that his interest is aroused by 
that youngster. If there is any such thing as 
fair deception in salesman’s talk, it is the decep- 
tion practiced when showing an interest in the 
children, an interest beyond that actually ex- 
perienced within. Many politicians and many 
salesmen have found their way to success through 
outspoken interest in the children. 
K oS K 

Some hardware salesmen are so confident of 
themselves that nothing ever disturbs their equa- 
nimity. There is an old story of an American 
traveler who was so confident of himself that 
his companions sought to take him down a bit. 
They managed to get him drunk enough to fall 
into a heavy sleep. They took him down into 
the catacombs and hid to await his awakening. 
When he finally opened his eyes, he stared about 
for an instant and then arose and exclaimed, ‘“The 
end of the world and America first on deck as 
usual!” A salesman can cultivate the assurance 
that prevents him from being dismayed by any 
selling situation that may confront him, and he 
will find that assurance a help in meeting the 


unexpected in customers’ objections and queries. 
* * * 


The hardware store salesman who does not 
know the merchandise he handles had better lay 
off from those well informed customers who will 
think mighty little of a store and its merchan- 
dise if the salesman seems ignorant. Some hard- 
ware store salesmanship reminds me of the ex- 
planation a barber once gave me of the reason 
why the new chair he had installed was called 
a “hydraulic” chair. “They call it a hydraulic 
chair,” he said, “because you can raise it up high 
or draw it down low.”’ And he thought he was 
right about it! 

1 *K * 

Experts tell us that 87 per cent of the impres- 
sions made upon the brain reach the brain 
through the eye. That leaves only 13 per cent 
for the salesman to work with if he is trying to 
get his customer to decide about a purchase or 
to express an opinion about it without being 
shown the merchandise. Think what an advan- 
tage there is in your favor if you get the goods 
right before the prospect where they fill the eye 
all the while you are talking about them. But 
don’t forget that to the 87 per cent eye impres- 
sions, you can easily add such of the remaining 
13 per cent as is to be produced by the influences 
appealing through the senses of hearing and 
touch. Show them the goods. Let them feel of 
them.* Tell them about them. 


so * *K 
Bah, bah, hardware, 
How’s your stock of tools? 
Marry sir, it’s all right. 
They’re here to loan to fools. 
To loan to the master, 
To loan to the dame, 
To loan to the little boy who lives in the lane. 
—Hardware Mother Goose. 
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The young hardware man—whether owner or 
salesman—who thinks that the young fellows of 
the present day know more than their elders is 
invited to cogitate on a statement I heard a pretty 
wise old fellow apply the other day to the over- 
weaning certainty of youth. Said the wiseacre, 
“You don’t find any big timber where it’s all sec- 


ond growth.” 
* * * 


M. de Turenne, that famous Frenchman of a 
past generation, once said, ““‘He who means alto- 
gether to avoid battles gives up his country to 
him who seeks it.” That might be taken as a 
slap at the pacifists who believe that the way 
to avoid war is to make no preparations for it, 
or it might be taken to mean that the hardware 
merchant who wishes to avoid the strenuous con- 
flict of competition, the fight for business suprem- 
acy, can do so, but only at the cost of sacrificing 


his business. 
ox ok K 


It’s the man, not the location, that makes the 
business a success. If you are thinking of going 
into business for yourself, think of what qualities 
you can develop now, as you go along, that will 
count for you later. The country is full of alibi 
merchants who have a million perfectly good ex- 
planations of why their business does not get 
any bigger. And there is just one real reason 
in ninety-nine cases in a hundred. That reason 
is that the man lacks in some quality. And the 
qualities you fail to develop while a salesman 
and an employee, you will fail to possess when 
you become your own boss. 

* K * 


Cyrus H. K. Curtis started his career as a 
newsboy with three cents that he spent for 
papers he took out of Portland to Fort Preble 
and sold. Today 50,000 boys sell his papers for 
him. Did any unusual opportunity confront the 
boy, Cyrus, that made it easy for him to achieve 
success? Not that he or his biographers have 
ever told the world. It was not what was in the 
Curtis opportunities that counted. it was what 
was in Curtis himself. If he had started as 
errand boy in a hardware store, he would today 
have been a millionaire just the same, though in 
some branch of the hardware field. 

kK K * 


A customer came into a hardware store to com- 
plain about the service he was getting from the 
batteries he used in a certain flashlight he car- 
ried a great deal. The salesman he first met 
listened to him a little and then remarked that 
he couldn’t expect to get good service from the 
battery as long as he carried the lamp where 
he did, with the chance that it would often jostle 
about and move the switch so the light would 
be turned on in the pocket and run down the 
batteries. The salesman was unsympathetic and 
made no suggestion for better service. And then 
salesman number two butted in and asked to see 
the flash-lamp. After a little examination he 
said, “I can fix that so it will be harder to move 
the switch and then it won’t be likely to get 
moved accidentally in the pocket.” He was sym- 
pathetic and tried to be helpful and he sent the 
customer away feeling satisfied. 
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The Most Unfair Tax 


HE opening guns are already sounding for 

the grand battle which will rage in Congress 

for the next couple of months over income 
tax reduction. The politicians can be depended 
upon to fire their heaviest salvos of oratory over 
this issue, for they know well the vote-getting 
magic involved in those appealing words— 
“Lower Taxes!” 

But there is one phase of the subject about 
which probably very little, if anything, will be 
heard, and yet it is the most fundamental and im- 
portant of all. We refer to the question as to 
whether the income tax, as a law, is a fair tax 
under any circumstances. We believe the answer 
to that question is an emphatic negative. We be- 
lieve that an income tax is a most unfair way for 
a government to raise revenue, and we are pre- 
pared to give our reasons for the faith that is 
in us. 

The one great argument the institution of the 
income tax is based upon is that it asks each 
citizen to contribute to the expense of the govern- 
ment in proportion to his earning power, and that 
consequently, taxation being accepted as a neces- 
sary evil, it is the fairest form of revenue which 
could be devised. Like Socialism and a great 
many other things, that argument is a theory 
which does not work out in practice. In the first 
place it is based on the preposterous assumption 
that all men are honest, in spite of the common 
knowledge and experience of the race itself and 
the high authority of the Scriptures, which 
equally testify to the contrary. If every man 
were scrupulously diligent in reporting his exact 
earnings year by year and paying the exact tax 
upon those earnings which the law decrees, we 
would have nothing more to say, but would 
frankly concede that under such circumstances an 
income tax was an ideal levy. But we are not 
going to insult the intelligence of our readers by 
discussing any such assumption, which every one 
of us knows is fantastic. On this point we will 


rat call attention to the following definite 
acts: 

The report of the United States Government 
on the collection of income tax for the year 1924 
shows that the number of personal income tax 
returns was 7,298,481, and that the aggregate 
net income reported for the country was $25,023,- 
210,893. Incidentally this was a decrease of 
399,840 in the number of individuals making re- 
turns over the two preceding years. According 
to the figures of the Department of Labor the 
number of persons engaged in gainful occupations 
in the united States in 1920, the last year for 
which these figures were available was 41,614,248, 
and that number would, of course, be substan- 
tially increased for the year 1924. Figures are 
tiresome things, but there is one other figure 
which we, must add before we attempt to make a 
deduction. According to the estimate of the Na- 
tional Bureau of Economic Research, a highly 
qualified and reliable authority, the total current 
income for the United States in 1920 was, in 
round figures, $64,000,000,000, and as wages and 
earning power have sensibly increased since that 
time it is fair to assume that this figure would 
be much higher for 1924. 

A very simple analysis of these key figures pro- 
duces some remarkable results: It shows that 
the whole personal income tax is paid by about 
one-sixth of the income-earning population, and 
that the total amount of net income reported is 
about one-third of the gross income earned. It 
is quite true that in this instance we are com- 
paring net income with gross, but the most ex- 
travagant estimate of deductions could not bring 
the net income anywhere near such a figure as a 
mere one-third of the gross. 

The answer is, of course, obvious: There is a 
vast evasion of income tax, and the Government 
is only collecting a fraction of the theoretical 
amount which should be collected under the 
income tax law. But the establishment of this 
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fact does not touch the real heart of the situation. 
If the evasion of taxes were uniform with all 
classes of the population we might adopt a cynical 
attitude and say that as long as every one was 
cheating the Government equally nobody had any 
cause to complain. Unfortunately, and leaving all 
considerations of morality aside, that is far from 
being the case for the very good reason that the 
opportunity for evasion is far from equal and 
varies in direct reverse proportion to the ability 
of the individual to pay. 

The power of the Government to compel an 
individual to pay his fair proportion of income 
tax depends entirely, of course, on the power of 
the Government to ascertain the exact earnings 
of each taxpayer. It is here that the whole scheme 
of income tax collection falls to the ground. 
There is just one class of the population concern- 
ing whose earnings the Government can easily 
obtain exact information, and that is the salaried 
class. Under the law, employers are required to 
supply the Government with a detailed statement 
concerning each person to whom they pay a salary 
of $1,000 or more. These statements have to be 
signed by the individual receiving the salary, and 
when he later files his income tax return it is a 
simple matter of cross indexing to find out quickly 
whether that return agrees with the report re- 
ceived from his employer. The result is that 
comparatively few of the great army of salaried 
folk can evade any important portion of their 
tax. It is hardly necessary to add that this cele- 
brated white collar brigade is exactly that portion 
of our population on whom the burden of taxa- 
tion rests by far the most heavily. 

It will, of course, be argued that the books of 
corporations and other business firms are open 
for inspection by Government agents, and that 
their earnings can be checked just as carefully 
as those of the salaried man. That is mere theory 
which means nothing. It would be utterly im- 
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possible for a Government to carry out any such 
inspection, which would call for the services of 
an army of expert accountants greater and far 
more expensive than the present army of Pro- 
hibition Agents. 

Outside of corporations and business concerns 
there is a far larger class of taxpayers over whose 
earnings there can be only the most nominal su- 
pervision. We refer to the vast number of men 
and women who are employed in the skilled 
trades, and who work by time and by jobs. It is 
probably true that in the great majority of cases 
a stone mason or a carpenter, to cite merely ex- 
amples, does not receive as much as a thousand 
dollars from a single employer in any year, 
although his aggregate income will run well into 
the income tax class. It would be extremely inter- 
esting if the Government revealed just how many 
members of trade unions pay an income tax, and 
what percentage they form of the total number 
of skilled workers in the country. 

We suppose that our whole argument is going 
to lay us open to a charge that we are bringing 
a blanket indictment of dishonesty against the 
American people. If any one brings such an 
accusation, we can only reply that honesty, like 
most other things, is a relative term. By hoary 
tradition, tax dodging is regarded as at worst a 
venial offense, and it is just shutting one’s eyes 
to the facts to refuse to recognize that a man may 
be scrupulously honorable in all his personal re- 
lationship and still feel no pangs of conscience 
over a little juggling with his income tax return. 
In any event, we deprecate the raising of any 
question of morals. The only question with which 
we are concerned at present is as to whether the 
income tax is fair or whether it does not mean 
that the heaviest end of the burden of Govern- 
ment maintenance is loaded on those shoulders 
which are least able to bear it, and we can see 
but one answer to that problem. 








Too Many 


We not infrequently hear the 
complaint that there are too 
many retailers in this country. 
It is possible that this may be 
the case and yet there are fig- 
ures to show that it probably is 
not. 

The difficulty rather lies in 
the fact that there are too many 
competing manufactured products, especially 
among the luxuries, which are continually clamor- 
ing to get on the dealers’ shelves. To say the 
least, there must be “something rotten in Den- 
mark” when recent statistics brought out the fact 
that among the manufacturers of shoes in this 
country, 227 companies do 65 per cent of the busi- 
ness, 738 companies do 32 per cent of the busi- 
ness and 540 shoe manufacturing companies do 
only 3 per cent of the business. It seems to be 
clear enough that from the point of view of eco- 
omics at least the country has no need or room 
for much more than 227 shoe manaufacturers. 
The others are a decided drag in the economic 
scheme of things. Similarly, it is wrong when 








a certain large department store recently found 
that it was carrying 1675 kinds of powder: face, 
talcum, loose and compact, 1396 kinds of perfume, 
752 toilet waters, 204 sachets, 600 beauty creams, 
100 lotions, 100 hair preparations, 400 rouges, 
452 soaps, 251 lip sticks and 110 eyebrows and 
eyelash fixers. Such figures as these make a 
laughing stock of a country which prides itself 
upon efficiency. 

The merchants which make such a thing possi- 
ble are not striving either for their own best in- 
terests or those of the country at large. 

On the other hand, the following figures will 
show that with not more than one or two excep- 
tions at the most, there still remains plenty of 
elbow room for the average retail merchant to 
operate in. The following figures represent the 
average number of customers for each of the types 
of retail stores listed: Butchers 330, grocers 499, 
drug stores 1341, dry goods stores 1682, clothing 
stores 2304, hardware stores 4132, furniture 
stores 4132, shoe stores 4668, department stores 
10,490, music stores 13,502, five and ten-cent 
stores 18,012 and book stores 35,420. 
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1me—Chapter I] 


By Saunders Norvell 


= GUDAY the typical business man, especially in the 
ay fax large cities, is an entirely different man from the 
ee typical business man of 25 years ago. His life 
then compared with today, was relatively simple. 
From comparative simplicity of living, he has 
now entered upon a very complex existence. Formerly he 
had more time and energy to give to the items that engaged 
his interest because there were not nearly so many conflict- 
ing things for him to consider. 
* * » 





Here are some of the things that are at present consum- 
ing the attention, time and thought of business men: The 
automobile, the radio, the movies, many more magazines, 
more elaborate newspapers, vastly increased advertising 
of every sort, greatly extended use of the telephone, the 
phonograph, more social activities, dancing, tremendous 
incrase in golfing, Saturday half-holiday established, other 
holidays, the custom of taking vacations. 

* * * 


The active modern business man faces the fact that he 
must meet more extensive and better trained competition. 
He spends less time in his office and more meeting other 
men, seeking business in this manner. He is also devoting 
more time to recreation. Frequently recreation and busi- 
ness are very much mixed up together. Often large ac- 
counts are obtained on the golf links or at social affairs. 
In some lines of business, the wives of men in social activi- 
ties are of great help to their husbands’ business. All of 
us have seen husbands and wives working together socially 
for business results. 

* * 7 

Active men are interesting themselves in cooperative 
civic business, charitable and public and quasi-public or- 
ganizations. Business men are tempted by 100 times as 
many novelties, luxuries and present-day necessities of 
dress, dining, decoration, personal comfort and desire, as 
formerly commanded their time, thought and action. 

* * * 


Statistics show that even under what is supposed to be 
the modern strain, life is becoming prolonged. The average 
business man is actually living 20 years longer and refuses 
to grow old. It has been discovered that activity and 
interest, and not rest, prolong life. Men die who shouldn’t 
and men who, by reason of the old-fashioned ideas of life, 
should pass away, live and flourish to a green old age. 
It is the painful truth that the arm chair, and not the 
dancing floor, is the more dangerous. A beauty specialist 
made the wonderful discovery that in order to preserve 
your complexion, you must make your skin work. Life 
extension organizations have discovered that the long lives 
are usually the busy ones. Nothing is more dangerous 
than to retire to rest. So, even the Scriptures are fulfilled, 
viz., he who would save his life loses it while he who risks 
his life without thought saves it. In Shaw’s play, 
“Androcles and the Lion,” the Apostate Christian who 
sought to save his life ran into the lion’s den and was 
devoured. 

* * a» 

The modern business man is obliged to pay vastly in- 
creased taxes. He therefore plans and conducts his busi- 
ness with that end in mind. He must submit to greatly 
increased governmental centralizations and control of his 
actions. There is a tremendous advance in general educa- 
tion with constant changes in thought. The younger gen- 
eration are making fun of hypocrisy and saying, without 
hesitation, exactly what they think. There is much more 
freedom of expression in every direction, much less old- 


fashioned dignity and less formality in manner. The older 
business man has come out of his shell and does not take 
a back seat for the boys. The modern business man travels 
more, sees more, has broadened out in his views and is 
therefore less provincial and more of a cosmopolitan. The 
changes in business have led him to care far less for tradi- 
tion. Becoming more efficient in his methods, he has adopt- 
ed every time-saving device and is much quicker on the 
trigger. 
K ok * 

A curious phase of the modern situation is in the fact 
that young men go to school longer, are dependent on their 
fathers until they are much older, and the average man 
settles down to business responsibilities much later in life 
than a generation ago. Marriages of business men, we 
imagine, although we have not the statistics, are now being 
postponed until they are older. This is also probably true 
of women. 

* * * 

While it is possible that human nature and mental power 
have not changed very much and that the man himself 
remains, under the surface, much the same sort of fellow, 
it is certainly a fact that his environment, the conditions 
and circumstances under which he lives, and the manner 
in which he occupies his time, have materially altered. 
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CHART I 


The above chart is drawn on a basis showing that in 
1900 the average business man worked 60 hours per week— 
that is—6 days of 10 hours per day. 


* * * 


Many business men were so enamored of their offices 
that on Sunday morning they could not help drifting 
downtown, getting their mail and devoting Sunday morn- 
ing to its perusal. Now, in 1925, the working hours have 
been cut down to 38 hours per week—shorter hours, 
shorter interviews, less story-telling and more intensive 
and concentrated attention to business while working. If 
one of the old-time story tellers of the West with his con- 
tempt for the passing of time should wander around in 
New York today and attempt to hold the attention of busi- 
ness men with his stories, he would be very liable to 
receive some shocks and surprises. Somebody very likely 
would say to him: “Cut out the story and get down to 
business—make it snappy.” 
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Now, a study of the country, as far as the use of time 
goes, is very interesting. The men doing business in the 
large cities work shorter hours and have more diversified 
interests. As we travel down the line from the large cities 
to the villages, the length of the working day grows. The 
merchant in New York lives far from his business. He 
arrives late and leaves early. The merchant in the small 
town arrives at the crack of dawn and stays late. 



































CHART ID 
BUSINESS TIME and THE MAN 
1900 ~ 60 Hours 1925 - 38 Hours 
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The above chart indicates how, in 1900, a business man’s 
week was filled simply. Now, in 1925, while his working 
hours are shorter, the occupations of his mind are far 
more diversified. 

a * * 


Business conditions in the smaller places, generally 
speaking, are much more simple than in the large cities, 
and the small town therefore, in the changes that have 
taken place, is many years behind the large city. The mer- 
chant from the small place, when he visits the big city, 
frequently resents not being able to walk into “Bill’s” office, 
take a seat and spend the afternoon in pleasant chat. He 
thinks Bill, who has gone to the city, is getting “the big 
head” because he has a private office and you cannot get 
at him without making an engagement or at least sending 
in your card. “Gee whiz!” says the merchant from the 
small town. “The idea of sending in my card to old Bill! 
He is sure putting on airs. Besides, I haven’t any card.” 
This old friend from the country does not realize that he 
and Bill are living in two different worlds. These worlds 
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are about twenty-five years apart. However, if Bill is the 
right sort under the skin, he is just the same old Bill. He 
is just as glad to see his old friend. He might like to hear 
some of the old stories, but he cannot get through with his 
daily budget and listen to the stories, too. Bill has gotten 
into the habit of paying for his stories and amusement at 
the theater of nights. The art of story-telling in business 
in the large cities has almost passed away. Story-telling 
takes up too much time. Just note a directors’ meeting 
when some old-timer is “reminded of a story.”” How the 
other directors squirm in their chairs! 


* * * 


One reason why the great merchant in the large city 
can accomplish so much in the way of results for his enor- 
mous organization is that he delegates authority. He does 
not attempt to read all the mail. He is not trying to do all 
the work. He is willing to take a chance on the ability 
and good judgment of his subordinates. Nothing develops 
a man but responsibility. Have you ever noticed how some 
young man who lives in a small town goes to a large city 
and suddenly develops into a captain of industry? All the 
neighbors are surprised. What is it? It is only that he 
fell into the hands of someone who allowed him to do the 
work. No boss who tries to do all the work himself ever 
develops an efficient force of clerks. Some of the greatest 
business successes I know never seem to have any papers 
on their desks or anything on their minds. They have dele- 
gated all of the work to someone else. They are watching 
the whole works. They are not department managers. 
They are listening for knocks in the machinery. 


x* * * 


There is another phase to this study that is interesting. 
The northern tier states in this country have changed more 
than the southern States. Down South life is still more 
simple and, in many respects, more delightful. There is 
more leisure and less hurry. The chain store and the mail 
order house, however, along with all of our other “modern 
inconveniences,” are slowly but surely invading the South. 
In a few years, even in the South, you will hear a buyer 
whisper to a story-telling salesman: “Don’t dwell. Cut out 
the tale. Make it snappy!” 


* * * 


Now, let’s be honest. The ideas in this article and all 
the charts, together with most of the article itself, have 
been suggested by Mr. E. B. Terhune, of the Boot and 
Shoe Recorder, Boston, Mass. I can even hear Mr. Ter- 
hune say to me, as I have dictated the article, “Cut out the 
stories. Make it snappy!” 








Wasting Steam 


There is an old saying that 
“the steam that blows’ the 
whistle never turns a wheel.” 
Whistle-blowing, self-advertise- 
ment on the basis of claims and 
assertions rather than upon 
facts, and circus-methods (the 
use of every adjective in the 
superlative degree) are today 
only a survival of an older and less scientific age 
of retailing. 

The use of superlatives, of claims, of assertions, 
whether in advertising or over-the-counter selling, 
needs to be snuffed out just like a smoking candle. 
What the public wants and responds to today 





is reasons, facts, figures, proof. Phrases such as: 
“These goods are the best made” have been com- 
pletely eclipsed by such phrases as: “This is a 
real value because it is virgin wool, vanadium 
steel, has ball bearings, is guaranteed by its 
makers and by us, was purchased by us at a forced 
sale, is hand made, is pre-shrunk, is sun-fast dyed, 
is quadruple plated,” and the like. 

Mr. Specific, whose feet rest on the solid rock 
of facts, keeps the wheels of sales going, whether 
he operates on the printed page or behind the 
counter, and Mr. Bare-Assertion, the old whistle- 
blower and steam-waster, is being ruled off the 
field and to the side-lines. 
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The Man Who Came 


Back 


Chapter II. 


By Lester G. Herbert 


SYNOPSIS: Wesley Nelson, of the Nelsonville Hardware Emporium, finds his business headed for the rocks. When 
the story opens he is in his store after hours, trying to find the way out of his difficulties. Suddenly the lights go out. 
It is a stormy, winter’s night and thinking that the wires had been blown down he decides to go home. On his way out 
he glances back, and through one of his store windows he sees a gleam of light in the rear of his store. The light 
means only one thing—-Burglars—and mindless of the fact that he is unarmed he rushed toward the door. Slipping 
on some ice, he falls unconscious with a broken leg. At this point a broad-shouldered chap swings around the corner. 
He also sees the burglars at work and in rushing forward stumbles over the prostrate form and discovers the man is 
his brother. At this moment one of Nelsonville’s few policemen appears and the newcomer rushes forward shouting: 
“Chase those fellows climbing into the car. They robbed Wes. Nelson’s store—I’m his brother!’ 


Now Go On WITH THE STORY 


HE next morning when the clear, cold sun- 
shine following the storm streamed into the 
bedroom of Wes Nelson, he opened his eyes 
and looked about wonderingly. He didn’t remem- 
ber coming home and, heavens, how his head 
ached! It was those letters from the jobbers! 
Something must be done. 
He attempted to rise and fell back with a groan. 
“There, there, Old Man,” said a soothing voice 
at his side, “take it easy and you’ll soon be as fine 
as a fiddle. Didn’t expect me home, did you, Old 
Top? Well, I blew in, in the nick of time. Didn’t 
expect to come East myself until a few days ago 
when I found that I could get away for a little 
while, and I thought I’d give you a surprise.” 
There was a mellow, pleased laugh which some- 
how took Wes Nelson back to the old days of the 
swimming hole and the apple orchard where the 
sheep nose apples and pound sweets grew. 
“Well, you gave me some surprise,” he chortled. 
“Staged quite a movie show, didn’t you?” 
Wesley looked up and the cares of years seemed 
to slip away. 
“Bless you, Pete,” he said weakly, “where did 
you drop from?” 
Then the doctor came, and Wesley Nelson found 


that the leg that twinged so when he tried to 
move it was only broken, but that he’d have to 
lay up for repairs for a few weeks. And the 
genial doctor accused him of being a sly dog to 
have taken this time off to rest, just when Pete 
appeared on the scene to run things. 

And Pete, the twin brother who had made good 
out West, took to himself the liberty of a near 
relative, and bullied his brother and told him to 
lie still and get well, and let a real man run 
things. 

If the injury to the head had not been quite so 
severe, Wes Nelson might not have been quite so 
docile and so willing to hand over the reins. But, 
of course, he couldn’t help himself. He was in 
a horizontal position and for some time, partly 
under quieting potions according to the exigen- 
cies of the case. 

In the meantime Peter Nelson had taken hold 
of affairs down to the Emporium. About the 
first thing he got hold of was the correspondence 
of the jobbers and some of the other firm’s cred- 
itors. 

He sized up the stock and soon decided that 
it was poorly balanced—too little of this and too 
much of that. 
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The help sauntered about, and the first morn- 
ing Peter was thoroughly incensed to hear a 
woman customer ask for a food chopper such 
as was advertised in the paper the night before. 

The salesman led the patron to the rack, and 
she made a selection. 

“T’ll take this one,” she said quietly. “How 
much?” 

“$3.98,”’ smiled the clerk patronizingly. 


“Why,” protested the customer, “you adver- - 


tised in the paper last night that these choppers 
—. to be sold today at $2.98. I don’t under- 
stand.” 

The salesman nodded his head. 

“Oh, the special price today is $3.98,” insisted 
the salesman suavely. 

But the woman was firm. 

“Haven’t you a newspaper?” she said. “I can 
show you where it says distinctly $2.98.” 

The man disappeared laconically, and Peter 
Nelson watched the proceeding through nar- 
rowed eyes. In exactly fifteen minutes the clerk 
came back in the same casual manner in which 
he had disappeared. 

“You win,” he said easily. “$2.98 is right.” 

There was no attempt at an apology or ex- 
planation, and the customer went out with her 
head held high. 

That night at closing time a slip was passed 
around to each one of the employees, requesting 
that all remain for a few minutes and meet Mr. 
Peter Nelson, the new manager, in the rear of 
the store next to the office. 

When the group assembled, not quite sure 
whether they were to be discharged or to have 
their pay raised, they found an easy-mannered, 
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cheerful gentleman awaiting them—the man who 
had been poking around and looking into corners 
and keeping track of things all day. 

Peter Nelson’s talk was short. He expressed 
his confidence in their loyalty and desire to co- 
operate to carry the business on successfully dur- 
ing the serious illness of the owner. He an- 
nounced that while the same general policy would 
be maintained, that there would be many minor 
changes, and every man and every woman was 
expected to do their duty. 

He reminded the employees that the store 
opened at 7:30, and that every one was expected 
to be prompt; that he would request greater care 
in the making out of sales slips and charges, re- 
minding them that a delay in making a charge 
was not good business practice; and he brought 
forth evidence of two sales at least having been 
made that day on credit, for which no charge 
entry had been made at all. 

“My brother,’ he continued with a smile, “is 
insured against fire, but not against your careless- 
ness. Consequently, the order goes forth at this 
moment that every charge sale must be complete 
in its entry, as far as you are concerned, before 
the next patron is served.” 

The help went out that-night talking in groups. 
Some hinted darkly that if that was the direc- 
tion from which the wind was blowing, the or- 
ganization might soon suffer the stunning blow 
of having to do without them. 

But no one left. Jobs weren’t plentiful, and 
besides there was a winsome manner about Peter 
Nelson, a breeziness and an expectancy of better 
things which challenged their interest. 

(Continued next week) 





To-Sell-Some-More 


By William Ludlum 


66 HE shades of night were falling fast’”— 
Ty That’s how the poet’s plot was cast; 
But ours is a different story. 

There is no hint of fiction here, 
No flight of fancy shall appear, 
Nor legend aged and hoary; 
The shades of night were falling—true; 
But that’s not what should bother you; 
Another peddler’s ambled through— 
To-sell-some-more! 


No “banner with a strange device’”’ 
He totes above the snow and ice— 
His trade he is not telling. 
He is no “corpse at break of day’”— 
In health he comes and goes away, 
With better health from selling. 
This is no poet’s idle dream 
Of “things that are not what they seem’”’; 
We’re telling you—he’s making steam— 
To-sell-some-more! 


The shades of night may go to—heck! 

And all the poets come a-wreck— 
For all we care about it; 

We’re simply trying to announce 

Another peddler’s due to pounce— 
He’s on his way, don’t doubt it. 


Excelsior? All tommy-rot! 
If you don’t can him on the spot, 


‘He'll fetch in town another lot— 


To-sell-some-more! 


“The rising sun, the shades of night’”— 
Between ’em both he makes his flight, 
No poet in his make-up; 
He ambles in and ambles out; 
But not before he’s made a clout 
At business with his take-up! 
He’s nothing but the plainest prose 
From finger tips to tip of nose; 
But, tale unending, on he goes— 
To-sell-some-more! 


To sell some more! What can I do? 
You question. It’s all up to you! 
As long as you will let him— 
He’ll drain the nickels from your till 
And every bloomin’ prospect kill— 
Unless you go and—get him! 
The method we may not suggest; 
But, if you’ll do your level best 
He’ll fade away and travel “west’”— 
To-sell-no-more! 
TO SELL NO MORE! 








4d 


HARDWARE AGE 


December 24, 1925 


A Modern Roman Alphabet in Four 


VERYONE interested’ in 

business of any kind should 

understand the value and 
importance of hand lettered show 
ecards. Those who understand 
the importance of legible show 
cards as a very necessary busi- 
ness aid should also know what 
little effort is required on the part 
of a novice to produce them. Re- 
member this, that detail is of 
minor importance in the produc- 
tion of a show card. The neces- 
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sary qualifications are, Authentic 
letter formation, Legibility, Neat- 
ness and final EFFECT the card 
produces when finished. 

Single stroke show card writ- 
ing is much easier to learn than 
one would imagine providing the 
instructions are as free from 
technical terms as possible and 
the beginner is in possession of a 
practical modern outfit. Such an 
outfit is very simple and inexpen- 
sive when one knows just what to 
buy. One 2 oz. bottle each of 
black, white and red, water color 


Lessons 


By joseph Bertram Jowitt 


show card ink. One each genuine 
Red Sable single stroke brushes, 
Nos. 6, 10 and 12. One set of five 
different size Speed Ball pens. 
One straight edge or plain yard 
stick to rule with and a piece of 
Art gum to erase lines or pencil 
marks. 

This single stroke Roman al- 
phabet is composed of just eight 
basic strokes and these basic 
strokes are the ones that a begin- 
ner at show card writing should 
concentrate his practice on. It 
is very important that beginners 
should thoroughly understand 
just what connection these eight 
basic strokes shown herewith 


have in relation to the twenty-six 
The old 


letters of this alphabet. 














EFHIJKLPRTU. Stroke 
No. 4 is a small loop stroke, made 
from left to right, used in form- 
ing the letters B Pand R. Strokes 
No. 5 and No. 6 are known as 
right and left crescent strokes, 
these are made by applying the 
tip end of brush which has been 
well flattened out, gradually widen 
out the stroke, using very little 
pressure, after the widest part of 
stroke is reached release pressure 
altogether, finishing the stroke as 
at the beginning. These are the 
basic strokes used in forming let- 
ters C DGOQ@Q. Stroke No. 7 is 
a short horizontal stroke used in 
the center of the letter A, and at 
the top of the letter T, the center 
of the letter H, and at the bot- 
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rule of practicing A, B, C, etce., 
over and over is the long way 
round, while concentrating on the 
basic strokes of all letters is the 
shortest way there, the least 
fatiguing and most encouraging. 


The eight basic strokes are 
' classified as follows: Strokes 


No. 1 and No. 2 are known as 
right and left angle strokes, are 
used in making letters A K M N 
VWX YandZ. (The pen sketch 
of the brush with arrow shows in 
what direction this stroke should 
be made, the handle of brush 
should be kept at an angle of 45 
deg. always.) Stroke No. 3 is a 
simple upright stroke, the first 
used in forming the letters B D 





tom oi the letter L, and in the 
letters E and F. Basic stroke No. 
8 is used only in constructing the 
letter S. 

Show cards to look their best 
should be framed, wooden frames 
with glass are expensive and 
easily broken. The writer illus- 
trates herewith a substitute for 
wooden frames which is inexpen- 
sive and far more artistic. Nearly 
every lumber yard stocks a com- 
position board which goes by the 
trade name of “‘American Ready ;” 
these boards come in sizes 4 x 8 
feet and are cut to order and sold 
by the foot. This compo board is 
easily cut with a sharp knife if 
held on a slant, and wherever 
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there are any rough edges they 


This compo board requires no with one coat of paint. 


HARDWARE AGE 45 


Radiator 


may be smoothed down with a sizing, either oil or water colors gold or aluminum paint will be 


piece of fine sandpaper. may be applied easily 


Is your Garage 


Heated ? 


n Electric Heater 
nly costs a few ¢¢¢a day 


Winter time 
Is te tine 


2 % Se ae > pi : = Aas ¥ 
ren Oy a 
Se 


ou tune i in 





covering found very effective. 

These frames may be cut in 
numerous plain or fancy designs 
and the show ecards secured to the 
back with small size thumb tacks 
which will not come through to 
the face. Or they may be held in 
place with a few dabs of strong 
glue. 

sepinners who experience diffi- 
culty in keeping their upright 
strokes plumb or from leaning a 
trifle to the right or left, should 
practise by ruling off a dozen or 
more upright lines about the 
width of a brush stroke apart, 
then proceed to fill-in every other 
line bringing the brush down in 
long straight sweeps. 

The eye and hand will uncon- 
sciously become accustomed to 
this operation and much benefit 
will be derived therefrom. 

Next to the formation of letter- 
ing comes the designing or laying 
out of the show card, “well begun 
means one-half done.” The first 
operation is to measure off a gen- 
erous margin around edge of 
card. The wider the margin the 
better the appearance of the 
show card. Next draw a faint 
line through the exact center of 
ecard, this will act as a guide in 
spacing words and letters. 

If the layout is done with a soft 
piece of charcoal the lines may 
be entirely eradicated with the 
aid of a piece of chamois. If a 
lead pencil be used the lines may 
be erased with the aid of a piece 
of Art Gum without defacing the 
show card. 








Worth Thinking About 


This is a great time for standardization of 
everything. The salesman on the road has his 
approach and his selling talk and his closing 
process all standardized. Standardization is a 
good thing in its place, but when it comes to 
standardizing the methods of treating hundreds 
of different individuals with the desire to get the 
same effect in all cases, then standardizing needs 
to be viewed with alarm. You cannot sell every 
hardware store customer by following identical 
treatment with all any more than you can reach 
all the states in the Union by taking the same 
train. Instead of trying to use the same method 
on all, trv to find out what different method will 
be most effective. 

* K K 


If your salesmanship is not grounded on the 
right principles, it will not stand up under pres- 


sure. A coach was trying to instruct a football 
team how to play the game right. There was 
a big, 200-pound guard who seemed unable to 
take advantage of the instruction. The scrub 
team was getting through him time after time. 
Then the coach came to this player and gave him 
some special attention, observing just how he 
handled himself. After a few scrimmages he 
said to the player, “You | don’t place your feet 
right. Let me show you.” And he got that big 
guard to plant his feet right and it is said that 
no opposing player got through the line there 
for four years. | 

The hardware salesman who is going to hold 
the line and make sales to customers instead of 
letting them get away needs to be grounded on 
the right basic principles. If he cannot figure 
them out for himself, someone should take pains 


to do it for him. 
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National Chamber Defends Its Price 


Protection Policy 


Leading Department Store Owners Assail Statements of Dry Goods Asso- 
ciation Executive—Referendum Soon to Be Taken 


x 


By W. L. Crounse 


WASHINGTON, Dec. 21, 1925. 


attack upon the National Chamber of Commerce by Lew 
Hahn, Managing Director of the National Retail Dry Goods 
Association, because of alleged unfairness in the conduct of 


the pending referendum on price protection has been sharply re- 
sented here by officers of the Chamber, while Mr. Hahn’s authority 
to speak for the dry goods association in opposition to price protec- 
tion legislation has been questioned by leading members of that or- 


ganization. 


The feeling that Mr. Hahn has overstepped the bounds 


of his authority in speaking for the association is very strong and 
the situation has been rendered additionally tense by the publication 
within the past few days in a leading metropolitan newspaper of an 
elaborate statement of the dry goods association’s position with re- 
spect to price protection prepared by Mr. Hahn as a summary of 
the arguments against pending legislation. 


Chamber’s Methods Criticized 


The statements to which the mem- 
bers of the National Chamber take ex- 
ception were made by Mr. Hahn in a 
circular letter addressed to the mem- 
bers of the dry goods association a few 
days ago, in which, referring to the 
Chamber’s referendum on the question 
of price maintenance, he said that he 
was “disturbed by bits of evidence in- 
dicating that this referendum is going 
to be taken in a somewhat haphazard 
manner which will do great injustice to 
our trade.” Referring to the refer- 
endum on this subject taken in 1916, 
Mr. Hahn said that “the actual ques- 
tions on which members voted were 
perhaps a little ambiguous,” adding 
that “this is a criticism that has ap- 
plied to many of the referenda of the 
United States Chamber, and have 
been told by folks connected with the 
Chamber’s headquarters that questions 
are framed with the idea of securing 
approval for the stand taken by the 
majority members of the committee 
framing any particular referendum.” 
Mr. Hahn then proceed to criticize 
the new referendum and the fairness 
of the Chamber in putting it out as 
follows: 

“Now in the matter of the new ref- 
erendum on price maintenance, it seems 
as though no special committee is to 
be appointed to handle this matter. I 
think there is reason to believe that the 
secretaries of the Chamber are prepar- 
ing this document by rehashing the 
statements contained in the old refer- 
endum. Inasmuch as the situation has 
changed greatly since 1916 there ap- 
pears to me no reason why the same 
arguments should be submitted as were 
submitted in 1916 or that the refer- 
endum document need take the same 
form. Since the days of 1916 several 
tremendous upheavals have taken place 





in our economic scheme, the member- 
ship of the Chamber has been tremen- 
dously enlarged, and I believe that we 
have the right to ask that the Cham- 
ber undertake this new referendum in 
an entirely unprejudiced spirit. 


Committee Should Not Be “Packed” 


“There should be a special commit- 
tee appointed and that committee 
should not be a packed committee. If 
this should be-done, I see no reason for 
assuming that the majority members 
of such a committee would again favor 
price maintenance legislation. It might 
very well be that because of changes 
which have come since those old days 
the majority members might be op- 
posed to price maintenance legislation. 
At any rate, it is a palpable injustice 
merely to take the old referendum docu- 
ment, rehash it, and send it out in that 
form.” 

In conclusion, Mr. Hahn suggests to 
the membership of his association that 
they “write to President John F. 
O’Leary of the United States Chamber 
of Commerce, Washington, D. C., im- 
mediately, requesting that the new ref- 
erendum should be taken fairly and in 
an unprejudiced manner, that an im- 
portant special committee should be 
appointed with representation for all 
sides and that the matter be handled 
with a dignity and fairness proportion- 
ate to the importance of the question 
and the fairness and dignity of the 
United States Chamber itself.” 


Protest Against Hahn’s Course 


Immediately upon receipt of Mr. 
Hahn’s circular several members of the 
dry goods association addressed let- 
ters to Mr. Hahn indignantly protesting 
against his action. John Shepard, Jr., 
of the Shepard Stores of Boston and 
Providence, declared that Hahn’s let- 





ter showed clearly the control of the 
National Retail Dry Goods Association 
by certain well known price-cutting de- 
partment stores. 

Bloomingdale Brothers of the big 
New York department store, in writing 
to Mr. Hahn, declared that his position 
was entirely untenable. Continuing, 
the Bloomingdale letter said: 

“Your association, as far as we have 
been able to find, has not as yet passed 
any resolution either in favor or against 
price maintenance so that it cannot go 
on record either in favor of or against 
price maintenance. 

“We are one of the members who 
have constantly voted in favor of price 
maintenance and your letter coming to 
us in this shape appears to us as en- 
tirely unwarranted and prejudicial to 
the price maintenance question. It is 
not at all fair to the members of the 
association who are in favor of price 
maintenance that such a letter as the 
one of Nov. 20, 1925, which is distinctly 
biased, should be circulated among all 
the members. 


No Clique Should Control 


“You criticize the Chamber of Com- 
merce for the manner in which the ref- 
erendum of 1916 was worded and claim 
further that the new referendum will 
be taken ‘in a somewhat haphazard 
manner to the great injustice of the 
trade. Nevertheless, your letter of 
Nov. 20, 1925, does exactly what you 
are complaining about. 

“I do not know what attitude the 
other members of the association are 
taking with regard to this matter, but 
as far as we are concerned we feel 
that you should not reflect the attitude 
of any clique of the association, but 
should only reflect the view of the asso- 
ciation on such matters as have been 
passed on by the association according 
to its by-laws. 

“Under these circumstances, we also 
feel that we are justified in sending a 
copy of this letter to Mr. O’Leary, so 
that he may know our position in the 
matter.” 


President O’Leary Resents Charge 


Leading members of the board of di- 
rectors of the National Chamber are 
outspoken in their condemnation of the 
charge that the Chamber has been un- 
fair in its conduct of the new referen- 
dum on price protection. President 
O’Leary naturally resents Hahn’s at- 
tempt to bring pressure to bear upon 
him through members of the dry goods 
association and there is no indication 
that he intends to change the plan of 
sending out the new referendum. 

Attention is called by members of the 
board of directors of the Chamber to 
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the fact that the Chamber is over- 
whelmingly committed to the principle 
of price protection by Referendum 13, 
which was adopted by a vote of more 
than 3% to 1 on account of several 
thousand ballots. The new referendum 
is being sent out merely as a precau- 
tionary measure to determine whether 
there has been any change in opinion 
on the subject during recent years. 

In view of the fact that the recent 
additions to the Chamber’s membership 
have been composed very largely of 
comparatively small merchants, who 
are usually found lined up for price 
protection, it is the opinion of the most 
experienced directors of the Chamber 
that the new referendum will favor the 
principle underlying the Kelly bill by 
an even greater majority than that by 
which price protection was indorsed in 
connection with Referendum No. 13. 
Nevertheless, the referendum goes out 
to the membership of the Chamber 
without arguments intended to influence 
opinion and if a majority of the busi- 
ness men of the country are against 
price protection they will have an 
opportunity to register their views 
without interference or suggestion of 
any kind. 


Leaders of Movement Are Elated 


The leaders in the movement to se- 
cure legislation legalizing resale price 
contracts are naturally greatly elated 
over this latest turn in affairs. They 
declare that the tactics employed in 
the interest of a few big price-cutting 
department stores reflect the despera- 
tion of the opponents of the Kelly bill 
and will do much to solidify the ranks 
of the army of manufacturers and mer- 
chants now looking to Washington for 
— from the predatory price-cutting 
evil. 

“An annual burden of more than 
$150,000,000 has been imposed upon 
the American people by the Supreme 
Court’s interpretation of the laws gov- 
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erning distribution of trade-marked 
merchandise,” said W. H. Crichton 
Clarke, general counsel for the Amer- 
ican Fair Trade League, in a state- 
ment issued here, “and this great bur- 
den will be removed by the enactment 
of the Capper-Kelly bill introduced at 
the opening of Congress. 

“In 1911,” continued Mr. Clarke, “the 
United States Supreme Court refused 
to enforce a contract for the stabiliza- 
tion of retail prices on_ so-called 
branded or trade-marked goods. Since 
that time there has been a vast and 
ominous growth in consignment and 
agency systems, chain stores, service 
station groups and other devices for 
the regulation and stabilization of the 
prices of the goods and services which 
they distribute. It is well recognized 
by economists that it is more expen- 
sive to distribute commodities by con- 
signing them to the trade or by estab- 
lishing agencies or branch stores clus- 
tered under one ownership, than it is 
to distribute such products by means 
of inexpensive contracts for regulat- 
ing the otherwise destructive or preda- 
tory competition between the distribu- 
tors of such products. Thus when the 
Supreme Court refused to enforce the 
inexpensive contracts, business was 
forced on to an expensive agency, con- 
signment or ownership basis, and the 
public has to pay the difference. 


Cannot Use Inexpensive Methods 


“A trade condition in which retail 
prices for branded products cannot be 
stabilized by means of inexpensive con- 
tracts between producers and distribu- 
tors, but can be stabilized by burden- 
some and expensive agency and con- 
signment systems, or even by refusing 
to sell goods to unfair price cutters, 
has naturally produced the utmost con- 
fusion in the minds of business men 
and the public. Small producers can 
lawfully invest money in advertising to 
create a demand for their goods, but 
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price cutters can then destroy their 
entire investment by means of preda- 
tory price wars, unless the producers 
have sufficiently large capital to pro- 
tect themselves by employing the 
cumbersome agency, consignment or 
refusal of further sales systems. Thus, 
trade-marked good will has become an 
innocent victim of price cutters and the 
producers of branded goods, instead of 
being expected to compete with other 
producers of similar goods, have been 
drawn into self-destructive competition 
with themselves. 

“The Capper-Kelly bill, if enacted, 
will clarify and remove the existing 
conditions in the law. It will promote 
equality thereunder by protecting both 
producers and dealers against unfair 
competition by a few unscrupulous 
merchants. ‘I cannot believe,’ said Mr. 
Justice Holmes of the United States 
Supreme Court, in a dissenting opinion 
in the Doctor Miles case, ‘that in the 
long run the public will profit by this 
course, permitting knaves to cut rea- 
sonable prices for mere ulterior pur- 
poses of their own, and thus to impair, 
if not destroy, the production and the 
sale of articles which it is assumed to 
be desirable the people should be able 
to get.’ 


Competition Should Be on Quality Basis 


“The Capper-Kelly bill will encour- 
age competition in production and in 
the quality of the goods instead'of forc- 
ing a producer into suicidal competi- 
tion with his own goods. It will 
prevent injury to good will and thus 
remove from business the burden of 
building up enterprises and then hav- 
ing them smashed to pieces by price 
cutters. 

“Finally, it will protect the trade- 
mark owners, distributors and the pub- 
lic against the injurious and uneconomic 
practices which have grown up through 
the refusal of the courts to enforce 
trade contracts.” 








Efficient Method of Carrying 


and Cutting Rope Stock 


T the Spiro company’s store in San Francisco 
there has been arranged six hose reels for 
carrying different sizes of rope. These reels 

are supported along the wall by means of wooden 
They are held in place by means of a 


uprights. 


long rod passing through the reels. 
reels the rope is wound from the original bale. 
The rope is sold by the foot, being measured on a 
When the customer decides on how 
many yards of rope he desires, the salesman 
quickly and easily cuts it off by means of the cut- 


table nearby. 


ter attached to the upright. 


The arrangement of the rope on these reels and 
the method of measuring the rope on the surface 


Onto these 


of the table and the device for quick cutting of 
the rope combine to give the quickest service that 


could possibly be expected. 
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Stanley Works Opens New 
Hydro Plant 


I 


N connection with the opening of the new hydro-electric power 
plant of the Stanley Works, manufacturer of tools, at Rainbow, 
Conn., Dec. 8, the Hartford Times has the following to say: 

“The dream of the generation was realized yesterday afternoon 
with the formal opening of the new Stanley Works hydro-electric 
power plant at Rainbow, according to E. Allan Moore, chairman of 
the board of Directors of the concern, who spoke briefly to an as- | 
sembled group of 125 manufacturers, officials of the city of New | 


| E. C. Butts Takes 
| New Position 


E. C. Butts who has been connected 
with the Ralph A. Butts Hardware 
| Store at South Paris, Me., has accepted 
'a position as traveling salesman for 
Talbot, Brooks & Ayer, in the terri- 
_tory of Arthur Kellar, who was re- 
'cently made sales manager. 





Walden-Worcester Issues 
| Small Tool Catalog 


Walden-Worcester, Inc., Worcester, 


Britain and representatives of power companies who came to in- | Mass., has issued a 1926 catalog known 


spect the project. 





E. Allan Moore 


“Mr. Moore prefaced his remarks 
with an outline of the views of the late 
William H. Hart, former head of the 


Devoe & Raynolds Co. 
Makes Changes 


At a meeting of the board of direc- 
tors of the Devoe & Raynolds Co., Inc., 
New York, Dec. 9, E. B. Prindle, vice- 
president and director of purchases 
was elected secretary of the company, 
succeeding A. F. Adams, who has re- 
signed. Although he has been with | 
the company only six years, he has | 
made an enviable record. Starting be- | 





hind the counter in the Fulton Street, 
New York store of the company, he 
has climbed the organization 


ladder | 


Stanley Works plants, who predicted 
many years ago that the concern would 
own its own power company to supply 
its factories with current from its pri- 
vate hydro-electric plant. That this 


SRE = 


_vision had become a reality was ob- 


vious, Mr. Moore said in welcoming the 
visitors to inspect the huge layout of 
power house, dam, tail race, turbine 
motors and generators. 

“The plans of the I. W. Jones Engi- 
neering Corporation of Milton, N. H., 


_as originally outlined, were carried out 


and the construction work and engi- 


neering was performed by the Power 


Construction & Engineering Corpora- 


tion of Worcester, Mass., a subsidiary 
of the New England Power Company. 


This was made possible, Mr. Moore 
said, by the cooperation of H. L. 


Harriman of the Chase-Harriman com- 
| panies, which loaned the services of the 





7 
| with a sure step. 
| past positions with Devoe are assistant 


power corporation officials to the Stan- 
ley Works to handle the task. George 
S. Hewins, president of the company, 
was in charge of the work, and John V. 
Downing, his assistant and resident 
superintendent. 

“He also pointed out that some of 
the electrical and mechanical units in 
the project are among the largest of 
their kind in use in the United States.” 


Among his various 


city sales manager, New York; export 
manager; assistant sales manager, 
Eastern District and assistant general 
manager. 

R. C. Thomas, Eastern District 
sales manager, was elected a member 
of the board of directors at the same 
meeting. He is now completing his 
22nd year with the company and has 
had many years of experience in the 
sales organization. In 1918 he was 
made manager of the industrial depart- 
ment and in 1922 became Eastern Dis- 
trict sales manager. 























It features socket 
wrenches for autos, trucks, motor 
_boats, buses, and stationary engines. 
| Several new sets are presented in the 
'new catalog. 


‘as Catalog F. 


H. A. Baxter, Sales Mer., 
Henry Disston & Sons, Inc. 


Henry Disston & Sons, Inc. of Phila- 
delphia, manufacturers of saws, tools 
and steel, announce the appointment 
of H. A. Baxter as manager of the 
steel sales department, succeeding 
Charles T. Evans, who has retired on 
account of poor health after many 
years as manager of the department. 
Mr. Baxter has been general manager 
of sales for the Tacony Steel Co. and 
the Penn Seaboard Steel Corp. of 
Philadelphia, for the last three years. 
Prior to that he was associated with 
the H. H. Franklin Automobile Co., the 
Midvale Steel Co., and the Tacony 
Ordnance Corp. He is a graduate of 
the University of Michigan and is a 
member of a number of engineering 
and scientific societies, including the 
Iron and Steel Institute of London. 





Osborn Mfg. Co., Adds 


Distributors 
The Osborn Mfg. Co., Cleveland, 
Ohio, manufacturer of household 


| brushes, announces the appointment of 


the following distributors for its “Blue 
Handle” line of household and per- 
sonal use brushes: The Honeyman 
Hardware Co., Portland, Ore.; Belknap 
Hardware & Mfg. Co., Louisville, Ky., 
and the Luthe Hardware Co., Des 
Moines, Iowa. 


Frantz Mfg. Co., Forms 
N. Y. Organization 


The Frantz Mfg. Co. of New York, 
has been organized and incorporated 
with a capital of 100 shares, no par 
value, by P. Henshaw, 2 Rector 
Street, New York, and associates to 
act as distributor for the products 
manufactured by the Frantz Manufac- 


| turing Co., Sterling, Il. 
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OF THE TRADE 








Van Camp Hardware Issues’ Santa Claus Attends Meeting of Man- 
hattan and Bronx Dealers 


Novel Dealer Help 


| 
Designed to help the hardware mer- | 


chant meet the competition of the | 


chain store on the sale of hardware 
and accesories, catalog No. 310 recently 
issued by Van Camp Hardware & Iron 
Co., Indianapolis, Ind., is now being 
distributed. It contains not only de- 
scriptions and illustrations on a wide 
assortment of items, but also offers the 
progressive merchant some helpful and 
useful selling suggestions, data on sales 
counters and stimulating thoughts. 





Garvin Products Now Made 
by John B. Stevens, Inc. 


Screw machines, duplex millers, du- 
plex slotters, eutter and reamer grind- 
ers, surface grinders and oil pumps, 
previously manufactured by the Garvin 
Machine Co., New York, are being built 
and marketed by John B. Stevens, Inc., 
27 Clevelnad Place, New York. The 
same company manufactures the Ste- 
vens screw head slotters, hand or speed 
lathes, milling machine vises, multiple 
spindle centers and duple horizontal 
drilling, boring, tapping and _ thread- 
ing machines. It will act as distributor 
for the Garvin cam cutters, profilers, 
hand millers and air devices of the 
Frew Machine Co., Philadelphia, and 
will be agent for the Skinner-Garvin 
air chucks of the Skinner Chuck Co., 
New Britain, Conn. J. B. Stevens, 
president and treasurer of John B. 
Stevens, Inc., J. Goldsmith, vice-presi- 
dent, and R. Frankel, secretary, were 
connected for many years with the 
Garvin Machine Co. 





Minick & Taylor Dispose 


of Abiline, Kansas Store | 


Minick & Taylor have sold their re- 
tail hardware store at Abiline, Kan., to 
Strowig Brothers, Olin Strowig, senior 
member of the new firm, has been in 
the employ of Minick & Taylor as 
salesman and bookkeeper for several 
years. 


S. S. Eldridge Dies 


Stillwell S. Eldridge, former presi- 
dent of the Philadelphia Hardware As- 
sociation, died Saturday, Dec. 12, at 
his home in West Haddonfield, N. J., 
aged 66. He was born at Cape May 
Court House, N. J., and had long been 
in business in Philadelphia. He 
president of the Dunn & Eldridge Co., 
wholesalers, 6th Street above Market. 
He was a member of the Hardware 


Merchants 


























Was | 


& Manufacturers Associ- | 


ation, a past master of Potter Masonic | 


Lodge and treasurer of the lodge at the 
time of his death. He was also a mem- 
ber of Palestine Chapter of St. Albans 
Commandery and of the Consistery. 


He was a thirty-second degree Mason. | 


He is survived by a widow and son. 


i} 


HE distribution of Christmas presents to the children of 
members, was a feature of the regular meeting of the Hard- 
ware and Supply Dealers Association of Manhattan and Bronx 


Boroughs, Inc., held on the evening of Dec. 11 at the store of C. A. 
Bruhns, 152 Amsterdam Avenue, New York City. 


The meeting was attended by twenty- 
five members, and following the regu- 
lar business, the children assembled 
around a Christmas tree and received 
gifts from Santa Claus, who was Jo- 


seph Ringler, of Ben Gillespie & Co., 
728 Third Avenue, New York City. 


The business session was presided over 
| by Ed. Ferguson, of the Tremont Hard- 
| ware Co. 





Noxon Store Is Sold to Wm. 
E. Stroud 


Joseph J. Noxon, Middletown, Conn., 
has sold his retail hardware business 


to William E. Stroud, who probably | 


will liquidate the stock. Thus passes 
the oldest retail hardware store in 
that town, it having been established 


by Mr. Noxon in 1871, with William | 


S. Whitney who, twenty years later, 
sold out his interest in the business. 





Fred E. Romberg Dead 


Fred E. Romberg, prominent hard- 
ware dealer of Scribner, Neb., died at 
his home in that city recently, at the 
age of 45 years. He had been ill about 
a month, having contracted influenza. 
For a time he showed some improve- 
ment but had several setbacks which 
resulted in his death. 

Mr. Romberg was born near West 
Point, Neb., in 1880. He was reared on 
a farm near that city, educated in the 


_ public schools and took a course at the 


| Fremont 
Neb. 

| gaged 
| Seribner and was recognized as a sub- 
'stantial, conservative business man in 


company’s 


Normal College, Fremont, 
About twelve years ago he en- 
in the hardware business at 


the community. 


ee ei 


Shakespeare Co., Issues 
New Catalog 


The Shakespeare Co., Kalamazoo, 
Mich., has announced publication of its 
1926 catalog and handbook, known as 
the “Book of Better Fishing,” The 
complete line of fishing 
tackle and supplies is listed as well as 
other information of interest to fisher- 
men, 


Death of Hugh Charlton 


Hugh Charlton, sales representative 
of Landers, Frary & Clark, New 
Britain, Conn., died recently at his 
home in Auburndale, Mass., following 
several months illness. 
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Ten Points for Salesmen 


Offered by Allyn Fuller 


PEAKING before the Nutmeggers recently Allyn Fuller, hard- 
~ ware merchant of Canaan, Conn., and president of the Connecti- 
cut Hardware Association offered ten worth while points to 
salesmen, who call on retail hardware stores. 
or pointers met with such a hearty response from the Nutmeggers 
salesmen will be equally as inter- 


that we are sure other hardware 
ested. They follow: 


1. I like to have a salesman drop me 
a card a couple of days in advance. 
This is a courtesy that is appreciated, 
but never expressed. Frequently it 
means increased business for the sales- 
man and a saving of his time. 

2. I like him to come alone if possi- 
ble. Bodyguards are not necessary in 
our town. When two salesmen walk in 
on me I feel as if a loaded double bar- 
reled shotgun was being leveled at me, 
and I instinctively back up against the 
wall. I realize that occasionally spe- 
cialty men are necessary. 

3. Everlasting patience. The mer- 
chant’s mind may be on some special 
problem, and then again he may put 
you off on purpose, like going to the 
dentist’s. This is due to a feeling that 
“the salesmen will get you if you don’t 
watch out.” 

4. Wear a smile. I don’t care very 
much what else. It’s good for the whole 
store. Possibly yours is the first smile 
the store has seen that day. Such 
things do happen, occasionally. A 
smile is frequently worth more than 
offering an extra discount. I have over 
my desk this Chinese proverb: “He who 
cannot smile ought not to keep a shop.” 
In this same connection might I say a 
word about the handshake. Put a lot 
of pep in it. We have one salesman 
calling on us that gives me a shudder 
every time he shakes hands. It sug- 
gests taking hold of a piece of liver 
from the butcher shop. And he always 
shakes hands twice, coming and going. 

5. Get right down to business. The 
business day is short and the merchant 
has many distractions. Lose no time in 
getting started. 

6. Know your line. Delay in quoting 
prices or answering questions as to de- 
scription gives the merchant a chance 
to cool off. The merchant gives pref- 
erence to the salesman who knows his 
goods. 


Mr. Fuller’s ten points 











Allyn Fuller 


7. No free goods or extravagant 
promises of profit. These are high 
pressure methods with an unhealthy re- 
action. I nearly bought a line of mer- 
chandise which I was not adapted to 
sell, but the salesman’s wonderful 
promises of profits put me on my 
guard. 

8. Quote your best first—don’t en- 
courage jockeying. If you allow the 
freight, allow it without being crowded 
to it. If you have a special concession, 
grant it. 

9. Know when to stop. If you are 
successful in securing an order, well 
and good, but, in any event, let up 
when your last gun is fired. And if 
you land an order be sure to leave a 
copy. Many do this, but it should be 
universal. This leaves no chance for 
a misunderstanding and it also en- 





’ Hoffman Bros. Purchase 
Sharon, Pa., Store 


Ralph and Rolly Hoffman have pur- 
chased the hardware store of P. Hoff- 
man’s Sons, 34 South Dock Street, 





Sharon, Pa., and will take immediate 
possession. The new owners are 
nephews of A. G. Hoffman, who re- 
linquishes control of the business, 
which was established in 1884 by the 
late P. Hoffman. The firm will con- 





tinue under the present name. 


G. D. Kirkham Retires from 
American Steel & Wire 


George D. Kirkham, sales agent of 
the American Steel and Wire Co., is 
to retire Dec. 31, 1925. He first came 
to the company as sales agent of the 
old Washburn & Moen Mfg. Co., 
Worcester, Mass., in 1886. This com- 
pany was taken over by the American 
Steel & Wire Co., 27 years ago. 

Expert in the intricacies of the fine 
wire products of the old company, he 
continued in those lines until 1902, 
when he was established as_ sales 
agent at Memphis, Tenn., handling 
both merchant trade and manufactur- 
ing lines and as such contacted a very 
wide range of purchasers throughout 
the South. 

When he came to Memphis he iden- 
tified himself with the principal local 
institutions such as the old Business 
Men’s Club, the Memphis Driving Club, 
Memphis Country Club and the old 
Chickasaw Guards Club. 

He also has a very wide circle of 
friends in the North. He is one of the 
oldest members of the Chicago Athletic 
Association. He plans to spend most 
of his time in the South during the 
winter and will go to Biloxi, after that 
time returning to join relatives at Chi- 
cago, who are planning to motor 
through the western and Pacific Coast 
States next summer and fall. 





Pacific Coast Companies 
Consolidate 


E. Johnson, president and general 
manager of the Johnson Mfg. Co., Fox 
Avenue and Holly Street., Seattle, 
Wash., announces the consolidation of 
the Seattle Machine Works with that 
company. The trade name of the 
Johnson company will be continued. 


Albert Vanderhoof Dead 


Virtually all of the stores in Con- 
cord, Mass., were closed during the 
funeral services of Albert Vanderhoof 
on Monday afternoon, Dec. 14. Mr. 
Vanderhoof was born in Boston, Feb. 
26, 1853, and after attending public 
and private schools entered the employ 
of William Waters & Co., ship plumb- 
ers and ship metal workers, later be- 
coming a partner, remaining as such 
until 1904 when he went to Concord 
and established a hardware business on 
Maine St. 








Phil C. Weeks Dead 


Announcement was made last week 
of the death on Saturday, Dec. 12 of 
Phil C. Weeks, who for thirty years 
conducted a retail hardware store in 
Everett Sq., Malden, Mass. He was 
born in Exeter, N. H., the son of 
Augusta and Martha Weeks. He is 
survived by his wife and two daugh- 
ters. 
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OF THE TRADE 





New Hardware Store 
for Dumont, N. J. 


The Dumont Hardware Co., Dumont, 
N. J., has been organized and incor- 
porated with a capital of $25,000 by 
R. L. and A. R. Johnson of Bogota, 
N. J. The plans of the new concern 
are to establish a retail hardware busi- 
ness at Dumont. 





Chicago Fuse Appoints 
Eastern Sales Manager 


The Chicago Fuse Mfg. Co., has an- 
nounced the appointment, effective Dec. 
1, of F. L. Williamson as Eastern 
sales manager, with headquarters at 
71 Murray Street, New York City. He 
will have supervision of sales in the 
New York and Philadelphia territories, 
covering the New England States, 
Eastern New York, New Jersey, east- 
ern Pennsylvania, Delaware, Maryland, 
District of Columbia and Virginia. 

He has been identified with the elec- 
trical industry in the East for many 
years. Previous to joining the sales 
organization of the Chicago Fuse Mfg. 
Co., he was.sales manager of the Taplet 
Mfg. Co., Philadelphia, for a year anda 
half, and prior to that time was man- 
ager of the New York office of the 
Economy Fuse & Mfg. Co. for eight 
years. 





Bernz Co. Opens Chicago 
Office 


The Otto Bernz Co., 17-37 Ashland 
Place, Newark, N. J., has established 
an office at 174 N. Market Street, Chi- 
cago, in charge of Clarence E. Bullock. 
Prompt attention to Central and West- 
ern orders for torches and furnaces 
will be given from this office. 


H. S. Skinner with Darlo Co. 


H. S. Skinner has recently become 
sales manager of the New York office 
of the Darlo Co., manufacturer of 
dishwashers, 120 High Street, Boston, 
Mass. The Chicago office of the Darlo 
Company is in charge of Victor 
Lindberg, who is an experienced sales- 
man and advertising man. In the 
short time of his “Darlo” connection, 
he has introduced this product in the 
leading department stores and gas 
companies in his territory. 








St. Paul Dealers Form 
Association 


Hardware retailers of St. Paul, 
Minn., held a meeting the forepart 
of December at which they formed a 
permanent association. The purpose 
of the new organization is the con- 
structive up-building of the hardware 
business in the city through the closer 
cooperation of the members. 

Officers elected to serve through the 
ensuing year were: President, C. W. 





Hoffman, Hiller Hoffman Hardware 
Co.; vice-president, E. J. Ritt, Midway 
Hardware Co.; treasurer, A. B. Smolik, 
Grand Ave. Hardware Co. A. W. Cul- 
len was elected secretary and the board 
of directors chosen consists of M. J. 
Ohman, John L. Schweitz, A. G. Bauer 
and Herman Matfeld. 


Walter H. Wright, Dead 


Hon. Walter H. Wright, president 
of The Connecticut Valley Mfg. Co., 
Centerbrook, Conn., manufacturer of 
wood boring tools, died Dec. 13 from 
a shock. He was 60 years old, and the 








Walter H. Wright 


|} son of the late Hon. Alfred M. Wright, 


whom he succeeded as president of 
The Connecticut Valley Mfg. Co. in 
1906. He was associated with the 
sma in various capacities since 


He has taken an active part in 
Church, Town and State affairs, and 
served the State as Representative 
and Senator. He is survived by a wife 
and daughter, also one _ brother, 
Northam Wright, and two sons, Alfred 
R. Wright and Martin W. Wright, who 
have for a number of years been as- 
sociated with him in the manufactur- 
ing business. 





John L. Huston Leaves 
Miller Lock Company 


John L. Huston, for the past six 
years representing the Miller Lock Co., 
Philadelpia, in New England and New 
York has resigned, effective Dec. 21. 
He has announced no future plans. He 
was formerly in charge of the Boston 
office of the Eagle Lock Co., for seven 
years. 





Bonney Forge & Tool 
Enlarges Factory 


Bonney Forge and Tool Works, Allen- 
town, Pa., manufacturers of Chrome 
Vanadium Drop-Forged Wrenches, has 
broken ground for an addition to their 
plant. The new building will be 110 x 
200 ft. in size. 





Duluth Showcase Co. 
Opens Atlanta Branch 


Announcement has just been made 
by the Duluth Show Case Co., Duluth, 
Minn., of the opening of a branch sales 
office in Atlanta, Ga. The office will 
be in charge of E. K. Borom, who has 
had several years’ experience in store 
arrangement and fixture installation. 
Mr. Borom’s territory will consist of 
Florida, Alabama and Georgia. 





Change in Personnel; 
Smith & Hemenway Co., Inc. 


The interests of J. F. Hemenway in 
the Smith & Hemenway Co., Inc., 
Irvington, N. J., manufacturer of 
“Red Devil” tools have recently been 
acquired by Landon P. Smith, presi- 
dent of the.company, following the re- 
tirement of Mr. Hemenway. 

The building of the company is be- 
ing re-designed to provide for neces- 
sary additional facilities for its ex- 
panding production. The organization 
is also being augmented by technically 
trained men, who will further improve 
the quality and design of the company’s 
products. 





Hardware Agencies Desired 
by Quebec Distributor 


J. R. D’Auteuil, Box 227, Chicoutimi, 
Que., Canada, is desirous of represent- 
ing hardware and automobile manufac- 
turers in the Territory Du-Lac-St.-Jean, 
Quebec. 





Canadian Hardware 


Jobbers Combine 


One of the largest mergers ever made 
in Canadian hardware jobbing circles 
has just been announced in the amal- 
gamation of the Marshall-Wells Com- 
pany of Winnipeg and the Wood Val- 
lance Co., also of that city. 

Seth Marshall, of Duluth, Minn., will 
act as president of the new company 
and T. L. Waldron as vice-president 
and managing director, while the 
board of directors will be chosen from 
the officials of the two combining com- 
panies. 

The total assets of the new organiza- 
tion is in excess of $6,000,000 and the 
branch distributing warehouses of the 
former companies will operate as for- 
merly in Regina, Moose Jaw, Calgary, 
Edmonton and Vancouver. Both of 
the component companies are well 
known in western Canada, the Wood 
Vallance Company having been estab- 
lished 45 years ago and the Marshall- 
Wells Co., 30 years ago. The latter 
company, in addition to its hardware 
jobbing business operates and controls 
the Dominion Stove & Foundry Co., of 
Pentanquishene, Ont., manufacturing 
stoves and ranges and the International 
Laboratories, Limited, of St. Boniface, 
manufacturers of paints and varnishes. 
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The Price of Success 


By B. J. Williams 


Director of Sales, The Paraffine Companies, Inc., San Francisco 


HE market price of success is high, and he 

fools himself who thinks he may achieve it 

without paying the price. Nothing worth 
while is cheap, but lots of people try to find short 
cuts to success only to wake up and discover them- 
selves enmeshed in a tangle of failure and dis- 
appointment. 

Some men seem to get along —that is, they 
acquire good jobs, comfortable homes, and lay up 
money for a rainy day with apparently little 
effort; but if you trace back the history of these 
men you will be surprised at the struggles they 
have had—the hardships they have endured, and 
the high price paid for the positions they occupy 
and the places they have achieved. And this is 
true no matter what line of work a man may fol- 
low or what his place in society. 

I like to look back and study the hundreds of 
men who have been associated with me in my 
work and my business. Some of them occupy big 
positions and have accumulated much money. 
Others of them have acquired businesses of their 
own, live comfortably and command the respect 
of their associates and neighbors. Still others 
enjoy desirable positions with good salaries and 
permanent employment, and they have beautiful 
homes and lovely families. But you will find, if 
you investigate closely, that without a single ex- 
ception they have PAID THE PRICE. In other 
words, they have put their hearts into their work, 
and no matter what their jobs have been they 
have had their minds on their jobs and have taken 
a genuine pride in the thing they were doing. 
They could be depended on no matter what the 
conditions or the circumstances. Again, these 
men have had character, a sense of right and 
wrong, and always they would endeavor to do the 
thing that was right. 

The men who get the good jobs, as a rule, are 
the men who enjoy—yes—love their work, and 
who, therefore, do it well—who are industrious 
and dependable and who are ambitious to get 
ahead. The men who get the bigger jobs are those 
who keep their minds on the job they have, and 
their eyes on the job ahead. 

I speak from broad experience and positive 
knowledge when I say that in every business of 
any size the chief problem is that of men. In 
almost any large business it is easy to get capital, 
and with money it is easy to buy machinery, build- 
ings, and other equipment necessary. That is all 
very simple—but it is not easy to get capable and 
efficient men to operate it—to run the machinery 
and fill the various positions of responsibility, 
and the higher the positions and the bigger the 
salary attached the harder it is to get men com- 
petent to fill them. Why is this? Simply because 
so many men are not willing to pav the price— 
are not willing to concentrate their minds on their 





jobs—are not willing to set their work above 
and before everything else—before even their 
families, before pleasure — before automobile 
trips, picture shows, etc. They feel that if they 
want to take a few days off they should do it re- 
gardless of how it may affect the business. 

One of the best things any man can have is a 
reputation for DEPENDABILITY; when such a 
man says he will do a thing, it is DONE. 

Recently a man of my acquaintance was sched- 
uled to deliver an address to a Rotary Club ina 
city two hundred miles from where he lived. 
The meeting was to be held at 12.15 noon. Ten 
o’clock came and no speaker, then eleven and 
eleven-thirty—tthe chairman of the day became 
greatly worried and tried to arrange with another 
man to act as a substitute, but the latter replied: 
“It will not be necessary, the speaker will be here 
—I know him.’ The chairman argued: “It is 
impossible, there is no way by which he can get 
here now.”” The other said: “I don’t know any- 
thing about that, but I know he will be here’— 
at 11.50 he arrived. 

Men who are dependable and honest are valua- 
ble and are highly prized in any organization. 

Another important quality in men associated 
together, is loyalty and the ability to do team 
work. Many a brilliant man—many a splendid 
athelete—many an excellent mechanic—many a 
good salesman has been a failure because he has 
lacked in this quality of loyalty and has not been 
willing to set the interests of the business—of the 
shop—of the team above his own individual and 
personal interests. In other words, he would not 
do team work. 

No organization of any kind can go far or ac- 
complish much unless the individuals composing 
it are imbued with a spirit of loyalty and place 
the success of the organization—team—or insti- 
tution, as the case may be, first and foremost. 
Then to succeed, there must be a willingness to 
learn—a willingness to accept constructive criti- 
cism. No man wants to be nagged, but there is 
a wide difference between nagging and suggesting 
how a piece of work may be done differently and 
better. The man who gets somewhere—who goes 
forward to bigger and better paid jobs—is the 
one who is enthusiastic in his work and who is 
not only willing to accept suggestions but is look- 
ing - opportunities to improve the quality of his 
work. 

We do not all possess the same abilities. We 
cannot all fill the same jobs, but we can each one 
of us achieve success in our respective lines if 
we are willing to pay the price in character, in- 
dustry, loyalty, painstaking effort, and enthusi- 
asm; but there’s no way to beat the game—worth 
while success exacts a high price, but it’s WORTH 


WHILE! 








‘ 





5 aah al tl J 











~ ROSE ERTS 











COTO grim - . 











‘ ee se Pay AU SN aed — s v 


December 24, 1925 


HARDWARE AGE 


53 





General Market News 





Last Minute Rush for Holiday Lines; 
Staples Selling Well 


T HE demand for holiday merchandise continues active, accord- 


ing to reports from the various market centers. 


The last 


minute rush for Christmas goods has not, as might be ex- 
pected, seriously curtailed the demand for staple lines, and sales 
on these are holding up in a surprising manner, particularly in 


New York. 


Collections are characterized as satisfactory and prices are firm 
and in some cases tending toward higher levels. 





Active Sale of Holiday Lines 
in Chicago 


Holiday sales in the Chicago district 
have been exceptionally heavy this year 
and while this business has held most 
of the attention of the trade, the cur- 
rent demand for staples and future or- 
ders on spring merchandise have held 
up remarkably well. 

Prices have been rather contradictory 
this week with sharp advances in lamp 
cord and linseed oil and declines in 
turpentine and white lead. However, 
on the whole, prices are extremely 
strong. ‘ 





Butts, Hinges and Nails 
Lower in Boston 


Price changes are a little more nu- 
merous this week in the Boston mar- 
ket, with declines outnumbering four 
to one. Of the declines noted, those 
on wire nails on direct mill shipments, 
butts, hinges and similar merchandise 
and drop shot are the most important. 
Garden barrows are a little higher in 
a jobbing way. Steel tacks hereafter 
will be sold at list less a discount, con- 
trasted with a net price heretofore. 





Rush for Holiday Goods 
in Pittsburgh Market 


The rush of holiday buying is over 
with some Pittsburgh hardware job- 
bers but not with all of them. There 
are some retailers who did not prepare 
fully for the demand and they are mak- 
ing belated calls upon the jobbers and 
in some items, it has been necessary 
for the latter to secure supplies by ex- 
press in order to meet them. Coaster 
wagons, bird cages and stands and 
sleds are among the things with which 
retailers failed to fully cover them- 
selves. A shortage of kiddie cars and 





skooters also has developed. The re- 
tailers are too busy on holiday business 
to be much interested in staples or to 
give much attention to requirements 
for early Spring delivery. It is ex- 
pected that this condition will rule 
until after the holidays and the com- 
pletion of inventories. No important 
price changes are reported. The report 
about collections still is that they are 
rather slow. 


——_———— OO 


Record Holiday Demand in 
Northwest 


Holiday trade is at its height, with 
prospects of being heavier than for any 
year lately, in the territory tributary 
to the Twin Cities. There seems to be 
some impression that trade is not good, 
but the stores are well filled, and the 
crowds are of the buying, not the look- 
ing, kind. Collections are fully up to 
normal, and are better than last year. 
It is believed that the total year’s busi- 
ness will compare favorably with some 
of the more prosperous ones. 





Strong Xmas Demand for 
Electrical Goods in Cleveland 


Cleveland jobbers did an excellent 
volume of Christmas business and had 
a flood of late rush orders for holiday 
merchandise. Sales of electrical house- 
hold appliances exceeded expectations 
and stocks of some items became ex- 
hausted. Sales of radio receiving sets 
were very heavy and exceeded expecta- 
tions. The demand for staple merchan- 
dise is holding up well. Manufacturers 
have advanced prices on garden hose, 
but jobbers are covered with contracts 
and will probably not advance prices 
to retailers, at least for some time. 
Corrugated roofing has also advanced. 








| Sales 30% Ahead of Last 


Year’s in New York 


With Christmas but a week off, the 
sale of holiday merchandise is particu- 
larly active in the New York wholesale 
market. An interesting feature of the 
market is the fact that not only are gift 
lines moving actively, but staples as 
well. Prices are firm and in some in- 
stances tending to higher levels. In 
some instances, sales are reported as 
from 25 per cent to 30 per cent ahead 
of last year’s. 


Biennial Census Planned by 
Census Bureau 


The Bureau of the Census is making 
plans for the next biennial census of 
manufactures, which will cover the 
year 1925, as provided in the Act of 
Congress approved March 3, 1919. 

In deciding upon the items to be cov- 
ered by the census, the bureau has con- 
sulted with the representatives of vari- 
ous manufacturers’ associations with a 
view to securing, as far as practicable 
and without making the schedule too 
elaborate, information which will be of 
value to the representatives of the sev- 
eral industries concerned, and at the 
same time furnish a record of the prog- 
ress of manufactures generally through- 
out the United States. 

Recognizing the value and impor- 
tance of this work, arrangements to 
cooperate with the bureau in collecting 
the data for the census have been made. 

The blank forms upon which reports 
should be made wil] be mailed by the 
bureau to all manufacturers about Jan. 
1, and a report will be required from 
each manufacturer whose gross prod- 
ucts are valued at $5,000 or more for 
the year 1925. It is to be hoped that 
every manufacturer concerned will have 
his records in such shape that he can 
fill out the schedule within a few days 
after its receipt, as the tabulation of 
each industry will not be made by the 
Bureau of the Census until reports are 
received from all manufacturers en- 
gaged in it. This information should 
be supplied by manufacturers soon 
after Jan. 1 in order that, as early as 
possible in 1926, the statistics which 
will show the condition and record of 
their industry for the year 1925, be 
made available. 
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Active Holiday Sales in Cleveland ‘Territory— 
Staple Lines Also Moving Well 


(Cleveland office of HARDWARE AGE) 


heavy almost up to Christmas Day. Skates, sleds, electric 


(i volume of holiday business booked by jobbers continued 


household appliances, radio sets, flashlights and Christmas tree 
lighting outfits were particularly active. Jobbers’ stocks of toasters 
and some other lines of electric appliances were wiped out and tele- 
graphic orders were sent to factories for additional shipments by ex- 
press. Holiday sales of pocket knives, silverware and clocks were 
unusually good and jobbers ran short of mantel clocks. 

Outside of holiday goods, business with jobbers is holding up well. 
Retailers are buying staple merchandise quite freely to keep up their 
stocks, but with the approach of inventory time, many are restrict- 
ing their purchases to their early needs. Buying of spring merchan- 


dise is rather slow. 


At the time this was written, retailers were in the midst of their 
Christmas business. While some complained that early sales were 
not up to expectations, retailers looked for a heavy volume of holi- 


day business. 


Few price changes are reported, the most important being ad- 
vances on garden hose and corrugated roofing. 


Collections are good. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—The demand for tires at 
present is light, buying being mostly 
of a hand-to-mouth order. There has 
been little activity recently in tire 
chains, owing, evidently to the fact that 
chains have not been required very 
much of the time so far this season. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $4.75; Reliable jacks, No. 
1, $2.33: No. 2, $3.83 in lots of 12: 
Derf spark plugs, 96c. each for all 
sizes in lots of less than 50; Cham- 
pion X spark plugs, 45c. each for 
less than 100 and 41c. each for over 
100; Champion regular, 53c. each for 
less than 100, all sizes; 50c. each for 
over 100; Reliable jacks, No. 00, $1; 
No. 1, $1.25; Nos. 2 and 3, $1.75. 


ALCOHOL.—The demand is_ steady 
and prices are unchanged. Cleveland 
jobbers quote denatured alcohol in 5 


gal. drum lots at 58 cents per gal., and | 


60 cents for single drums. 


Cleveland jobbers quote denatured 
alcohol in barrel lots at 58c. per gal. 


AXES.—While the demand is_ not 
large, it is about normal for this time 
of the year. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

First grade, single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.: double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 Ib. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—Sales of radio batteries 
have continued very heavy. The stocks 
are fair and prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

No. 766 B batteries, $1.30 each for 
_— packages and $1.40 for small 
ots. 

Eveready B batteries, No. 486, $3.58 
each for unit packages and $3.85 each 
for smaller lots. 

No. 6 Ignition type dry cell bat- 
teries, 29c. each. 


BINDER TWINE.—Jobbers are taking 














a good and steady volume of orders for 
spring shipment. Prices are un- 
changed. 


Cleveland jobbers quote first grade 
binder twine at $6.98% per bale, * 7 
gross f.o.b. Cleveland and 7% 
f.o.b. Chicago or Auburn, N. 


BIRD CAGES.—Sales have soutinned 
heavy through the holiday season. 
Cleveland jobbers quote bird cages 
as follows: 
No. 275, $3 each; No. 274, $2.50 
each; Nos. 25 and 530, $5 each. 
BOLTS AND NUTS.—There is a 
heavy demand for machine and lag 
bolts, but carriage bolts are moving 
rather slowly. Prices are unchanged. 
Local manufacturers, who advanced 
stove bolts 10 per cent, have gone back 
to the old discount. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
50 and 10 per cent off list; small 
rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per cent 
off list: hot pressed nuts, $3.90 off 
A ge rivets, 65 and 5 per cent 


CORRUGATED ROOFING.—A fur- 
ther advance has been made on steel 
roofing for the first quarter, but the 
price that has been recently in effect 
is still being quoted for December ship- 
ment. The demand is quite heavy as 
retailers are placing orders before the 
higher prices become effective. 


Cleveland jobbers quote 28-gage 
corrugated roofing at $4 per square 
for early shipment and $4 to $4.30 for 
the first quarter. 


DUTCH OVENS.—The demand for 
these, which has been heavy, has 
slowed down somewhat. 


Cleveland jobbers row Rae 4 
ovens: 10% in... $2. 15: 11% in., $2.55; 
vt in., $2.88; 1314 in., $045. 14% in., 
4.15. 





GARDEN HOSE.—Manufacturers have 
announced a price advance of % cent 
per ft., effective Jan. 1. Jobbers are 
well covered at the old price and will 
probably not advance prices to re- 
tailers. 


Cleveland jobbers quote %®% in. 
double braided garden hose, 10c. per 
ft.; for bale lots, % in., 9%4c, per ft., 
and % in., llc. per ft. 


GAME TRAPS.—The demand, which 
has been unusually good so far, is 
holding up well. 


Jobbers quote f.o.b. Cleveland: 

Victor me traps, No. 0, $1.10 per 
doz.; No. $1.38 per doz.: No. 1%, 
$2.44 per an No. 2, $3.36 per doz.; 
Oneida jump ‘traps, No. 0, $1.59 per 
doz.; No. 1, $1.83 per doz.; No. 1%, 
$2.83 per doz.; No. 2, $4. 38 per doz. 


GLASS BAKING WARE.—Holiday 
sales have been very heavy. Stocks 
are still fair. 


Jobbers quote f.o.b. Cleveland: 

Casseroles, round or oval, 1-qt., 
$1.17: 2-qt., $1.33; 2%-qt., $1.66; 
square, $1.50; oo with fancy 
covers, 35c. higher 

Pie Plates, z- in., 50c.; 9-in., 60c.; 
10-in., 67c. 

Bread Pans, No. 212, 60c.; No. 214, 


Cc. 

Utility Dishes, No. 231, 67c.; No. 
232, $1.17. 

Tea Pots, - cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


HANDLES.—The demand for handles 
is quiet at present. 


Jobbers quote f.o.b. Cleveland: 

Axe Handiles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

ee ae and Hammer Handles.— 

7, 90c. per doz.; finest growth 
ay WL $1.50. 

Hay Fork Handles. — Straight, 
chucked and bored, XX, 4% ft., $3.75 
per doz.; 5 ft., $4. 50 per doz.; bent, 
4% ft., $4.15 per doz.; 5 ft., $5. 10 per 
doz.; X bent, 4% ft., $2.90 per doz.; 
5 ft., $3.20 per doz. 

Manure Fork Handles.—Bent, XX, 
: Bg $3.90 per doz.; 4% ft., $4.25 per 

; X, bent, 4 ft., $2.80 per doz.; 
ire ft, $2.90 per doz 

Garden Hoe peandiee. “as fei 
$3.30 per doz.; No. 1, 4% $1. 56 
per doz. 

Garden Rake, Handiles.—XX, 6 ft., 
$6.25 doz.; No. 1, $2.65 per doz. 

Shovel Handles. —Regular rage 
XX, 41% ft., $5.90 per doz.; X, 4 
= 75 per doz.; D handle, $5.60 per 
OZ. 

Spade Handles.—xX grade, $5.40 per 
dozen. 


ICE SKATES.—Sales for the holiday 
trade have been unusually good and 
jobbers’ stocks are badly broken, par- 
ticularly on the shoe type of skates. 


Johbers quote f.o.b. Cleveland: 
Polished screw clamp skate, 84c.; 
same, nickel plate, $1.19; high car- 
bon runners, $1.62; same, highly fin- 
ished, $3.24: ladies’ skates, polished, 
$1.12: Alumo shoe skates, nickel sil- 
ver finish, $7.25; satin finish, $5.50. 
NAILS AND WIRE.—The demand, 
which was rather slow during the fall 
months, has become quite good. The 
market is firm at regular prices. 
Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
— $2.90 per keg for less than car 
ots. 
Jobbers quote as follows from 


stocks: 
Nails.—Less than car lots, $3 per 





RT RT OX 
































December 24, 1925 HARDWARE AGE 55 









































, AWN Ts. 

\ WORTH = 2 HARDWARE COMPANY [Bey 
= — — : a AWE a = = 
i is = mt 















I 


ll cm | unr me in 


























——— 
~ 
’ 


© 


a aif 
eK ade | 


i! a k 
; j | i] | 
| | L. y . 
| i) . cv am od > DB 8 .B.® % wy, 
. il aali) . SS / ) i 
i| ‘ Dd \ : 

—- y h\.Sese= 
‘ J UPPEEELLEL ELL} iy: ) 
Ka 
| . / 


ape" Frill 







































































































ELECTRO~GALVANIZED 


Sales Never Take 
a Vacation 


Not circumstantial evidence—but actual proof that Apex 
Electro-Galvanized Wire Screen Cloth enjoys increased sales 
each year. Hardware Dealers from coast to coast have 
quicker turnover and greater demand. ‘The outstanding fea- 


tures guarantee sales. Apex Electro-Galvanized Sales never 
take a vacation. 





Zinc coated by a special electroplating process after weaving, 
Apex Electro-Galvanized has a beautiful soft gray finish that . 
withstands continued hard wear. No sagging, bulging, or 
rusting. 

Ask Your Jobber for Catalog and Prices or Write Us 


Manager of Sales 


JOHN M. HART COMPANY 


Old Colony Building Chicago, Illizois 
HANOVER WIRE CLOTH CoO. 


Manufacturers Hanover, Pa. 
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ee Oe en ae an per | RADIO EQUIPMENT.—Sales of radio | for the holiday trade has been very 
100 Ib.; coment coated nails, $2.40 neat sets for the holiday trade have ex- | satisfactory. 

100 lb.; polished fence Staples, $3.70 _ceeded those made during the period Cleveland jobbers quote sleds as 
eg eg eg before Christmas last year. The de- gt Flyers, 33% per cent off 
and wire brads, 70 and 10 per cent off mand was so heavy a year ago that list. Lightning Guider, 32-in., $12.50 
_ spools, Yy- | Many thought the business would be per $16.35 tgs Rigay 25 per g18. 46 a 
man, ¢ a finan’ _— on light this year. There is a fair supply doz.: 45-in., $22.25 per doz.; 58-in., 
_—a ee _of sets, but A tubes are scarce. $26.15 per doz. 





PAINTS AND OILS.—There has been 
considerable buying for spring ship- | for the holiday 
ment, but the market is slow at pre- | fair. 


ROLLER SKATES.—Sales of these 


STEEL SHEETS.—Mills are holding 
to the recent price advance. Jobbers’ 
sales are only fair. 

We quote from jobbers’ stocks, 


trade have been only 


sent. Turpentine has declined and lin- We quote from jobbers’ stocks, :ak Gide: 
seed oil has advanced. f.o.b. Cleveland: Galvanized sheets, 28 gage, $5.10 
j Union gy Nos. 4 and 5, $1.42 per 100 Ib 
Jobbers quote f.o.b. ¢ leveland: per pair; No. $1.55 per pair; No. 3, , 
a a 2 oe a Colt Dending. Ole, gor pake STEP LADDERS.—Orders for spring 
Bradae, >. re sal. sai. C S. , é 
Outside white, $3.30 per gal., in 1 ROPE.—tThere is moderate volume of shipment are only moderate. Regular 
Turpentine in bbis., $1.20, less than | current nen, me not a it deal of — - on rereeasn ee ‘ 
bbl, $1.35 per gal. rope is being sold at present for sprin eveland jobbers quote best grade 
Linseed oil in bbls., $1.10; less than “s & P P g clear spruce ladders at 56 eC. per ft., 
bbl., $1.25. Boiled, 3c. extra per ge. shipment. lighter erate, We. Lag oomnpetis 
White lead, in 100-Ib. kegs, 15%c. Cleveland jobbers quote first grade tion grade, 27c. pe ; extension 
per lb.; in 50 and 25-lb. kegs, 15%¢c. Manila coe ee Me lb. at mill and ladders, 30-ft., $9 each; 32- ft., $10.60 
per lb.; in 12%-lb. kegs, 15%c. per 26c. per Ib. out of stock: second each; 36-ft., $21. 85 each; 40-ft., $14.30 
Ib.; in 500-Ib. lots, 10 per cent dis- grade, 2c. less; Sisal rope, 18c. from each: straight ladders, 10-ft., $2.05 
count; other prices are net. mill and 18c. from stock; second each; 12-ft., $2.40 each; es -*' 
PREPARED ROOFING.—January and grade, 2c. less. = 16-ft., $3.20 each; 18-ft., $ 


February are usually very dull months | ROASTERS.—Sales have _ continued 


in asphalt roofing, and manufacturers | very good. 





STOVE PIPE AND ELBOWS.—These 
items are rather quiet at poanent, 





are anxious for business for those perenne jobbers quote Savory ptr creme 
4 ue steel roasters, sma amily obbers quote f.o. actory 
months. . Consequently there to vinigge size, $8.90 per doz.; large family size, Stove pipe in crates of * are 
expectation of a reduction in prices. we poe Ses —. - at = = Security. — 33 ee is $3.60: 
doz. ue enameled, sma size, n., 16; n., .37: + 
POULTRY NETTING AND WIRE $21.25 per doz.. large size, $27.50 per in., $4.20 
5 F — i in doz. Magnolia nish, sma size, Elbows, Securit pes. a eg 
CLOTH. The early buying for spring ache Gur dea: tune ane Ge ae Pr tg ag y ¥ rare 
shipment is over and sales now are doz. Pyrex roasters, $3.50 each. in., $1.26; 6 in., $1.38: : — $1.88; a 
a ment ° — yp SAP SPOUTS AN » SYRUP gape Wea tee, ety 17 in., ap 
< or; > ° ° Z 
netting at 50 and 7% per cent off list; Jobbers are booking a _ very goo — ; ee, Ee ne ae a4 size 
galvanized before weaving, 50 and 10 volume of orders for these for delivery Stove boards in full box lots, paper 
and 7% per cent off list; wire cloth, in time for the syrup-making season. lined, square, 26 in., $7.35 per doz.; 
nce, SESS per mee oa. f.; euva- 28 in., $8.30; 30 in., $9.70; 32 in., 
nized, $2.05 to $2.10 per 100 sq. ft. Cleveland jobbers sO ae oe 11.45; same, wood lined, 24 in, 
=. : Grimm sap spouts, No. 4, ; per a 
POULTRY SUPPLIES. There is not), 00: No. 4H. $240 per 100: No. 5, $2 et. 4 per ig ie in, $13.25; se: 
much activity in these at present. | per’ 100; No. SH, $2.20 per 100. oblong, wood lined. 18 x 24 in., $9.95 
| Syrup cans, rst quality, square, a 0 
leg bands, American ‘size. $3.10 per | _18¢. each; oblong, 13%c. each. In $1510; 24x 26 In. 885, “ablone 
thousand; Mediterranean, $2.85 per asl : aber lined, 18 x 24 in., $6.45; 18 x 
thousand: aluminum leg bands, $3 | SLEDS. While sleds have not moved in., $8; 20 x 30 in., $9.45; 24 x 36 in., 
_as well as some other lines, the demand $10.10. 


per thousand. 








Smith 


MITH dropped his “g’s” and owned a hard- 
ware store. He also owned a car that had 
six cylinders and a fancy little ornament on 

the radiator. In the fresh-water town where he 
lived he was called a prominent citizen. He had 
stood near in a long-tailed coat while a Congress- 
man laid the cornerstone of the Masonic Temple. 
He belonged to three lodges and was, or had been, 
the grand something-or-other in all of them; and 
he taught a class and helped take up the collection 
at the Fourth Avenue Church. 

Twice a week he played golf. For further ex- 
ercise he mowed the lawn in summer and shoveled 
off his front walk in winter. He took seven maga- 
zines and looked at the pictures in all of them; 
he read the editorials in his favorite newspaper; 
he voted the straight ticket, as his father had 
done and his neighbors did, and however the 
election went he was content, for statesmen sel- 
dom disturbed his profits in hardware. 

His wife was on a diet to reduce and had 
four diamonds; his son was on the freshman 


team and wore shellac or something on his hair; 
and his two daughters danced well and played 
bridge well enough and showed their legs with 
fashionable unconcern. 

He had toured the country in his car. He 
knew where to find trout and duck, and he could 
locate a good restaurant in New Orleans, St. Paul 
or Salt Lake City. His check was good anywhere 
in his half of the State, and at home it was good 
for five figures. 

Possibly he felt rather important. Men do, 
you know, when they loom large in their little 
world. 

But in eighty-seven cities there were 2,867,432 
male persons, living daily in sight of great wealth 
they could not share, walking daily in the shadow 
of libraries and theaters and art galleries they 
seldom entered, talking glibly of great matters 
they understood but little—and these called our 
hero a boob. 

Which simply shows that no man is a hero to 
the other clan.—The Evening Sun, Baltimore, Md. 
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“Quality leaves 
its imprint’ 


As With Slidetite 
So With All 


Where you see the R-W trademark, 
there’s finest quality and perfect 
performance. It represents ad- 
vanced and tested ideas that give 
utmost service and the economy of 
the best. Fire, house, barn, elevator 
doors bearing the R-W trademark 
leave nothing to be desired. Con- 
sult with our Engineering Depart- 
ment on your problems—it costs 
nothing. Our service is nation- 
wide—it’s yours to command. 


Chicago 
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Minneapolis 
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The Most Important Part 
of the Garage 


The doorway is the barometer of garage service. If the 
doors don’t operate easily and permit an, unobstructed 
passage, they are out-of-date, unequal to modern demands 
and methods. 


Install Slidetite Garage Door Hardware and—the drive- 
way is always clear—the doors slide inside and fold back 
flat against the wall; operate easy, smooth and instant; 
close snug and weather-tight—stand unmoved by sharp- 
est winds in any position—danger and trouble free. Most 
practical for 2 to 10 doors in openings up to 30 feet wide. 





AURORA, ILLINOIS, U.S.A. 
New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Kansas City LosAngeles SanFrancisco Omaha _ Seattle Detroit 
» Winnipeg 


Montreal - RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT, 
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Holiday Sales in Northwest Ahead of Last 


Years—Collections Good and Prices Firm 





(Minneapolis office of HARDWARE AGB) 


ITH the end of the holiday shopping in sight, and with the 
end of the business year not very far distant, attention is 
being turned toward the coming year. 


What the prospects 


are for a better year of business and what the final results of this 
year are, form the main items for attention at the present time. 
In the Northwest territory served by the Twin Cities in a job- 


bing way, 
past two weeks. 


retail trade has been going forward briskly during the 
One dealer expressed it that holiday trade started 


a little sooner this year, but that the totals are not any too satis- 


factory. 


The general impression has been that business would 


show better as the end of the year approached, and some of the 
business interests are expressing dissatisfaction in not finding 


sales as heavy as in 1920. 


But on the average, business is better now than last year, and 
at the time this is being written, the heaviest selling season is just 


ahead for holiday trade. 


The stores are well filled with customers 


in all lines, and careful observation seems to indicate that the 


crowds are buying and not looking crowds. 


It appears possible 


that final summing up of trade results for the season and the year 


will be very satisfactory. 


Collections are well up to the average for the season. 


Prices 


are very steady, and probably will show practically no changes 


from now until after the first of the vear. 


Jobbers are preparing 


for their annual sales conferences with their forces, and inventory 
time is at hand when dealer and jobber alike postpone all work 


possible other than that task. 


ASH SIFTERS.—Demand is 
with stocks ample for the call. 
are steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood square ash 
sifters at $2; metallic rounds, $4.25: 
and wood barrel at $6 per dozen, net. 


AXES.—With wood cutting, and lum- 
bering well under way, there is a good 


good, 
Prices 


demand for axes. Prices show no 
changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Single bit base 
weight axes at 14.50, and double bit 
base weight axes at $19.50 per doz., 
net, 


BALE TIES.—Call for bale ties is fair- 
ly good. Stocks are being let down 
for inventory time. Prices show no 
changes. 

We quote from jobbers’  stecks, 
fo.b. Twin Cities: Single loop bale 
ties, 914% x 14, $1.50; 9% x 15, 1.36; 
9% x 14, $1.53. 

BOLTS.—Call is lighter, with the close 
of the year’s activities in many lines. 
Stocks are being graduated down for 
inventory. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
45 per cent; machine bolts at 0 per 
cent: stove bolts at 75 per cent, and 
lag screws at 5 per cent from list. 

BRADS.—tThere is a fair call for brads, 
with stocks in good condition. Build- 


ing operations are still in progress. 
Prices show no changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wire brads in 25 
Ib. boxes at 75 per cent from lists. 








| 
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- BUILDERS? HARDWARE.—There is 
still some call for builders’ finishing 
hardware, although rough hardware is 
selling more slowly. Orders placed 
some time ago are being filled for the 
completion of building projects begun 
earlier in the year. 


COAL HODS.—Demand 











shows’ im- | 


provement in this line, with stocks well | 


Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 17 
in. coal hods at $3.60; 18 in. at 4.15; 
japanne ad funnel hods, 17 in., $4.50; 
18 in., $5.15: galvanized open, 17 in., 
$5: 18 in., $5.50: galvanized funnel, 
17 in., $6.45, and 18 in., $7 per dozen, 


filled. 





net 
DAMPERS.—Sales are rather light, | 
with stocks well filled. Prices have not | 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron, wood 
handle dampers, 6 in., $1.40, and cast 
iron, coil handle, 6 in., $1.20 per doz. 


EAVES TROUGH CONDUCTOR PIPE | 


AND ELBOWS.—Call is light, due to 
the colder weather, breaking of activi- 
ties in building to a certain extent. 
Stocks are being made as light as pos- 
sible for inventory. Prices have not 


changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint 28 ga., 
5 in. single bead eaves trough at 
$6.05 per 100 ft.; 29 ga., $5.50 per 
100 ft.; 28 ga., 3 in. conductor pipe at 
$.40 per 100 ft.; 3 in., elbows, $1.73 
per dozen, net. 














FIELD FENCE.—Sales are practically 
over for the year. A fair amount of 
business for spring delivery is being 
shown by the jobbers. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 13 ga. intermediate type 
of fence at $30.04 per roll with other 
sizes and weignts in proportion. 


FILES.—Demand is fair, with stocks 
in light assortments. Prices show no 


changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Call for tubs 
and pails is fair, with a good demand 
for ash and garbage cans. Stocks are 
ample for present needs, and prices 


steady. 

We quote from _ jobbers’ 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8.25; 
No 


stocks, 


3, 9.45; heavy —, No. 1, 
$12.60: No. 2, $13.80; No. 3, $15; stand- 
ard 10-qt. pails, $2. 70; 12- -qt., $3.05; 


stock pails, 16-at., $5, 
and 18- -at., $5.50 per dozen, net. 


GLASS AND PUTTY.—There has 
been and. still is a brisk demand for 
glass and putty. Stocks have been 
drawn on heavily. Prices are firm as 
last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent, and _ strictly 
pure putty in 50-ITb. drums at $4.85 
cwt., net. 

HAMMERS AND HATCHETS.—Holi- 
day business is aiding greatly in the 
sale of small tools. Hammers and 
hatchets are selling well. Prices show 


no changes. 

We — from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
carpenters, hammers at $12.60; 
Plumb No. HF81, $10.50: Plumb No 
2 broad hatchets, $14.45; No. 2 shing- 
ling, $11.20, and No. 2. claw, $12.50 
per doz. net. 


ICE CREAM FREEZERS.—Demand 
for present use is rather light but 
future orders from dealers are begin- 
ning to show up well with the jobbers. 
Prices for spring delivery are being 
| quoted as shown below: 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Peerless ice cream 
freezers. 1 qt., $2.10; 2 qt., $2.45; 3 
qt., $2.95: 4 qt., $3.60; 6 qt., $4.55, and 
8 qt., $5. 90 each, net. Arctic freezers, 
2 at., $2.30; 3 qt., $2.78; 4 qt., $2.98; 
6 qt., $4.30 each, net. White ’Moun- 


tain. 2 qt., $2.83; 3 qt., $3.38; 4 qt., 
$4.13; 6 at, Dg 23 each net. Alaska 
Freezers, $2.95; 2 qt., $3.45; 3 qt., 
$4.10; 4 ‘ $5; 6 = .30; 8 qt 
$8.20; 19 qt., $10.75; 12 qt., $14.; 15 
qt., $17 0 qt., $21.50. Discount, 
20-10 per cent. Alaska Gray Goose 


Freezer, 1 qt., $3.35; 2 qt., $3.90; 3 
qt., $4.65: 4 qt.., $5.70: 6 at., $7.25; 8 
qt., $9.35; 10 qt., $10.50. Discount, 
20-10 per cent. 
NAILS.—Prices are steady, and prob- 
ably remain so until the first of the 
year. Demand shows an easing up in 
the construction game. 
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Red Strand 


(topwire) . 


proves its superiority 


HE fact that RED STRAND fence so 

quickly got the support of dealers and 
widespread demand among fence users 
means only one thing and that is— RED 
STRAND 1s a far better fence. 


The patented ‘‘Galvannealed”’ process as- 
sures a product that gives many extra years 
ofservice. This, together with copper- 
bearing steel, which goes into every rod of 
the new RED STRAND, results in a fence 
that resists rust long after the ordinary gal- 
vanized fences have to be replaced. 


Not only have we greatly prolonged the life 
of fence, but the RED STRAND makes 
it more attractive in appearance. Its uni- 
form red color line quickly catches the eye 
of fence buyers when RED STRAND is 


displayed in rolls—and—it gets the atten- 
tion of practically all passersby when it is 
erected in the field. 


Usually an improved product makes a 
higher price necessary, but the new-RED 
STRAND, even though it has many ad- 
vantages, costs dealers no more than the 
ordinary galvanized kind. 


Those fence buyers who erected RED 
STRAND last year will realize, as time goes 
on, that the name ‘‘Galvannealed”’ means 
more than a mere trade name—it means 
many extra years of fence satisfaction. 


We would like to tell you more about this 
new REDSTRAND. May we suggest that 
you write us NOW while you're thinking 
of your 1926 fence requirements? 


KEYSTONE STEEL & WIRE COMPANY, PEORIA, ILLINOIS 
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- We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Standard - wire 

nails at $3.25 keg base, and cement 

coated wire nails at $2.40 keg. base. 
OIL HEATERS.—tThere is still a good 
call for auxilliary heat units in the 
home, and the oil heater solves the 
problem in many instances. Stocks are 
fair, with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters, 
japanned polished steel, $3.66 each, 
and No. 016, nickel polished steel, 
$5.32 each net. 

OIL STOVES OVENS AND WATER 
HEATERS.—Demand is still very 
good, and dealers are beginning to find 
that this line will sell, in many cases, 
where other cooking and heat items 


do not “take.” Prices have not 
changed. 
Prices to retailers f.o.b. Twin 
Cities: 
Oil Cook Stoves 
te yy 
a, 2 ee ce ees eee $17.50 
No. 73 Ce 22.50 
Pee, FO 4 BUPMOTD. «cc ccecccccccce Bee 
ee 39.50 


Perfection dealer’s discount, 30 and 

5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model) 


a Me 2 ee, «<< scoseuceseaee $17.50 
See, Se BS WERUIID. occccccuscccesccs Bee 
ee Fe ee 28.50 


Puritan discounts same as Perfec- 
tion. 


- 
ee eb oe ete at we ene ee $9.50 
No 212 > eee 17.35 
ee ae ID, cccceveetesene 22.00 
a ee oe ec eweeees 28.00 
Sh, Eee Oe MEINE, ccc ccccesccess 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 
Nesco dealer’s discount, 30 and 5 

per cent. 

Ovens 
es gy it 

No. 211 1 burner plain door. ...$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
Ff re eee eee 6.15 


Dealer’s discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 
No. 42G 2 burners glass door... .$5.50 
Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 


NESCO— 
No. 05 1 burner solid door...... $2.10 
No. 5 1 burner glass door........ 2.25 
No. 010 1 burner solid door...... 4.15 
No. 10 1 burner glass door....... 4.40 
No. 020 2 burners solid door..... 5.15 
No. 20 - burners glass door..... 5.40 
No. 030 2 burners solid door..... 5.40 
No. 30 2 “burners glass door...... 5.70 


Dealer’s discount, 30 and 5 per 


cent. 
Water Heaters 


NN | ies a! el ee ee $45.00 
Perfection No. 412.............. 40.00 
ee 80.00 


Nesco discount, 30 and 5 per cent: 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
19, 30 per cent. 

Wicks, Etc. 

Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 


PAINTS AND WHITE LEAD. 
are still very fair, with inside decorat- 
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ing claiming much attention. Prices 


show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade house 
paints at $2.80 per gallon, in 1 gal- 
lon cans, and white lead in 100 Ib. 
kegs at $14.29 cwt., net. 


PAPER.—Demand is 
stocks in like condition. 


not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 
at $3.25 cwt., and tarred felt at $3.35 
cwt., net. 

PYREX OVENWARE.—Dealers are 
finding a brisk demand for this class 
of merchandise. Stocks are being 
drawn on heavily and prices are steady 
as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 113 casse- 
roles at $1.17; No. 197 casseroles, 
$1.17; No. 202 pie plates, 50c.; No. 
210 pie plates, 67c.; No. 212 bread 
pans, 60c.; No. 231 utility pans, 67c.; 

No. 12 tea pots, $1.67; No. 24 tea 
pots, $2, and No. 36 tea pots, $2.33 
each net. 


ROPE.—Call is normal, with prices 


lighter, with 
Prices have 


steady. Some future business has been 
- secured. 


en 




















We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 26%c. Ib. base, and best 
grade sisal rope at 19%c. Ib. base. 

SASH CORD AND WEIGHTS.—Sales 
show a grading off toward the com- 
pletion of the building season. Stocks 
are depleted accordingly Prices have 


not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: fest grade sash 
cord, 78%4c. lb.;: second grade, 45c.; 
cast iron sash weights at $2.10 cwt., 





net. 
SCREWS.—Call is steady, though 
lighter than a few weeks ago. Prices 


show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 7-25 per cent; flat 
head japanned, 65-25 per cent; 
round head blued, 70-25 per cent; 
flat head brass, 70-25 per cent, and 
round head _ brass, 70-20 per cent 
from lists. 


SIDEWALK SCRAPERS.—Demand 
has steadily improved in this line, with 
ample stocks from which to draw. 
Prices are unchanged. 
We quote from jobbers’ stotks, 
f.o.b. Twin Cities: Kohler’s side- 
walk scrapers at $5 per dozen, net. 


SKATES.—This is the harvest time 
in the skate business, and the dealers 
are making the most of it. Every store 
has extra salespeople in this depart- 
ment. Stocks are being drawn on 
heavily. Prices are steady and strong. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Sterling half 
hockey shoes and _ skates, $4 pair; 
North Star aluminum ffinish tube 
skates and shoes, $7.25 pair: nickel 
finish, $8.25 pair: Nestor Johnson 
Fiver skates and shoes. aluminum 
finish, $5.50 pair, and nickel finish, 
$6.50 pair. 


SNOW SHOVELS.—Demand is much 
improved, with ample _ stocks from 
which to draw. Prices have _ not 
changed. 


We quote from jobbers’ stocks, 


veloping to a fair degree. 
‘some current business also but this 
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f.o.b. Twin Cities: Wood snow shov- 
els, $19; steel blade, straight handle, 
$4.50; galvanized steel blade, D han- 
dle, 15% x 17, $10.80, and 16 x 21, 
$11.50 per dozen, net. 


SOLDER.—Call for solder is normal, 


with prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 42c. lb. and strict- 
ly half and half solder at 4l1c. Ib. net. 


STEEL SHEETS.—tThere is a fair de- 
mand for sheets, with prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 
at $4.35 cwt. and galvanized steel 
sheets at $5.60 cwt., base. 


STEEL TRAPS.—Sales are beginning 
to show up very nicely, with dealers 
prepared for a heavy trade. Prices 


have not changed. 

We quote from jobbers’ mocks» 
f.o.b. Twin Cities: Triumph 
traps, No. 1, 22c.; No. 1%, 18ibe: : 
No. 2, 25lee. : No. 3, 41l%c.; No. 
50 lc.; No. 115, 15c.: No. 215, % * 
No. 315, $1.15; No. 115X, 20'e.; 
215X, 20%e. each: Victor, No. 4 one 
at - 10; No. 1, $1.38; No. 1%, $2.44; 
No. $3.36; Oneida a traps, No. 
0, My 59: No. 1, $1.83; No. 1%, $2.81 
per dozen, net. 

STOVE BOARDS.—Demand is back to 
an even call, with prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystallized stove 
boards, 28 x 28, $16.95; 30 x 30, 
$19.70; 36 x 36, $27.45 per dozen, 
net, 


STOVE PIPE AND ELBOWS.—Call is 
normal for the time of year, with 
prices holding strong and steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform, blued, 
28 ga., 6 in., knocked down stove 
pipe at $14.75 per 100 lengths; com- 
mon iron corrugated elbows, 6 in., 
$1.30, and adjustable charcoal iron, 6 
in. elbows at $2.05 per dozen, net. 


STOVE SHOVELS.—Call is fair, with 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned, 14% in. 
stove shovels, 50c.; Jumbo, 21% in., 
$1.55; Jumbo, Jr., 14 in., 85c. per 
dozen, net. 


TORCHES.—Future orders are de- 
There is 


feature is light. Prices have not 


changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 
Line, No. 43, qt., $5.76; No. 45, qt., 
$6.53; No. 47, qt., $7,08: No. 48, qt., 
$7.48; No. 49, qt., $8.54; No. 52, pt., 
(flat), $6.96 each. Turner Standard 
line; No. 8, pt., $5.33; No. 14, pt., 


$7. 
$10.18: "No. 76. $7.13; No. 34. $8.6 
each, net. 


WIRE.—Present demand is light, with 
stocks graded down for the end of the 
year. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted 
hog wire at $3.22 per 80-rod spool; 
galvanized cattle wire at $3.21 per 
80-rod spool; galvanized hog wire at 
$3.43 per &80-rod spool: smooth black 
wire No. 9, $3.25 ewt., and galva- 
nized smooth wire No. 9, $3.70 cwt. 








A Thought for Today 


If it’s not on the shelves you can’t sell it. 








Reading matter continued on page 62 
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Making 21 square feet of space produce *1800% 
This Michigan dealer SELLS Vollrath Ware I 


—~ He tells below how he does it ~ 


There are two ways to “handle” a product like 
Vollrath Ware. One way is to let the merchan- 
dise sell itself. The other way is to help it to sell. 

The Van Dervoort Hardware Company, in Lan- 
sing, Michigan, is one of the most successful 
hardware dealers in Michigan because they use 
the second method. 

They make 21 square feet of floor space in their 
store produce $1800.00 worth of business a year for 
them in Vollrath Ware alone. Mr.T. A. Van Der- 
voort, President of the company, explains how: 

“Our average stock of Vollrath Ware will in- 
ventory about $300.00. 

“The goods are marked up from 50% to 60% 
and we turn our stock about four times per year. 

(Figure it out : $300.00 marked up 50% is $450.00. 
Multiplied by four it becomes $1800.00 —the gross 
annual volume done with a $300.00 investment. 
How does he sell it so fast? Read on.) 


How he displays it in the store 


‘We devote a display table 314 x 6 feet to this line. 
This table is on casters and has four shelves taper- 
ing from 314 feet wide at the bottom to 18 inches 
wide at the top, giving 48 lineal feet of display, 
which shows off quite a complete line in a limited 
amount of space.” 

But that is not all. Dealers who expect merchan- 
dise to sell itself often give it shelf room — 


“During the past year we have given 
Vollrath Ware our display window 





®Orcan. wis: 





twice and have found that it lends itself very 
nicely to an attractive display.” 

Look at the picture of one of these windows and 
compare it with your own best effort. With these 
windows Mr. Van Dervoort reaches out to the 
man and woman on the street. But he doesn’t 
stop there— 


Going after customers in their homes 


“We run about 20 inches of advertising space at 
least once a month in our local paper.” 

Not content to wait for customers to come into 
his store, he goes into their homes with his adver- 
tising. He gets their attention for Vollrath Ware 
when and where they best realize their need for it. 
No wonder his customers buy out his stock four 
times a year! That’s merchandising! 

What are you doing to sell Vollrath Ware? 
Have you a good store display? Good windows? 
Do you use our circulars, newspaper cuts, display 
cards? First of all, have you a good representative 
stock? 

There is money in this well known line for you, 
too. You only need to go after itas Mr. Van Der- 
voort does to get it. 

And the Vollrath salesman will help you. Ask 
him for suggestions the next time he calls. Or write 
us for information about the Vollrath selling plan. 


THE VOLLRATH COMPAN 


Established 1874 ¢ 
Sheboygan 






Wisconsin 


VOLLRA 


WARE 
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Sales in New York Wholesale Market 


HARDWARE AGE 


30 Per Cent Ahead of Last Year 


ITH the Christmas holiday but a week off, 
New York wholesale market continues unusually active, and 
certain of the wholesalers report that sales are from 2 
Not only is the demand brisk for 
items suitable for sale during the holiday season but for staple mer- 

As a result of the difficulty in securing coal sup- 
are particularly in demand. 


per cent greater than last year. 


chandise as well. 
plies oil heaters 


25 to 3 


Axes, 


business in the 


hatchets and 
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Axes in Good Demand; 
Buck Saws Moving 


There has been no abatement in the 
demand for axes, household — size 
hatchets and buck saws, and some of 
the wholesalers in the metropolitan 
area regard the current demand for 
these items as the greatest in several 
years. Uncertainty regarding the pos- 
sibility of adequate coal supplies for 
the winter is undoubtedly responsible 
for large number of orders. Prices are 
firm, but some difficulty is being expe- 
rienced in securing prompt shipment. 





Shelf hardware and other staple 
As an indication 
is the fact that 


buck saws are also moving briskly. 
lines are also reported as among the active lines. 
of the basically healthy condition of the market, 


JOBBERS’ QUOTATIONS Mh RE.- 
TAILERS, F.0.B. NEW YOR 


Axes 
Axes, Long Island pattern, 214 to 
3 Ib., $1.69 each; Connecticut pat- 


tern, 2% to 3% Ib., $1.70 each; 3 to 4 
lb., $1.75 each, and 4 to 5 Ib., $1.81 
each. Columbia pattern, 3% to 414 
Ib., $1.80 each: 4 to 5 Ib., $1.85 each, 
and 5% Ib., $1.95 each. Kentucky 
pattern, 3 to 4 Ib., $1.45 each; 4 to 5 
»., $1.58 each. 





collections are generally good and prices on many items tending 

towards higher levels. 
. eo "@ -_ outlying sections. In consequence of 
Good Movem« nt of Stove this unusually heavy movement of 
(Goods heaters, considerable diffitulty is re- 


The demand for stove goods, includ- 
ing stove boards, stove pipe, and stove 
pipe dampers continues’ consistent. 
Stocks are sufficient for all current re- 


ported in 
promptly. 


securing 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS F.0O.B. NEW YORK: 


quirements, and prices remain un- Oil Heaters 
changed. PERFECTION— 
JOBBERS’ QUOTATIONS TO RE. See Bee ae IR. gs 0 oe 6v ce eeeees $17.50 
TAILERS, F.0.B. NEW YORK: J “@® £aC Sea 22.50 
. No, 74 4 burners.........+.++++5 28.50 
Stove Boards No. 75 5 burners.............00- 39.50 
Stove boards (paper lined), 24 x 24, | Perfection dealer's ‘discount, 30 and 
$8 i? per doz.: 26 x 26, $9 per doz.: » per cent on lots of 10 or more; on 
28 x 28, $10.05 per doz.; 30 x 30, $12 less than 10, 50 per cent. 
et doz.; 32 x 32, $14.75 per doz. ; PURITAN (Improved — 
35 x 35, $17. 40 per doz., and 32 x 42, uO, SES WREWELS, «2004+ s0000e008 yin 
$19. ‘80 per doz. No. 43 3 burners... 22.50 
- No. 44 4 burners. ~tbewieteuan ae 
Stove Pipe Dampers | Puritan discounts same as Perfee- 
stove pipe dampers, 4’ and 5 in., tien. 
$1.35 per doz.: 51% in., $1.50 per doz.: NESCO— = 
6 in., $1.60 per adoz.- "2 in., $2.25 per No. eB  . eeeererrriry x 3.00 
doz., and & in., $2.60 per doz. These No, 212 2 burners ; tata 17.35 
prices are net. No. 213 3 burners. PTTTTTeT 
No. 214 4 DE. « os exeeenoees 28.00 
_—- No. 915 > burners . 66006602 39.50 
a - 9 ‘ ‘i No, 1102 high shelf only....... 5.25 
Strong Movement of Furnace | X80) 1103 nigh sheit oniy 2122! 650 
. . . No, 1104 high shelf only..... 8.00 
Scoops: Prices Holding No. 1105 high shelf only....... 9.75 
, Nesco dealer's discount, 30 and 5 
The demand for furnace scoops con- | PCr Cents in lots of 10 or more, 3% 
tinues active with stocks adequate and | a 
prices firm. The demand for this line 7 —_ J, 
has been exceptionally active through- | P= + ago 7 burner plain door... €£60 
out the season, and wholesalers look No. 211G 1 burner glass door.... 2.70 
for continued good business for some m4 poe ! burn r glass door. ... aoe 
: ' No, 122G 2 burners glass door... 6. 
time to come. Enns noe coseccdvesavsveds 6.15 
JOBBERS'’ Dealer's discount, on 10 or more, 


QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK 














30 and 5 per cent; less than 10, 30 


Furnace scoops, No. 2, hollow ‘back, per cent. 
black steel blade, malleable ‘‘D”’ han- PU RITAN— 
dle, $5.04 per doz.: long handles, $4.80 No. 42G 2 burners glass door....$5.50 
per doz.: furnace scoops, No. 2, riv- Dealer's discount, 10 or more, 34 
eted back, heavy black steel blade and 5 per cent: less than 10, 30 per 
and wood “TD handle, S&4c. each: eent. 
long handle, &4c. each. NESCO— 
No. 05 1 burner solid door...... $2.10 
. ) re | No 5 1 burner glass door...... 2.25 
Active Demand for W re No, 010 1 burner solid door...... 4.15 
| No. 101 burner glass door...... 4.40 
Niasic No. 020 2 burners solid door. 5.15 
Nails | No 202 burners glass door..... 5.40 
. No. 0630 2 burners solid door..... ¢ 5.40 
As reported last week, the price of No 2092 burners glass door..... 5.70 
nails has advanced 10c. and kegs are Dealer's discount, 30 and 5 per 
now generally quoted at $3.45. The Cont. 
demand is strong and there appear to Water Heaters 
be sufficient stocks on hand for cur- ae , gar ayo 
_ _ : on . . Per ection NO, Osv. sueduuewdas : 
rent require ments, Perr ee Cee .. ns ceweeees 80.00 
cuenta: | Nesco discount. 30 and hf per cent; 
Perfection discount, 30 and 5 per 
Continued Demand Sei | gene te bots ae te ae ceeday tale Seal 


Heaters: Stocks Are Light 


As.a result of the threatened short- 
a heavy demand is reported 
particularly from the 


age in coal, 
for oil won 


19. 20 per cent. 


Wicks, Ete. 
Perfection and Puritan, 
and $48 per gross. 
Discounts same as on oil 
stoves, ovens and heaters. 


$4 per doz. 


cook 


adequate supplies 
A continuance of the pres- 
ent interest in heaters is looked for. 





Buck Saws 


Double braced, polished blades, 
length 30 in., with regular tooth blade 
and red frame. 8&8 cents each: with 


Champion tooth blade, red frame, 95 
cents; Disston Electric, with regular 
tooth thin blade, $1.22 each; and 
Disston Perfection, regular tooth 
clock spring, blue blade, extra thin 
back, stained and varnished frame, 
$1.17 each. 
One-Man Saw 


Cross cut type, crucible steel, pol- 


ished, taper ground, with supplement- 
ary handle, 3 ft. long, $2.40 each; 
long, $3.20: samé 314 ft. 


same 4 ft. 
long, $2.80. 

Two-Man Saw 
(ross cut pattern, ¢ ft. 
each: 414 ft., $3.00 each, 
long, $3.30 each. 


long, $2.65 
and 5 ft. 


Sale of Game Traps Good 


Continued activity is reported in the 
sale of game traps, and the majority 
of wholesalers look for a good business 
in this line for some time to come. 
Stocks are sufficient and prices holding. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK 

Game traps, Victor. with chain. 
No. 0, $1.10 per doz.: No. 1, $1.38 per 
doz.; and No. 2, $3.36 per doz. 

Same, without chain, No. 0, &5c. 
per doz.; No. 1, $1.10 per doz.; No. 2, 
$2.93 per doz. 

Jump traps, with chain, No. 9, 
$1.59 per doz.: No. 1, $1.83 per doz.; 
and No. 2, $4.39 per doz. 

Same, without chain, No. 
per doz.: No. $1.40 per doz., 


0, $1.22 
and 


No. 2, $3.72 per doz. 

Triumph traps, No. 10, 12c. each; 
No. 11, 14¢. each; No. 11%, 21e. each; 
No. 12, 33c. each: No. 13, 46c. each; 
No. 14, 55c. each. 

Blake & Lamb game traps, No. 4, 
14%c. each: No. 6I4c. each: No. 
1% dbo. each: No. 2, 39c. each; No. 
3, Bc. ne No. 4, 65c. eac 


ee eee 


Price Changes in Stanley and 
Lufkin Lines 


Price revisions covering the entire 
lines of the Stanley Rule & Level Plant, 
the Stanley Works and the Lufkin Rule 
Co. are reported. The price changes 
affect a large number of items, and are 
for the most part advances. 
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fo fhe Hardware Trade 
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HEELING eagerly takes this oppor- 
tunity of extending the friendliest 
greetings to the hardware trade. 






Evidence of the increasing preference of the 
most successful dealers for Wheeling Metal 
Ware is a source of genuine pride to this 
organization. We appreciate the ready re- 
sponse to our efforts to supply the sturdiest 
ware that fine materials and skillful, efh- 
cient workmanship can produce. 








For the coming year we keenly anticipate 
the privilege of extending our service to a 
greater percentage of those who are pleased 
to be identified with good merchandise. 


WHEELING CORRUGATING CO. 
WHEELING, W. VA. 


PHILADELPHIA KANSAS CITY 
ST. LOUIS CHATTANOOGA 















RICHMOND 
MINNEAPOLIS 






. NEW YORK 
CHICAGO 
















Wheelin 


SHEET STEEL AND WIRE PRODUCTS 
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Rush for Holiday Goods Quiet in Pittsburgh— 


Look for Active Spring Business 


(Pittsburgh office of HARDWARE AGE) 
REAT activity still prevails among hardware retailers in 
(sz holiday goods, but the rush of demands upon the jobbers ap- 
pears to have subsided with most of them. There are some 
jobbers, however, who are still getting a good many rush orders 
for holiday items against which they failed to cover fully enough 
for the demand that has developed. A good many seemingly did 
not anticipate anywhere near their full requirements for sleds, 
kiddie cars, skooters, coaster wagons and bird cages and stands. 
It has been necessary for the jobbers to order by express ship- 
ment in these items in order that their customers might be sup- 
plied. This is not very satisfactory, since the extra charge over 
freight shipments cuts down and in some cases entirely eliminates 
the jobber’s profit. Outside of the holiday lines, the market is 
quiet. Retailers have no time to give to consideration of their 
early spring requirements and staples do not figure heavily enough 
in current distribution to require replenishment demands. With 
the holidays still ahead and after them the inventories, a quiet mar- 
ket is in prospect for the next few weeks, but the trade here is 
confident that there will be a good revival by or before the middle 
of January. There is a stability to prices that does not encourage 
retailers to keep down their stocks and the fact that advances are 
more likely than declines, will no doubt stimulate more liberal 
initial buying. Collections still are rather slow in this territory. 
Outside of a little holding up of shipments over the end of the 
month, the steel situation has all of its recent snap and firmness. 
The mills are steadily filling up with first quarter business, and as 
the order books near the possible production limit the manufactur- 
ers become more and more indifferent about additional obligations 
except at higher prices. There is no excitement to the steel mar- 
ket. Business is flowing very steadily, but there is no crowding 
of production, nor any tendency by the manufacturers to force 
prices higher. If prices go up materially, it will be because the 
demand has put them up. The present situation is a very natural 
and healthy one. There is full realization that the country’s re- 
quirements are growing, but that they are not yet up to productive 
capacity; hence, there is not the inclination there was a year ago 
to misjudge what present demands mean. For the past four 
years there has been great activity about this time, but the expe- 
riences of a year ago have taught that it is not altogether wise to 
produce too far ahead or above consumption. Observance of the 
relation between consumption and production will mean less build- 
ing up of stocks against future demands and obviate one source of 
price weakness and incidentally make this present activity last 
farther into the new year than did that of a year ago. 








ALARM CLOCKS.—tThis line con- _estoon 7 Gat 
; ; ackages ackages 
tinues a good seller for local jobbers. Each Fach 
Jobbers quote:  Saeaere $1.05 $0.97 
Westclox line, America, $1.05 each; SES DOE csccvesecwes 1.22 1.14 
Blackbird, $1.76; Sleepmeter, $1.40; a i sosteeneiites 1.32 1.22 
Jack O’Lantern, $2.10; Big Ben. NO. 766 .....-.eeeee 1.40 1.30 
$2.29; Big Ben luminous. $3.16; Baby a 2.62 2.44 
Ben, $2.20: Baby Ben luminous. No. 772 sceeuseevces 2.62 2.44 
$3.16; Pocket Ben, $1.00; Glow Ben, TE oe Lele 3.33 3.00 
$1.58. ee 42 .o9 
. + N » j , . 
BATTERIES.—There is a continued} each. 7 ee are, Saas 
good demand for batteries in general Flashlight—No. 935, 9'%c. each: 
but radio batteries in particular. Prices — 950, 10%c.; No. 790, 22c.; No. 
are firm. ay 21%6¢.; No. 750, 18c.; No. 751, 
Jobbers’ quotations to retailers, Hot Shot.—No. 1461, $1.70; No. 
f.o.b. Pittsburgh: 1662, $2.35. 
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BIRD CAGES AND STANDS.—These 
lines have proved very popular this 
year, particularly in the better grades 
of brass. In some cases, jobbers have 
had rush calls that have been possible 
to fill only by express shipments from 
factories. 


CHRISTMAS TREE HOLDERS.— 
Judging by the demand for holders, 
there are not going to be many homes 
without Christmas trees this year. 
Some jobbers are finding it hard to 
keep their customers supplied. Job- 
bers quote: 


Crown, 2-in., $8 per doz.; 3-in., 
$13.20; Nesco, No. 12, $6.50; ‘No. 14, 
$7.50; No. 16, $95 Brighton, No. 25, 
$4.50; No. 50, $7.20. 

BASKET BALLS AND NETS.—tThese 


items are selling well in this district, 


where the sport is very popular. Job- 
bers quote: 
Reach, Official No. 0, $10 each; 


Regulation, No. 1%, $6; Practice No. 
S B, $4; Nets, Reach, No. N, 90c. 


each. 

ELECTRICAL GOODS.—tTnhe call still 
is reported strong, for electric perco- 
laters, toasters, waffle irons, smoothing 
irons and other electrical household 
articles which form useful holiday 
gifts. 

GAME TRAPS.—Good demand is re- 
ported and it looks as though it would 
be better, as this part of the country 
is getting some snow and as is well 
known trapping is better when there 
is snow on the ground. Jobbers quote: 


Coil spring, No. 1, $1.28 per doz.; 
Victor, No. 1, $1.38; Triumph, No. 1, 
$1.38; jump, No. 1 $1.83. 


COASTER WAGONS.—This line has 
done so well this year that many re- 
tailers have found it necessary to make 
repeated calls upon the jobbers and the 
latter, in some instances, have found it 
necessary to order shipments by ex- 
press to meet the demand. Jobbers 


quote: 
Sherwood line, with steel disk 
wheels: No. 28, $5.80 ea.; No. 32, 


$6.40; No. 34, $7.00; No. 38, $7.70. 

GLASS OVEN WARE.—This line has 
been a big seller for Christmas this 
year. 

HORSE SHOE CALKS.—Weather con- 
ditions have made for rather bad going 
and a good demand in consequence for 
calks. 


Jobbers quote Neverslip and Giant 
drive calks at 20 per cent off list and 
screw calks at 15 per cent off list. 


ICE CREEPERS.—It has been hard 
for pedestrians to negotiate the hills 
around Pittsburgh when there is a 
little snow accompanied by low tem- 
peratures and having these elements 
lately, there has been a strong demand 
for creepers. 
Jobbers quote: 


Security, $3 per doz.; Instep, $3.25; 
Newark, $3.60; Blue Ribbon, 3.75; 
Fit all, $4.50. 

















December 24, 1925 





Let this page be your reminder to 
make an early visit to the Mengel dis- 
play at the New York Toy Fair. 

Here you'll find the new Mengel 


numbers—cleverly designed, 
sturdily built playthings that are 
ready to launch new sales 
records. 

Here you will also find the 
good old standbys—the tried 
and tested Mengél favorites that 
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pile up sales year after year. 
nor fancies, but playthings that children 














Not fads 


love and parents are glad to buy because 








Toy Fair 
Headquarters 
Rooms 
805 to 807 
Hotel 


Breslin 








Mengel Playthings 


they recognize their honest dollar-for- 


dollar value. 

Be sure to see’ us when you 
are in New York—and if you’re 
not going to the Fair, write for 
our catalog. The Mengel Com- 
pany, Incorporated, Louisville, 


Ky. 
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KIDDIE CARS.—This is another big | 
Christmas seller and also one of the | 


lines that has become very short and 


some retailers are certain to lose busi- | 
ness they might have had with a full 


supply. 


deal of 


SKATES.—The Pittsburgh city council | 
has authorized the flooding of several | 
of the city playgrounds and from this | 


action is expected a good demand for 
ice skates. It will probably be heavy 
in stock goods rather than in skating 


outfits. Jobbers quote: 
Roller ee. —Union Hardware 
Co. line, No. 2, 65c. per pair; No. 3, 


No. 6, $1.50; 
$1.50; No. 38, 


75c.; No. 0. 
W inslow line, 
$1.60. 


$1.05; 
No. 3814, 


ice Skates.— Winslow line, No. 
2110, 82c.: No. 2110 L. S., $1.15: No. 
2120, $1. 20): No. 2120 L. S., $1.40. 


SKOOTERS.—A good many retailers 
wish they had been less sparing in 
their initial orders, because the de- 
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mand has been very strong and there 
is a very close clearance of stocks. 

SLEDS.—This item has been very 
active, not only on account of Christ- | 
mas, but because there has been a good | 
snow. Jobbers have been | 
obliged to bring in fresh supplies by | 
express in order to satisfy the demand. 

List to customary 


prices subject 


discount of 3313 per cent. Flexible 
Flyer, steering sleds, 38-in., $3.75 
each; 42-in., $4.75; 47-in., $6, and 52- 
in., $6.50. 


SIDEWALK SHOVELS AND CLEAN- 
ERS.—Weather conditions have been 
favorable to retail sales and have 
meant a constant demand upon job- 
bers. They quote: 


as No. 5, $4.20 per doz.:; No. 
$5; No. 7, $7.20; No. 8, $8. 40; 
Shobaie. wood, D handle, $6 per doz.; 
long handle, $5.50; galvanized steel, 
$11; black spring steel, $10. 


TOOL CHESTS.—An unusually good 





holiday demand has been experienced, 
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particularly for chests with tools be- 
yond the cheap class. Jobbers’ prices 
range anywhere from $3.20 to $65, ac- 
cording to the grade of chest and num- 
ber and quality of the tools. 


TOY AUTOMOBILES.—Reports vary 
somewhat as to business, but there 
seems to be a good demand for the 
lower prices toy cars carried by hard- 
ware stores, which sell from jobbers’ 
stocks at $5.20 to $12 each. 


VELOCIPEDES.—There has not been 
the trouble in supplying the demand 
for this line there has been in some 
others that are stimulated by Christ- 
mas demands. The holiday demand, 
however, has been good. Jobbers 
quote: 
Common types, steel tire, $2 to 
$3 each; rubber tire, $2.75 to $3.90; 
extra heavy, er tire, $5 to $6; 


Columbia No. 41, $9; No. 42, $11.25; 
No. 43, $13.50. 








A Better Merchant in ’26 


. Twelve NEW YEAR Resolutions that Shall Help to Make Me So 


By George Stock Turner 





Now, at the beginning of another business year, 
I firmly RESOLVE: 


To merit public confidence in 1926 by square deal- 
ing, by more efficient service as the buying 
agent of the people, by honest advertising of 
worthy goods. 


To meet competition, not to fear it; to meet it on 
its own ground with better methods, with more 
“hustle” and headwork, with a smile that wins 
the confidence even of children while disarming 
the ill-humor of the habitual “grouch.” 


To take the bank into my confidence, putting all 
my cards on the table and making it my finan- 
cial counselor and friend, instead of merely a 
convenience. 


To join the organizations of the trade—if still on 
the outside. To learn to co-operate; to lend a 


hand. 


To avoid “knocking” the other fellow. I'll help 
him in a friendly way when I can, and mind my 
own business when I can not. 


To make time and take time for the journals of 
the trade—to read them, to study them, to use 
them, remembering that they put into my hands 
each month a more thorough course in business 
administration—in merchandising the very 


goods on which my bread and butter depends— 
than any university has to offer. 


To guard well my credit—since good credit is 
hard to gain, but may so easily be lost. 


To buy wisely—and sell at a profit. To increase 
“volume” by every legitimate means, never for- 
getting, however, that it is “‘net’”’ that counts 
and that pays the bills. 


To help my employees to serve me better, by fos- 
tering teamwork, by delegating responsibility, 
by pooling my own trade knowledge and ex- 
perience with theirs, by showing real interest 
- them, not merely in what I can get out of 
them. 


To make all adustments and settlements with cus- 
tomers promptly, cheerfully, to the full satis- 
faction of the purchaser. 


To discount all bills—with the help, if necessary, 
of my friend the bank; thus making a first 
welcome profit on my goods. 


To cooperate as helpfully as I know how with 
those manufacturers and wholesalers who show 
appreciation of my problems as well as of their 
own in working constructively to build business 
for us both. 








Reading matter continued on page 68 
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Lee and Osborn make good use of the Hygrade Display Stand. In fact the Display Stand 
was developed from an original model made by Lee and Osborn for their own use 


With Hygrade Lamps, 
Lee and Osborn Laugh Last! 


sales have increased from less than $1000 
a year to $6000. And they sell practically 
as many lamps as all five.of the other 
dealers in electrical goods in Salem. 


When, ten years ago, the young firm 
of Lee and Osborn, of Salem, started to 
sell Hygrade Lamps the other dealers in 
incandescent lamps laughed at them. 


Foresight, energy and courage have 
made them the leading electrical dealers 
in the city. And Hygrade Lamps have 
helped them materially to gain this 
position. 


“Why take that lamp” they scoffed, 
“You'll never sell it!” 


But in spite of the scoffers, in these 
ten years Lee and Osborn’s Hygrade 





| Licensed under | 
| General Electric | 
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Gift Lines Active in New England Territory 
—Favorable Outlook for Spring Business 


(Boston office of HARDWARE AGE) 


HE Christmas season was a satisfactory one in the New En- 
gland territory. Both retail and jobbing houses attest to this 
fact. Although it will be some time before the final analysis 
is made it is intimated in authoritative sources that retail hardware 
sales showed a larger proportionate increase over 1924 than did the 


so-called dry goods or department stores. 


The reason for this is 


said to be found in the comparative cheapness of hardware and 


the relatively high department store prices. 


In some sections of 


New England retail dealers in certain towns are not enthusiastic 
regarding the holiday trade, but they are few and far between. In 
such instances there was a temporary laying off of workers or a 


reduction in operating hours of manufacturing plants. 
workers were conservative in holiday purchases. 


Naturally 
This cautiousness 


was necessary perhaps because of an 11 per cent increase in the 
cost of living, notwithstanding that layoffs are but temporary. 
During the next week Boston jobbers will give their attention 


largely to stock taking and salesmen’s conferences. 


During the 


first week in January many retail dealers undoubtedly will take ac- 
count of stock and more of them will go over stocks for the purpose 


of ascertaining spring and summer, 1926, requirements. 


For that 


reason there will be a natural and healthy letup in business, in all 


probability. 
in the hardware business. 


Most everybody expects 1926 will be a prosperous one 
The average retailer interviewed re- 


cently, however, has signified his intention of a continuance of con- 


servative buying. 


BARROWS.—Jobbers have made a 
slight upward revision in garden bar- 
row prices to conform with new lists 
recently issued by manufacturers. 
This change follows an appreciation of 
about 5 per cent in canal barrows about 
a month ago. Revised barrow prices 
follow: 

We quote from Boston jobbers’ 
stocks: 

Barrows.—Garden, from stock, steel 
wheel, No. 4, $5.50 each net; No. 5, 
$6. Wood wheel, No. 4, $5.75; No. 5, 
$6.25. From factory, steel wheel, No. 

4, $5; No. 5, $5.50. Wood wheel, No. 
4, $5.25; No. 5, $5.75. Toledo canal 
barrows, $5.40 each net. 


BASEBALL GOODS.—Jobbers are 
preparing to make a drive on base- 
ball goods for spring delivery. Con- 
trasted with a year ago, prices are 
practically unchanged. Harwood Jr. 
baseballs, which were $3.50 a dozen 
net, are now $2.75. The past season 
was a rather uneventful one in base- 
ball goods, consequently jobbers antici- 
pate larger sales for 1926. 


We quote from Boston jobbers’ 
stocks: 

Fielders’ Gloves.—No. 501, $4.50 per 
doz. net; No. 507C, $8.40; No. 509, 
$10.75; No. 511, $16; No. 514, $18; No. 
+ $22; other styles priced up to 


Catchers’ Mitts. — No. 569, $10 per 
doz. net; No. 574R, $18; No. 578T, 
$24; No. 577, $28; No. 588, $54; No. 
592, $72. 

Baseman Mitts. — No. 603, $16 per 
doz. net; No. 608, $27: No. 625 W, $40. 

Masks.—Boys'’ No. 25M, $4.50 per 

‘doz. net; Youth’s No. 31M, $19; 
Men’s, No. 41M, $42. 

Bats.—Crack - A- Jack, $2 per do 

net. Junior League, $3.60; King a 
Field, $7.20; burnt oil finish, $10.80: 


| 











Bing-Go, $12; Youth’s assorted slug- 
gers, $7.20: lLouisville Slugger, Jr., 
$5.40; Louisville Sluggers (regular), 
$16.20. 

Basebalis.—Per dozen net, Dandy, 
75¢c.; Boys’ Favorite, $4.50; Young 
American, $2; Junior League Special, 
$2; Junior League $2.75; Boys’ 
League, $4; Dollar ‘Lavety, $6; Pro- 
fessional League $8; Hardwood 
sie to” $12.50; ‘National League, 


BUTTS, HINGES, ETC.—The Stanley 
Works, New Britain, has issued a new 
list on such things as butts, hinges, 
etc., which shows an average slight de- 
cline. The company’s goods until fur- 
ther notice will be sold on a list and 
discount basis instead of net as here- 
tofore. 





CROWBARS. — New manufacturers’ 


prices are out on crowbars. They show 


a drop of approximately 5 per cent. 
We quote from Boston jobbers’ 
stocks: 
Crowbars.—Under 10 Ib., 67c. each; 
10 Ib. and heavier, 8%ec. per Ib. 


FENCING, GUARD, GATES.—Job- 
bers are taking orders for fencing, 
flower bed guard, gates, etc. It is be- 
lieved retail dealers, who did an ex- 
cellent business last season, cleaned up 
well and that 1926 will equal, if not 


exceed 1925 in consumption. 

We quote from Boston jobbers’ 
stocks: 

Fencing.—Cyclone fencing, flower 
bed guard, etc., from store, 45 per 
cent discount. Direct shipments, 
55 per cent discount, f.o.b. Wauke- 
gan, Ill. 

Gates.—Cyclone, from _ store, 40 
per cent discount. Direct shipments, 
53 per cent discount f.o.b. Waukegan, 


Ill. 
Guard.—Flower bed guard, 45 per 
Reading matter continued on page 70 





cent discount; trellis, 45 per cent dis- 
count. 


FREEZERS.—Now is the time for the 
retail hardware dealer to take account 
of ice cream freezer stocks and make 
plans for the 1926 season. Jobbers 
will be in a position after Jan. 1 to 
make deliveries to meet the retailers’. 
needs, consequently have opened their 
books. 


ae. quote from Boston jobbers’ 
stoc 

——ee Mountain, 1-qt., 
$4.85 list; 2-qt., $5.65; 3-qt., $6.75; 
4-qt., $8. 25; 6-at., $10.45; 8-qt., 
$13.50; 10-qt., $18; 12-qt., $21.50; 15- 
qt., $25; 20-qt., $33. 20; 25-qt., $42.60; 

Arctic, l1-qt., $4 list; 2-at., $4.60; 
3-qt., $5.55; 4-qt., $6. 80; 6-qt., $8.66; 
8-qt., $11.10; 10-qt., $14. 80; 12-qt., 
$16.65; 15-qt., $23.30; 20-qt., 0. 

Jobbers’ discount, 50 per cent from 
store or factory. 

Alaska Freezers, 1 qt., $2.95; 2 qt., 
$3.45; 3 qt., $4.10; 4 at., $5; 6 qt., 
$6.30; 8 qt., $8.20; 10 at., $10.75; 12 
. $14; 15 qat., $17; 20 qt., $21.50. 
Discount, 20-10 per cent. 

Alaska Gray Goose Freezer, 1 qt., 
$3.35; 2 qt., $3.90; 3 qt., $4.65; 4 qt., 
$5.70; 6 qt., $7.25; 8 qt., $9.35; 10 qt., 
$10.50. Discount, 20-10 per cent. 

Auto Vacuum, l1-qt., $5 list; 2-qt., 
$6; 3-qt., $8; 4-qt., $10. Discount, 
33% per cent. 


GUNS AND AMMUNITION.—Drop 
shot has been reduced 10c. per bag 
in price as a result of the recent down- 


ward adjustment of pig lead prices. 

We quote from Boston jobbers’ 
stocks: 

Drop Shot.—Air rifle, B and larger, 
$3.25 a bag net; Boy Scout, $4.85; 
Bullseye, $3.50. 

Guns. —Stevens air rifles, No. 12%, 
$4.05 each net; No. 26, $4.95; No. 12, 
$6.12; No. 17, $7.50; No. 27, $8; No. 
70, $12.45. Shot guns, No. 107, $8. 85; 
No. 115, $10.50; No. 215, $18; No. 235, 
$20.75; No. 315, $21; No. 330, $21.85; 
No. 353, $24.30. Savage, bolt action, 
single shot, No. 04, $6; repeating shot 
gun, No. 21A, $41.75. Baker Batavia 
leader, double barrel, $32; Black 
Beauty, double barrels, $50. Page & 
Lewis, 22 action, model D, $3.75. 


HEAVY HAMMERS.—In common 
with crowbar prices, manufacturers of 
heavy hammers have _ reduced lists 
slightly owing to a reduction in the 


cost of raw material. 
We quote from Boston jobbers’ 
: 
eavy Hammers, etc.—Heavy, un- 
iar 5 lb., 50 and 10 per cent dis- 
count; over 5 Ib., 60 per cent dis- 
count. Stone hammers, 60 per cent 
discount; wood choppers, mauls, 60 
per cent discount. 


LAWN ACCESSORIES.—Jobbers’ re- 
port orders for lawn mowers, trim- 
mers, rollers, sprinklers, rakes and 
rubber hose are in order. Quite a little 
forward business in lawn mowers al- 
ready has been booked. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers. — Colonial, 16-in., 
$8.25 each net; 18-in., $8.63. New- 
port, 16-in., $7. 75; 18-in., $8.13. Im- 
perial, 14-in., $14; 16-in., $15; 18-in., 
$16; 20-in., $17. Competitive makes, 
14-in., $5.50; 16-in., $5.75 

Lawn Trimmers. i, makes, 
$15 each list. Discounts, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller.—Water weighted, 18- 
in. diameter x 24 in. long, $13.34 each 
si6 34 24-in. diameter x 24 in. long, 

atenewe. —Lawn, fountain, $6 per 
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Tire Chains That Are Used 


You never see a set of Hodell 
Tire Chains under the seat on a 
rainy, slippery or snowy day. 
They are always on the tires 
making the driver happy and safe. 
Ordinary chains, that require 
overalls, gloves, a pair of pliers 
and jack to put on, can’t be used 
so often. Time—means so much 
to motorists that they take many 
risks, and drive inunsafe weather 
without chains, because ordinary 
chains take so long to put on. 
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These new tire chains make 
all bother unnecessary for 
they put themselves on. Just 
fasten “First Aid,” drive - puts the 
forward and close fasteners, sin a 
and they are on. 


Write for circulars de- 
scribing these new chains 
that are always used. They 
will increase your volume, 
because they repeat. 








Made in all sizes and types for fabric, cord and balloon. 
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doz. net; fountain, half circle, $5.50. 
tain King, $2.34 each net. 
Lawn Rakes. — Wood, 
$8.75 per doz. net; steel, $9. Two- 
bow, wood, $6.90; steel, $7.15. Hand- 
made rakes, three steel bows, 28 
teeth, $10 per doz. net. 
Hose.— %-in. stock: Commercial, 
8i4c. per ft.; Pointer, 7%c.; Leader, 
9c.; Vickson, 10c.; Olympia, 10%c.; 
Good Luck, 10%c.; Bull Dog, 1lé4c.; 
Milo, 12c.; Vigelent, 10%c. 
NAILS.—Quotations on wire nails 
from store remain as heretofore, but 
where retail dealers buy on direct ship- 
ment from mill, jobbers are quoting 
5e. a keg less than a week ago. The 
demand for nails for immediate and 
future requirements is satisfactory. 


We quote from Boston jobbers’ 
stocks: 
Nails.—Wire, from store, $3.70 per 


three-bow, 


keg base; from mill, in car lots, $2.65 
per keg base; in less than car lots, 
$2.95. Cement coated, in count kegs, 
from mill, in car lots, $2.40 per keg 


base f.o.b. Pittsburgh; in less than 
car lots, $2.65; from store, $4.60 per 
keg base. Cut nails, from store, $4.25 
per keg base. Hardened steel floor, 
direct shipments, $8.10 per keg base, 
Western cut nails, direct shipments, 
in car lots, $3.50 per keg base f.o.b. 
Pittsburgh; in less than car lots, 
$3.65. Tremont cut nails, direct ship- 
ments, $3.95 per keg, f.o.b. 
Wareham, Mass.; hardened _ steel 
fioor nails, direct shipments, $7.60 
f.o.b. Wareham. Cement coated nails, 
from store, boxed, $4.60 base. Fac- 
tory shipment, in count kegs, car 
lots, $2.50 base; in less than car lots, 
$2.30, f.o.b. Pittsburgh. 


POULTRY SUPPLIES.—Bookings for 
poultry netting continue in good 
volume, according to the jobbing trade. 
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| evincing interest in posts, but the real | 








Incubator and brooder sales so far this | 


year compare favorably with those for 
the corresponding period of 1924. It 
is anticipated early 1926 buying will 
run ahead of early 1925. 


We quote from Boston jobbers’ 
stocks: 

incubators and Brooders.—Standard 
makes, from store, 30 per cent dis- 
count; from factory, in car lots, 35 
and 5 per cent discount; in less than 
car lots, 35 per cent discount. 

Poultry Netting.—Galvanized after 
weaving, from store, 50 per cent dis- 
count: direct factory shipments, 50 
and 15 per cent discount, f.o.b. 
Worcester, Mass. 


POSTS.—Already the retail trade is 


_demand for current needs. 


| buying movement will probably not set 
in until after Jan. 1, say jobbers. 
Common opinion among the wholesale 
houses is that retail stocks are small. 


We quote from Boston jobbers’ 
stocks: 

Posts.—Line, te payers 61e- 
A 67c. each net; 7-ft., 7T5c.; tle-ft., 
7 


Cc. 
End. — Steel, 
$3.94 each, net. 
Corner. — Steel, galvanized, 7'.-ft., 
$5.70 each, net. 

Caps, Etc.—Line post driving caps, 
40c. each net; ornamental fence tops 
for line posts, 20c.; for end posts, 40c. 


REFRIGERATORS AND TOOLS.— 
Lines are already laid by the jobbing 
trade for the regular spring drive on 
refrigerators and refrigerator tools. 
The retail trade collectively disposed 
of a large number of coolers last sea- 
son, and is convinced sales can be in- 
creased in 1926. 


We quote from Boston jobbers’ 
stocks: 

Refrigerators.—Eddy line, in lots 
of less than five, 50 per cent dis- 
count. Prices range from $24.50 to 
$170.50 each list. 

Refrigerator Tools.—Awls, $11 per 
gross; picks, $1.58 and $6.18 per 
doz. net. 


galvanized, 7'.-ft., 


STEEL GOODS.—Considerable atten- 


tion is also being given by the jobbing 
trade to steel goods, with a view to 
rounding up business within the im- 
mediate future. Jobbers have ordered 
fully as heavy if not more so than last 
season, which would seem to indicate 
they believe the retail trade is short 
of merchandise. 

STOVES.—Oil cook stoves continue in 
It is be- 


_heved buying for spring requirements 
will be heavy. At least jobbers have 
_made preparations for a larger busi- 


ness next year. 


The jobbers figure 


that under the most favorable circum- 
_ stances it will be many months before 


anthracite coal will be 
_throughout New England in 


large 


_ quantities and that oil stoves will be 


needed badly in the average home. 


available | 


| 
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Prices to Retailers, f.o.b. Boston 
These are list prices. 


| counts are noted after each group. 


Oil Cook Stoves 


ee 

| Te ee $17.50 
No. 73 EEL EEE, 
DEO, TO GS BOND: coceccccccvccce Geet 
Dee ee ee I nan ones ne eures 39.50 








Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


PURITAN (improved Model)— 


i 2 ia tok ne vie oo ¥.b' ob $17.50 
No. 43 3 burners.............+..+ 22,30 
NO, 44 4 DURROEBs occ cccccccscscss Bee 


Puritan discounts same as Perfec- 
tion. 


on 
Ie ee $9.50 
No. 212 2 Ee 17.35 
BO, BES BS WUMOER: oc ccecocccesecs 22.00 
ls ee eS 6's 64.0 0% 6 460.0% 2800 
Dee, Bee © WEED, 6600 ccowscvccs 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ or 
No. 1105 high shelf only........ 75 
Nesco dealer’s discount, 30 a 3D 
per cent. 
Ovens 
PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.79 
No. 121G 1 burner glass door.... 4.9 


No. 122G 2 burners glass door... 6.00 
No. 142G ) 

Dealer’s discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent, 


PURITAN— 


No. 42G 2 burners glass door...$5.25 

Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 


NESCO— 

No. 05 1 burner solid door..... oY 
No. 5 1 burner glass door... 2.25 
No. 010 1 burner solid door..... 4, 15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 

Dealer's discount, 30 and 5 per 
cent. 

Water Heaters 

ES fe eee i enh ee eie woe $45.00 
Persection INO. 413 ....ccceccecces 40.00 
PO mOCeree FeO. GEE occ ccecccccccs 80.00 


Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Etc. 
Rockweave wicks, 25c. each. 
Perfection and Puritan, $4 per doz. 
and $48 per gross. 
Discounts same as on oil cook 
stoves, ovens and heaters. 





Accessories are little things; 
But, oh, how big they are 

In building men and business up 
Until they mount to “par.” 

Big men are only big because 
Each big man surely sees 

The value in all little things, 


In the—accessories. 


The pennies make the dollars grow; 
The little deeds, the great; 

The little acorns make the oaks; 
The little votes, the State; 

And little sales, when counted up, 
By slow but sure degrees, 

Build the foundations of success— 


It’s the—accessories. 


Accessories 
WILLIAM LUDLUM 


Great fortunes and great names, alike, 
From small beginnings rise; 


From little sales of little things— 
Springs up great enterprise; 

The greatest business in the world 
Was built from such as these; 


It is the little things which count— 
It’s the—accessories. 


Big sales, which run to large amounts, 
We boast about with pride; 
From little sales, though often made, 


We sometimes turn aside 


Forgetting—that the little sales 


Of little things are keys 


Which open doors to prospects vast— 


Watch the—accessories! 





Dealers’ dis- 
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TRADE MARK REG. 


Prosperous New Year 


Plan to make an extra sale and 
an extra profit with the staple, 


fast-selling 


TRADE MARK REG. 


Half Soles — Heels — Strips 


Steadily advertised in leading news- 
papers from coast to coast. Every 
family should buy from one to a dozen 
pairs. Easily put on at home. Will 
give exceptional comfort and are posi- 
tively guaranteed to outwear best 
leather two to one! 


Black or tan—for men, women and 
children. Each piece plainly marked 
“PANCO.” 


Order from your jobber, 
or direct—TODAY. 





THE PANCO COM PANY 


CHELSEA,MASS. 


rr 
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Active Week Reported in Chicago Territory— 
Holiday and Spring Lines Active 


(Chicago office of HARDWARE AGB) 


HE retail trade has had a very active week from all reports 
and at the same time the wholesalers’ business, as is to be ex- 
pected, is beginning to show the usual pre-inventory let-up. 
This year’s holiday business is generally conceded to have been un- 
usually large and hardware dealers have been anny successful 
in pushing merchandise suitable for gifts. 
In spite of this concentration on Christmas business, the sales of 
spring items for future delivery and of staple goods do not seem 
to have suffered materially. Future business is the best in years 


and bears out the very optimistic 
1926. 
While prices continue to be very 


prediction as to the outlook for 


firm changes this week were con- 


fined to rather sharp advances in lamp cord and linseed oil and sea- 
sonal declines in turpentine and white lead. Expectations are that 
there are apt to be several price advances, especially in the more 
staple lines, after inventory time when both retailers and whole- 
salers begin to fill in their rather depleted stocks. 

The steel industry is feeling a slight pre-inventory slump in the 
buying of finished products but prices remain strong. Structural 
material continues to be in exceptionally heavy demand for this sea- 


son of the year. 


AUTOMOBILE ACCESSORIES.—Sales | 
continue to show a most satisfactory | 


volume. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, 50c. each; 
regular. 58c. each: Champion X, 45c. 


each: Champion Blue Box line, 53c. 
each; A. C. Titan, 58c. each; lots of 
100, 56c. A. C. Special Ford, 44c. 
each 


Spot Lights.—Anderson, No. 3280, 
6.50. 


Horn.—A. A. Electric (Ford), $4 
each. 

Jacks.—National Standard No. 21, 
$1.20 each. 

Pumps.—Rose, 14%-in. cylinder $1.55. 

Chains.—Non-skid, dozen pair lots, 
3314 per cent discount; 10 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% oversize 
cord tires, $12.55 each; regular cord, 
$8.60 each; gray inner tubes, 30 x 3%, 
$1.80 each: red inner tubes, 30 x 3%, 
2.25 each. 

AXES.—Sales are fair and prices are 
unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., $14 
doz. base; double bitted, $19 dozen 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
doz. base. | 


BOLTS AND NUTS.—A very good de- | 
mand is reported and prices are firm. | 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount: small 
carriage bolts, rolled thread, 50-5 
per cent discount: machine bolts, 
cut thread, 50-5 per cent discount; | 
small machine bolts, rolled thread, 
50-10-5 per cent discount: all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE. — In addi- 
tion to the very good current business | 
a satisfactory volume of orders for | 
spring delivery is developing. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
case lots, old copper and dull brass 
finish, $2.76 per doz. pair; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, $3.84 per doz. pair; heavy steel 


bevel inside sets, case lots, $6.75 per 
doz.; steel bit-keyed front door sets, 
$1.75 per set; wrought brass bit- 


keved front door sets, $3.25 per set; 
eylinder front door sets, $7.50 per 
set. 


CHAIN.—Prices are without change 


and sales are good. 

We quote from jobbe rs’ stocks, 
f.o.b. Chicago: 3-in. proof. coil 
chains, $8.50 per 100 Ib.; Tenso, Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% _ electric 

welded cow ties, $2.75 per doz. 


‘COPPER RIVETS AND BURRS.— 


There is a satisfactory demand and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 45 per cent discount. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—The very heavy demand 
continues to crowd production. Prices 
are unchanged, except a sharp advance 


'in lamp cord. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise.-— No. 14 
rubber-covered wire, $8 per 1000 ft.; 
in 1000-ft. lots, $7.75; No. 18 lamp 
cords, $14.25 per 1000 ft.; in 1000-ft. 
lots, $13.65: %-in. brush brass key 
sockets, 18c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each; 
one-piece attachment plugs, 13c. 
each; two-piece attachment plugs, 12c. 
each; dry cells, boxes of 50, 30%c. 
each; less than case lots, 34c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each: No. 767, $2.62 
each: No. 776, $3. 33 each; No. 772, 
$2.62 each: No. 486, $3.85 each. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each, net. 

Loud Speakers.—Western Electric 
No. 522W, $9.50 list. Discount, 30 
per cent. 


FIELD FENCE. — Future orders for 


spring delivery continue to show a very 


Reading matter continued on page 74 





satisfactory volume. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $29.02 per 
we rods; 1848-6-14%, $44.08 per 100 
rods. 


FILES.— Prices are unchanged and 
sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicagc: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE. — Manufactur- 
ers’ advanced prices are holding firm 
with little prospect of any jobbers’ 
clearance prices next month. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $6.35; No. 2, 
$7.20; No. 3, $8. 35; 10- -qt. galvanized 
after made pails, $2. 25; 12-qt., $2.45; 
14-qt., $2.75; 5-gal. galvanized oil 
cans, ‘galvanized breast, $7.50 doz. 


GARDEN HOSE AND LAWN 
SPRINKLERS.—Sales for spring de- 
livery continue to show a steady and 
satisfactory volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, ime. 
quality, molded hose, %-in., 
per ft.; %-in., 14c. per ft.; ey 
good quality, wrapped, %-in., "9c. per 
ft.; %-in., llc. per ft. Lawn sprink- 
lers, Rain King, $28 doz.; original 
fountain sprinklers, $8 doz.: Rainbow 
38-in. high, $24 doz. 


GLASS AND PUTTY.—The demand is 
pushing production hard and jobbers 
are experiencing some difficulty in 
maintaining complete stocks. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 4 in., 87 per cent discount; 
balance, 85 per cent. Putty, pure 
grades, $3.75 per 100 lb.; commercial, 
$3.40 per 100 Ib 


HATCHETS.— The demand is active 
and there is a possibility that the 
cheaper grades will show an early ad- 
vance in price. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS. —Prices are 
very strong and the demand heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Vaughan-Bushnell. 16- 
oz. nail hammers, $10.50 doz.; May- 
dole, $12.60 doz.: other makes, 16-o0z. 
machinist hammers, $7.85 doz.: Com- 
petitive grade, 16-oz. nail hammers, 
$4.50 to $6 doz. 


HANDLES, AGRICULTURAL.—Sales 
are very good and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4 
ft., $4.50 doz.; 5-ft., $5.50 doz.: XX, 
41%-ft., $4 doz.; 5-ft., $4.80 doz: X, 
41%-ft, $2.40 doz.; 5-ft., $2.80 doz. 

Hay Fork Handles.—Bent, chucked 
and bored, best grade, with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.: xx ent, with strap, 
ferrule and cap, 4-ft., $5.50 Oz. > 
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A point we want 
to get over 


is that NONE BETTER Socket 
Wrench Sets are easy sellers. They 
are designed right, made right and 
priced right to produce a profit for 
you, and at the same time, please 
your customers. 













The No. 201 Set Illus- 
trated has eight sock- 
ets, 3%” to 15/16”, L 
Type Handle and 
Screw Driver and 
Valve Grinding Socket, 
all in a handy hinged 
metal container. 


There are ten sets shown in 
the catalog. You ought to 
have it. Sent on request. 


The New Britain 
Machine Company 


198 Chestnut St. 


New Britain 
Connecticut 





We Make Our Own 
Shovel Steel 


No types of steel prod- 
ucts undergo more 
harsh treatment than 
farm implements, and 
we furnish the steel 
used by the _ leading 
farm implement manu- 
facturers which they 
turn into the finished 
product. 

That’s why we can 
guarantee the durabil- 
ity of X-tra Quality 
Indiana Shovels. We 
know the content of 
the steel. It is our 
shovel from A to Z. 
The only thing we buy 
is ash handles. 

So we know they 
are worthy shovels 
and we can give the 
fullest value. Our 
steel has the same rep- 
utation in its field as 
does Crucible or 
Armco Iron in their 
fields. Retailers should 
specify Indiana Shov- 
els—Jobbers are pro- 
tected by our trade- 
mark. 





Ico - = 
Soup Stee! 






Look for (X) this trade- 
mark on the strap or cyl- 
inder of every shovel. 


Indiana Rolling 
Mill Co. 


New Castle, Indiana 


Affiliated with 


Galesburg Coulter-Dise Co. 
Galesburg, Ill. 


e 
make the 
following well- 
known brands of 
shovels, namely, “In- 

gersoll Special,”’ Indiana,” 
“Imperial,” “New Castle,” 
“Trojan,” “Matchit,” a shovel 
for every purpose and at varying 











prices. 
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414 -ft., $5.75 doz.; XX, bent, 412-ft., 
+P 290 doz.:; 5-ft. , $0.90 doz.; X, bent, 
,-ft., $3 doz.: 5- ft., $3.40. 


Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz.; XX, bent, 4-ft., $4.15 doz.: 41,- 
ft., $4.40 doz.; X, bent, 4-ft., $2.60 
doz.; 4%-ft, $2.95 doz. 

Garden Hoe ae —XX, 4%-ft., 
$3.45 doz.: X, m-ft., $2.40 doz. 

Garden Rake Handles.—XX, 516- 
ft., $5.25 doz.: X, 6-ft., $3.25 doz. 

Shovel at I a Md gular ‘pattern, 
XX, 4%-ft., $5.90 doz.; X, 41%4-ft., 
$3.90 doz.; D handle, grade, 
$7.95 doz.: X grade, 

Spade Handies.—D 
grade, $7.75 doz.; X grade, 


handles, best 
$6 doz. 


HANDLES, TOOL.— Sales are good | 


and prices strong. 
We qoute from 
f.o.b. Chicago: 
Axe Handiles.—No. 1 


jobbers’ stocks, 


Hickory, $4 


doz. ; No. 2, $3 doz.: second growth 
hickory, $5 doz.: finest selected sec- 
ond growth hic kory. $6° doz. 


Hatchet and Hammer WHandies.— 
No. 1, 90ec. doz.: finest second growth 
hickory, $1.50 doz. 


HINGES.—A fair amount of orders is 
‘bemg placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundies, 4-in., $1.03; 5-in., $1.42; 
H-in., $1.60: S-in., $2.70: 10-in., $4.30 
per doz pair: extra heavy T hinges, 
in bundles, 4-in., + 56: 5-in., $1.66: 
f-in., $2.08; 8-in., .56: 10- in., $5.10 
per doz. pairs. 


ICE CREAM FREEZERS.—Orders for 
spring delivery are showing a steadily 
increasing volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1- 
qt., $4.85 list; 2-qt., $5.65 list; $-qt., 
$6.75 list 4-qt $8.25 list: 6-qt., 
$10.45 list; 8-qt $13.50 list: 16-qt., 
$18 list: 12-qt., $21.55 list: 15-qt., 
$25.60 list; 20-qt., $33.20 list: 25-qt., 
$42 60 list; Arctic. 1-qt., $4 list: 2-qt.., 
$4.60 list; 3-qt., $5.55 list: 4-qt., $6.80 
list: 6-qt., $8.60 list; S-qt., $11.10 list. 
All the above less 50 per cent dis- 
count. Alaska Freezers, 1 qt., $2.95: 
2 qt., $3.45: 3 qt., $4.10: 4 qt., $5: 6 
qt., $6.30; 8 qt., $8.20: 10 qt., $10.75: 
12 qt., $14: 15 qt., $17: 20 qt., $21.50. 


Discount, 20-10 per cent. Alaska Gray 


(,008se Freezers, 1 qt., $3.35: 2 qt., $3.90; 
3 qt., $4.65; 4 qt., $5.70: 6 gt., $7.25; 
§ qt., $9.35; 10 qt., $10.50. Discount, 


2f- 10 per cent. 
ICE SKATES. — Sales are showing a 
splendid volume, especially on the bet- 


ter grades. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
Men’s and Bovs’, bright finish, 75c. 
pair. Half Key Clamps. Rocker, 
Women’s and Girls’, $1 pair: Key 
“lamp, Hockey, Men's and Boys’, 
$1.20 pair; Half Key Clamp, Hockey, 
Women’s and Girls’, $1.40. pair: 
Tubular Skates, Men’s or Women’s, 
tacer or Hockey, $5.50 pair. 

LANTERNS. — Sales are normal and 

prices are unchanged. 
We quote from jobbers’ 
f.o b. Chicago: Dietz D-Lite, $13 doz.: 
with large fount, $14.25 doz.: Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 


LARD PRESSES AND SAUSAGE 
STU FFERS.—There is only a fair de- 
mand, and prices are without change. 


stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chieago: Enterprise, No. 25, 
4-qt., $7.28 each: No. 31, 6-qt., $7.89 


each; No. 35, &8-qt., $8.67 each. 
LAWN MOWERS.—There is a notice- 
able slowing down in the volume of fu- 
ture orders, although a fair amount of 
business is still being placed. 

We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, 11l-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 101%¢-in. 
wheels, $10 each; 6-in., plain bear- 
ing, 4-knife, 19%-in. wheels, $8.65 
each; 1§-in., ball bearing. 4-knife, 
9-in. wheels, $7.85 each: 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in., ball bearing, 4-knife, 

each: 16-in., plain 
3-knife, 8-in. wheels, $5.85 


stocks, 


R-in. wheels, $8 
bearing, 
each. 
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' NAILS. — There is a normal demand | 


and prices are unchanged. 


We quote from jobbers’ stocks, 
f.0.b. (Chicago: Common wire nails, 

15 per keg base; cement coated, 
$2. 2 per keg base. The extra for 
galvanized nails is now $2 for 1-in. 
and longer, $2.25 for shorter than 
]-in. 


OIL STOVES.—There is a fine volume 
of business for spring delivery and | 


prices are firm. 


dis- 


These are list prices. Dealers’ 
counts are noted after each group. 
PERFECTION— 
ek, oe oe ED, on css wceeeeeses $17.50 
Pa, Sas a ee. od cee sbeou’ 22.50 
No. 74 4 burners...... 28. +4 
SS SF OO re 39.5 
Perfection dealers’ discount, 30 mon 
» per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
et yy (Improved Model)— 
a Se oe ec cameavéened $17.50 
No. Se aE. 0. 6c ccvercscscess SE 
ee 28.50 
Puritan discounts same as Perfec- 
tion. 
as PY 
PO Serre $9.50 
No Bae te Ms civ cwccvccccess 17.35 
No. 213 3 NS eit os be bh e-eie 22.00 
Ee go, 28.00 
a Ee ee 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf onlyv........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf Pircscceune 9.75 
Nesco dealers’ discount, 30 and 5 
per cent. 
Ovens 
PERFECTION— 
No. 211 1 burner plain door..... $2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
PE Schbdbude des noe6 600 505.49 6.15 
Dealers’ discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 
No. 42G 2 burners glass door...$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 
per cent. 
NESCO— 
No. 05 1 burner solid door...... $2.10 
No. 5 1 burner glass door....... 2.25 
No. 610 1 burner solid door...... 4.15 
No. 10 1 burner glass door...... 4.40 
No. 020 2 burners solid door. . 5.15 
No. 20 2 burners glass door..... 5.40 
No. 080 "2 burners solid door..... 5.40 
No. 30 2 burners glass door...... 5.7 
Dealers’ disc ount, 30 and 5 per 
cent. 
Water Heaters 
I a ee $45.00 
Perfection No. 412.............s- 40.00 
Parfection No. 421...........66- 80.00 


30 and 5 per,cent; 
and 5b per 


Nesco discount, 
Perfection discount, 39 


cent in lots of 10 or more; less than 
10, 30 per cent. 
Wicks, Etc. 
Rockweave wicks, 25c. each. 


Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


PAINTS AND OILS.— Linseed oil 
takes a sharp advance, while turpen- 
tine and white lead drop off. 


We quote from jobbers’ 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, $1.19 
per gal.; 5-barrel lots, $1.16 per gal. 

Linseed Oil.—Boiled, barrel lots, 
ae per gal.; 5-barrel lots, $1.19 per 
a 


cook 


stocks, 


Turpentine.—Barrel lots, $1.19 per 
al. 

Denatured Alcohol.—Barre! lots. 64c. 
per gal.; steel drums, extra, $6 re- 
turnable. 

White Lead.—190-lb. kegs, $15.25: 


50-ib. kegs, $7.75; 25-lb. kegs, $3.90; 
12%-lb. kegs, $2. 
Shellac. — (4%-lb. goods), white, 


$4.25 per gal.: orange, $4.05 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


Dry Paste.—Barrel lots, 7c. per Ib. 


PYREX WARE.—Sales are holding up 


in an excellent manner. 


We quote from _ jobbers’ 
f.o.b. Chicago: 


stocks, 
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Bread Pans.—No. $7.20. doz.; 


No. 214, $12 doz. 
Casseroles. — Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 182, $12 
doz.; No. 184, $14 doz. 


Casseroles. —Oval No. 193, $12 doz.; 


No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.: No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 


232, $14 doz. 
/ROLLER SKATES.—There is a stead- 


|ily increasing amount of orders for 
| spring delivery being placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates 
for boys, $1.40 per pair; for girls, 


Chicago roller skates 


$1.50 per pair. 
per pair; for girls, 


for boys, $1.30 

$1.40 per pair. 
ROOFING AND PAPER. — Sales are 
normal, with prices somewhat unset- 
tled. 


We quote 
f.o.b. Chicago: 


from jobbers’ stocks, 
Best grade slate sur- 
faced prepared roofing, $2.30 per 
square; best grade tale surfaced, 
$2.65 per square; medium talc sur- 


faced, $2 per square; light tale sur- 
faced, $1.20 per square; red rosin 
sheathing, $57 per ton. 


ROPE.—There is a steady demand and 
prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 24lc. to 26%c. per Ib.; 
No. 2 Manila, 23%c. per lb.; No 1 
Sisal, 17%c. per lb.; No. 2 Sisal 
16%c. per Ib. 


SASH CORD. — Sales are mantiontnity 
good for this season of the year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7, standard 
brands, $8.55 per doz. hanks; No. 8, 


$10 per doz. hanks. 
SASH PULLEYS.—There is a good ac- 
tive demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash _ pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. d0Z.; 
barrels, 48c. doz. 


SCREWS.—Jobbers report a satisfac- 
tory volume of business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 82-10 per cent new list; 
round head blued, 80-10 per cent 
new list; flat head brass, 76-20 per 
ceilt new list; round head brass, 74- 
10-10 per cent new list; japanned, 


74-10-10 per cent new list. 
SOLDER AND BABBITT METAL.— 
Prices are very strong and sales are 
very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $43 per 100 lb.; medium 45-55 sol- 

tinners’ 40-60 
$41 per 


.: high speed 
babbitt metal, $20 per 100 lb.; stand- 
_ No. 4 babbitt metal, $13 per 100 

STEEL SHEETS.—Sales are good and 


prices very firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5. 25 per 100 aad 28-gage black 

00 ] 


sheets, $4.25 per 1 
TORCHES. — There is a normal de- 
mand. 

Turner Master Line.—43-qt., $5.76 
each; 45-qt., $6.53 each; 47-qt., $7.08 
each; 48-qt., $7.18 each: 49-qt., $8.54 
each; 62-qt., (flat), $6.96 each. 


Turner Standard Line. — Gasoline- 
Kerosene, 9-pt., $5.33 each; 14-pt., 
$5.76 each; 22-pt, $6.53 each; 30-pt, 
$6.91 each: 38-pt., $5.76 each: 39-pt., 
$6.05 each; 92-qt., $6.79 each: 93-qt., 
$7.42 each: 105-pt., $4.88 each; 205- 
qt., $5.23 each. 

Clayton & Lambert Torches.—No. 
32, $6.30 each: No. 144, $5.25 each. 

Fire Pots.—Turner Line, No. 53, 
$7.20 each: No. 63, $7.97 each: No. 66, 
$10.18 each: No. 76, $7.13 each; No. 34, 
$8.67 each 
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Arevalions of a Culley Silesminm 


On Selling Cutlery 


By JOHN CASSIN—A Man Who Knows 


HE success of any business depends upon 

two essentials, its merit and sales power. 

That old school day story about the people of 
the world beating a path to the door of the 
maker of the best mousetrap, might have been 
true in those days—but—wnot in this day of prog- 
ress. The most meritorious article that can be 
made will remain upon the shelves of the maker 
unless it is sold, and sold thoroughly, so that the 
resale by the merchant can be easily made. 

Cutlery is part of the hardware business, one 
of the basic, as well as the strongest industries 
of the world. Yet were I asked, Is cutlery a 
successful industry? I would be compelled to an- 
swer—NO—Just on its way to be. Of course 
there are successful parts of the cutlery industry: 
there are several instances of wonderful earnings 
and success. There are other manufacturers of 
pocket knives, shears and other cutlery items who 
have earned a fair margin. But the cutlery busi- 
ness aS a whole, up to this time, has not been 
successful, if success is measured by the earnings 
of cutlery manufacturers. 

Why? Principally because of lack of Sales 
Power, due to lack of information or instruction. 
Measured with the gage of quality and merit, 
the American cutlery industry is a pronounced 
success. But of what use is that portion of suc- 
cess unless it is SOLD so thoroughly to the 
wholesale and retail mediums of distribution that 
its success of quality and merit will seep through 
to the user, and the only way the millions of pro- 
spective purchasers of American made cutlery 
will ever know of its great merit will be by having 
it properly sold to them. It is difficult for men to 
sell something they know little or nothing about. 
Barring the action produced by favorable impres- 
sion, which is often a stronger influence than 
actual facts, and pending the time that more sales 
power is used in selling cutlery through to the 
point where it is easily resold, thousands of retail 
hardware merchants are being deprived of their 
right to enjoy a successful cutlery business. When 
through indifference or for any other reason they 
are allowed to continue to think of cutlery as 50- 
cent pocket knives, 10-cent kitchen knives, 69- 
cent shears, etc., they are not only being deprived 
of part of a business they are entitled to, but 
they are also losing the trade building prestige 
that is invariably enjoyed by the retail merchants 
who know cutlery, and whose knowledge permits 
them to use good cutlery as one of their store and 
trade attractions. 

Excepting the instances where factory and job- 
ber salesmen know cutlery and are assisting re- 
tail merchants to resell the kinds and grades of 
cutlery best suited to their trade—the trading 
seems to have reached the point where cutlery is 


bought rather than sold. Last week while in De- 
troit a jobber’s young salesman showed me the 
patterns of pocket knives he SOLD? lots of. Not 
wishing to form a wrong impression I inquired 
about other patterns. No—he didn’t sell any of 
those—too high priced for his trade. Shades of 
E. C. Simmons!—what that master salesman 
would have said to that young man. But I couldn’t 
say much—simply “No, you’re wrong—and 
you’re wronging your customers.” You are Not 
selling those knives—some people are taking 
them away from you-——and unless they are buying 
their better grade goods elsewhere you have the 
poorest pocket knife trade I have ever encoun- 
tered. Fortunately for his customers, investi- 
gation disclosed they were buying better grades 
from other people and were taking these $4.00 
per dozen knives away from this young sales- 
man. 

However, he now knows better and no doubt 
will from now on really sell some cutlery. That 
is the kind of sales power that until corrected re- 
tards the American cutlery business. 

‘To illustrate another angle of selling I might 
mention that during the past two weeks I have 
examined the cutlery stocks displayed in the win- 
dows and cases of the leading retailers in three 
large cities. Most of the pocket knives and many 
other items in those stocks are of foreign man- 
ufacture. Aside from one instance where I in- 
ferred the store owner was thinking more of 
the land of his ancestors than of the country of 
his children, I could not think of a single reason 
why these stocks shotld not be at least 95 per 
cent American made goods. Examination of 
goods and inquiries about prices brought to light 
the astounding fact that these apparently leading 
merchants were offering foreign made goods that 
I do not believe are equal in quality, materials or 
workmanship to American made cutlery, at prices 
much higher than those at which they could 
profitably resell American made cutlery. I in- 
quired how and whv they handled these goods and 
obtained such prices. The net of the replies was 
that there was public demand—or they thought 
the goods were better, or that they could obtain 
better prices for foreign made goods. Assuming 
that these replies were made in good faith, and 
not in any way related to the “Gentleman friend 
of the Lady Cow,” they are nevertheless nothing 
but “Bushwah” as far as actual facts go. They 
form, however, a distressinglv true indictment of 
the sales power American made cutlery is depend- 
ing upon. 

Throughout the United States there are sev- 
eral hundred stores similar to those I refer to. 
They resell a tidy amount of cutlery. Aside from 
the fact that the American cutlery industry is 
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losing business which on merit and price it is 
entitled to. It is through the impression created 
by the stocks in those stores, losing thousands of 
dollars worth of business placed by smaller re- 
tailers due to their being influenced by what their 
larger competitors are handling. 

As far as public demand goes, I cannot recall 
of a single instance during the past 28 years 
where any of these foreign made goods have been 
advertised to the public other than by and 
through the retail stores handling the goods. 

The success of the American cutlery industry 
is in the hands of the retail hardware merchants. 
Fortunately, quality, merit and price are in fa- 
vor of American made goods, so no appeal to sen- 
timent or patriotism, or the commonsense reason 
of keeping our own workmen employed so they 
will have money to trade with us, is necessary. 
The great requisite is more information—what to 
buy, and the best ways to resell. 

One point about cutlery that should be made 
clear—is that in common with many other com- 
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modities there are justified price grades that will 
always exist here as well as abroad. Experts 
know that certain makes of goods are worth more 
than others. Therefore one of the first steps to- 
ward a better understanding of cutlery is to be- 
come acquainted with the names of the makes 
and brands that through and due to method of 
manufacture, represent first grade goods, for 
which the custom will gladly pay a little more. 
Next, an acquaintance with the “mostly machine 
made” goods—many of which are made “at a 
price.” Then a knowledge of the “cheap line,” 
whose only excuse for existence is price—this is 
the fellow you have to watch—he is often covered 
with a glossy finish. However, real good cutlery 
costs so little that there is hardly any reason for 
handling goods made merely to “sell at a price.” 
Leave them to the cigar, drug and other stores 
who cannot be expected to know the value of cut- 
lery and its “trade-making or trade-wrecking” 
qualities, as determined by the satisfactory ser- 
vice rendered by the article. 





Isn’t It So? 


I went into a department store and at a book 
counter I asked the girl, ““‘Have you Thompson’s 
‘Seasons?’” “Not here,” said she. ‘“You’ll find 
all such things in the grocery department, third 
floor.” 

Would I insist upon buying books there? I 


would not and I did not. Nor did I go to the 
grocery department to get seasoned. When a 
salesman indicates a lack of knowledge of his 
line, whether books or bathtubs, we just naturally 
excuse ourselves and look for a better store. 





Made for the 
HARDWARE MAN 
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ASSM’T 4100 
Price $3.95 


Handsome Display Container and one dozen shears, 6 pairs 
each—7 and 8 inch. Strong, heavy pattern, bright nickel 
finish, INTRODUCTORY OFFER: Try One Box. 


Eversharp Shear Company 


2000 Knowlton Street Bridgeport, Conn. 








From the most conservative New England villages to 
the broadest of the western prairies letters come, show- 
ing that thousands of users when buying holiday gifts 
are choosing the 


oLLEMOuT 
ROTATING COOKIE CUTTEI 


New pn ae and new packages for the holiday trade. Write 


for prices and samples. 


AMERICAN CUTTER COMPANY 
49 Oneida St., Milwaukee, Wis. 











SHOE L 
tin KNIVES  $ 
PRUNING RUBBER 
HANGERS’ Send for Catalogue MAKERS 


Paper Hangers’ Knife 





Rebert Murphy’s Sons Ce., 
Ayer, Mass. 














the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
a seller—low priced and good profit 
maker. Send for our special offer! 


DAZEY CHURN 4 
MFG. CO. 


4301 Warne Ave. 
St. Louis, Mo. 
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Telegraph Your Order 


for Inventory Sheets 
Now @ 


Thousands of dollars are saved annually by hardware merchants who use 
Hardware Age Simplified Inventory Sheets. 





Shorter time is required to list all Slow sellers can be eliminated. 
pment Low stocks can be replenished. 
Correct tax returns can be easily 

onde. Dead stock can be weeded out. 


Losses in the value of merchandise 


Proper bank and financial state- : 
are accurately determined. 


ments are quickly prepared. 
Stock turnover will be figured Insurance can be properly con- 


correctly. trolled. 


Each sheet is 16x 10% inches, printed and ruled both sides, on fine heavy 
bond paper, easy on the eyes, and designed to enable you to take your inven- 
tory with speed and accuracy. This is the largest and roomiest sheet on the 


market. 
There is plenty of room for every item—no crowding or cramping. 


Notice the simplified form—simple, yet complete—also the column provided 
for deductions and losses. 
































Harpware AGE INveNTory Recorp Pee — 
CALLED BY -—-—--—— DEPARTMENT EXTENDED BY ——— 
ee _ EXAMINED BY 
CALLED BACK SY. __. ____.. DATE- ERRORS EX’D BY — 

Keep Your Figures and Fractions in the Columns. Be Extremely Careful That You Do Not Mix Your Single Units With Dozens, or Dozens With Gross Quantities 
Published by HARDWARD 40M 263-249 West 30D STREET. NEW TORA Price complete with 100 Sbeete and Covers $2.0 aire Sheets $200 per Hundred 
PRICE} py COST... || tiers! DISCOUNT OR] MEMO 
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v¥ | QUANTITY ARTICLE WITH NUMBER OR SIZE COST EXTENSION |} Daduerton for ae TAKEN 




























































































Oh 
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ORDER YOUR SUPPLY NOW—THE PRICE HAS BEEN REDUCED! 


The new reduced price per 100 sheets is — $1.30 


(100 Sheets will accommodate 6800 items) Postage paid. 


The binders are $1.00 each. Cloth covered heavy board, 
fastening with string ties, permitting any thickness and 
eliminating protruding metal posts. 


Telegraph your order to 


Hardware Age 
239 West 39th Street 
New York City, N. Y. 
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Vindicating the Wholesaler 


VERY important vindication of the whole- 

saler and of his place in our economic 

scheme is contained in the report of the 
Committee on Methods of Distribution of the Na- 
tional Distribution Conference. After months of 
exhaustive examination of the whole question of 
distribution, the Committee renders this highly 
significant verdict: 

“The middleman (the wholesaler), who is often 
blamed for taking too large a portion of the con- 
sumer’s dollar, is performing a necessary func- 
tion, which is performed by some other agency 
even if he is eliminated, so that the expense of 
wholesaling remains.” 

Ever since the war the question of distribution 
costs has been actively agitated both in business 
circles and in the daily press. The general pub- 
lic, bewildered by the rapid increase in the cost 
of living and ignoring world conditions which 
were responsible therefor, have eagerly listened 
to political demagogues who assured them that 
the whole trouble lay with the excessive profit 
taken by the men who stand between the original 
producer and the ultimate consumer. At first the 
retailer was the particular target against whom 
the indignation of the public was directed, but in 
the last couple of years the hue and cry after the 
unfortunate merchant has largely died down, and 
lately it has been the fashion to make the whole- 
saler the goat. Now comes the impartial judg- 
ment of skilled and experienced men who, after a 
thorough study of the situation, express their con- 


viction that the wholesaler is performing a neces- 
sary and important function for which no substi- 
tute has yet been found. 

The Chairman of the Committee was L. D. H. 
Weld, Manager of the Commercial Research De- 
partment of the great packing firm, Swift & Co. 
of Chicago, and has included in its members 
wholesalers, retailers, manufacturers and oper- 
ators of chain stores, mail order, house-to-house 
selling and cooperative organizations. It would 
be hard to conceive of a body better qualified to 
express a judgment on the point at issue, or whose 
opinions should carry greater weight. As the 
Committee well says: 

The middleman system of marketing has de- 
veloped for the simple reason that middlemen are 
able to perform the marketing functions in the 
most economical and effective manner. Middle- 
men achieve economies in two principal ways: 
they acquire skill in performing marketing func- 
tions through specialization and achieve econo- 
mies by combining products made by different 
producers and manufacturers. 

“The term elimination of middleman is slightly 
misleading, because when one so-called middleman 
is eliminated, the producer, or someone else, has 
to undertake the functions previously performed 
by the eliminated middleman.” 

We hope that this report will deal a death blow 
to the great deal of idle talk that has been heard 
recently about the desirability of abolishing the 


wholesaler. 











Maker-to- Y ou 


By William Ludlum 


-NHE false god, Maker-to-you, has 
Been hoisted up on high 
‘ - To substitute all other gods 
Of those who trade and buy. 
The jobber’s god, the dealer’s god, 
Dethroned, lie in the dust, 
Created by this god of clay 
In which there is no trust. 


The false god, Maker-to-you, raised 
By those who “sell direct,”’ 

Would have us worship at his shrine, 
True gods of Trade reject. 

But though the peddler may accept, 
The “agent” sign-up, too, 

Our old “religion’s” good enough— 
We'll have none of the new! 


The false god, Maker-to-you, may 
Exist for some a while; 

And from old “profits,” tried and true, 
A thoughtless few beguile. 

But jobbers shall retain their sway, 
The ”’’sell direct” to junk, 

And merchants join with them to end— 
This “Maker-to-you” bunk. 








Reading matter continued on page 80 
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Anchor Brand 


Clothes Wringers 
ARE 


. -,47 ae | >, 
The Best p= cal 
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= The Best Wringers Made Are 


Anchor Brand 


Lovell Manufacturing Co. Erie, Pa. 


Largest Manufacturers of Clothes Wringers in the World. 











Chair 
Tips 


No. 12, 1 inch 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against 
the sharp ends of rocking chairs. 
Durable and easily 
fitted to the rocker. 
Catalog, prices and 
terms on request. 


Elastic Tip Co. 


370 Atlantic Ave. 
Boston Mass. 





No. 13, % inch 















Lupton Steel Shelv- 
ing in Storeroom of 
General ElectricCo., 
Baltimore, Md. 





or economical storage 
Fe Lupton Steel Shelving. It saves 


time and money in salesroom, shop, 
and stockroom. This equipment gives 
greatest convenience and most storage 
space with least bulk and depreciation. 


Lupton 


Ask for Catalog D 
David Lupton’s Sons Company 
2235 E. Allegheny Ave., Philadelphia 
Branches in Principal Cities STEEL 
SHELVING 














LANDRETH’S 


Garden and Flower Seeds 


Mixed Lawn Grass 


Now is the time to place your Garden, Flower 
Seed and Mixed Lawn Grass Seed order, if you 
have not done so for this Winter and Spring 
shipment. If you would like our prices, send us 
a list before buying elsewhere and we will quote 
you on Seeds of various kinds in bulk, in litho- 
graph cartons of | lb., 44 Ib. and % Ib. and in 
Flat Papers. We would also like to quote you on 
Mixed Lawn Grass. Please give us the oppor- 
tunity. 


1925 CROP 


Before buying for delivery after 1925 crop, send us a 
list of your wants that we may quote you ff our traveler 
does not call upon you at 
the proper time. 

We are the oldest Seed 
House in America, this be- 
ing our 14Ilst year in the 
Seed business. Had we 
not given good seeds, sat- 
isfactory attention to busi- 
ness and fair prices, we 
would not have existed so 
long. 


Business Established 1784 


D. Landreth 
Seed Co. 


Bristol, Pa. 
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Improvements to Sunbeam 
Cabinet Heaters 


The Fox Furnace Co., Elyria, Ohio, 


manufacturer of warm-air furnaces and 


cabinet heaters, has announced two new 


developments in its Sunbeam Cabinet 


| 
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Heater Line, namely the introduction 
of the Junior Size heater for three and 
four room homes, and a heater finished 
in Grained Walnut. 

The Junior Size Heater is smaller in 
size and heating capacity than the 
Sunbeam standard, and is designed to 
occupy less space and to sell for a lower 
price than the standard size, which is 
made for the five and seven room types 
of homes. Both sizes are available in 
Grained Walnut finish. 


—_— 


New Hasp Provides 
Latch Facilities 


The Frantz Manufacturing Co., Sterl- 
ing, Ill., has recently placed on the 
market a new hasp, designated to the 
trade as the No. 717 Safety Hasp. A 
feature of this new item is a sliding 








staple of hook shape that lifts and 
falls into place as the Lasp passes over 
it, providing a temporary latch. A hole 
in the staple is designed to take any 
size padlock, for locking. 

They are available in three sizes, 
3%-in., 4%-in. and 6-in. and are fur- 
nished in either bright steel or Japan 
and standard plated finishes, and are 
packed, with necessary screws, one 
hasp to the carton. 
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New Parkcycle of Sturdy 
Construction 


Designated to the trade as its No. 
900 Parkcycle, the American National 
Co., Toledo, Ohio, has placed on the 
market a new toy. The fork and frame 
are enamaled red and the fork stem is 
nickel plated. The handle bars are of 











the forward extension type, nickel 
plated, with rubber grips. Rubber 
pedals and ball bearings complete the 
equipment. The strength in material 
and sturdy construction make it a well 
designed and safe toy for a child. 





Chicago Spring Hinge Co. 
Issues New Catalog 


The Chicago Spring Hinge Co., Chi- 
cago, has issued catalog No. 42, listing 
the finishes of its products according to 
the recommendations of the United 
States Bureau of Standards. In pric- 
ing the catalog the decimal system has 
been used. 
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New Saw Set Has 
Pistol Grip Feature 


Equipped with an oscillating plunger 
and piston grip, the new saw set re- 
cently placed on the market by E. C. 





Stearns & Co., Syracuse, N. Y., and 
designated as the Pistol Grip Saw Set 
No. 695 is designed to enable the user 
to set the plunger to the pitch of the 
tooth, so that when setting a saw the 
plunger comes in conact with the tooth 
at the proper angle. In this feature it 
is possible to set the teeth on both sides 
alike, thereby clearing the saw equally 
on both sides and prevent it from cut- 
ting or running to one side. 





Hydrometer Receptacle 
Prevents Breakage 


Designed to prevent the breaking of 
a hydrometer, the Elwood Specialty & 
Mfg. Co., 30 Church St., New York, 





has placed on the market a hydrometer 
receptacle, illustrated herewith, a fea- 
ture of which is that it may be at- 
tached to the side of the automobile 
battery or elsewhere. 








The Ontario Knife Co., 
Franklinville, N. Y., has 
placed on the market a 
new type of grape fruit 
knife, with a 3%4-in. milled, 
serrated edge, a feature 
of which is the stainless 
steel from which it is man- 
ufactured, thereby elim- 
inating all stains from 
any fruit and the neces- 
sity of scouring or pol- 
ishing the knife. It is 
furnished with a _ solid, 
shaped, cocobolo handle, 
brass rivets and burrs, 
and is packed % doz. to 
the box, in an attractive 
| display as illustrated here- 
with. 


Reading matter continued on page 82 








Grape Fruit Knives with Serrated Edges 
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As Easy As 
Driving a Nail 


Anyone can set a saw 


4 at | a, § 
5 GO UE accurately and _ speedily 
f . i with a combined Gould 





\;. , AUTOMATIC “i Saw Set and Gauge. 
4% tL Pec This means your possible 
Te -t tad Fa sales will be increased to 

4 42 BP at least one to every 


saw-owner. 

The combined Gould 
Saw Set and Gauge is 
fool-proof. It prevents 
over-setting; insures a 
positive, uniform cutting- 
edge; saves hours of un- 
necessary saw-filing. It 
is indestructible, and sets 
from six to eleven teeth 
accurately with a single 
blow of the hammer. 
Retail price (Saw Set 

and Gauge complete) 

50 cents each. 

The combined Gould Saw Set and Gauge comes neatly 
packed in an attractive display carton with the following 
assortment : 

1 dozen No. 8; % dozen each of Nos. 7, 9, 10 and 11. 

The discount is 33-1/3 per cent to the hardware trade. 
Order from your jobber, or if he has none in stock send 
us your order with the name of your jobber and we 
will see that you are supplied. 

The combined Gould Saw Set and Gauge is uncondi- 
tionally guaranteed. 


GOULD PRODUCTS CO. 


Oakland P. O. Box No. 235, Station F Calif. 






























FORSTNER 
Labor Saving 


AUGER BIT 


Bores Any Arc 
of a Circle 


New Uses 


_The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 





Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 





(Reg. U. 8S. Patent Office) 


WOOD SCREWS 
MACHINE SCREWS 

DRIVE SCREWS 

STOVE BOLTS 
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Service 
Samples Gladly on Request 


CONTINENTAL WOOD SCREW CO. 
New Bedford, Massachusetts, U. S. A. 














No. 20 for No. 2 Stock 
Range %4—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


The right nipple is always on the job 
when you carry one of these tools. 


The Armstrong Mfg. Co. 
Bridgeport 
Conn. 
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A Lesson from the 


‘Glorified Peddler’ 


The house-to-house canvasser has many lessons to offer 
the hardware dealer but none more important than his 
demonstration of the advantage of a salesman knowing 


his merchandise thoroughly. 


When he approaches his prospects he has no indication 
of their probable interest in the particular article he 
is selling. However, by courteous approach and tact- 
ful presentation backed by a detailed knowledge of the 
use of the product and of the quality of all of its parts 
he succeeds in a worth-while percentage of his calls in 


awakening a buying interest and in making his sale. 


Your salesmen, under even more favorable auspices, 
can use the same methods right in your store to make 
that second sale that means so much to your profits. 


Your salesmen have an advantage over the house-to- 
house man in that customers who come into your store 
know vou either personally or by reputation; by com- 
ing in they demonstrate that they are in a buying mood ; 
your customers’ circumstances are in many cases known 
to your salesmen, hence, they are able to decide what 
merchandise other than that asked for may be of in- 
terest; the diversity of your stock presents many op- 


portunities to select articles of probable interest. 


The basic necessity is for your salesmen to know their 
merchandise—its use, its quality, not only in general- 


ities but in detail. 
Such knowledge of merchandise can be secured only 


by studying merchandise. 


In this, HARDWARE AGE always seeks to help. Edi- 
torially, HARDWARE AGE points the way to efficient 
selling. In the advertising pages the manufacturers 
very generally describe their various products, some- 
times giving very complete sales talks for your sales- 


men’s use. In the present issue have your salesmen 


note the following: 


Some Mitre Box Selling Points....... Page 6 
A Saw Education in Brief........... Page 22 
A Brooder That Will Burn Soft Coal. .Page 91 
Sales Points for Poultry Fountains....Page 92 
What Are the Desirable Features in 


PTT Tee Te Tee. Page 95 
A Tack Hammer That Will Interest Cus- 
0 eS ee Page 98 


Prepared Shingle Features That Attract 
the Home Owner .............. Page 100 
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Day Dreams of a 
Pessimist 


HIS is not a Thanksgiving story. However, 

it was written on Nov. 26 and you will 
perhaps agree that it has a very distinct Thanks- 
giving flavor. 

Here it is Thanksgiving Day and pencil in hand 
I sit gazing out through the drizzling rain wonder- 
ing what this month’s message shall be. 

Dreaming — day-dreaming — I looked out into 
the streets and watched the hundreds of cars 
scampering here and there. In the near far dis- 
tance I see hundreds of comfortable homes. I 
see people well sheltered, well fed, well clothed, 
needing nothing but wanting much. 

Still idly my mind reverted to Thanksgiving 
Day — its origin — its purpose. Dreamily there 
passes in review in my mind’s eye the history of 
this country of ours—these United States. I re- 
flect that the growth and development of the 
United States is an epic—a romance of the most 
inconceivable sort. 

Five hundred years ago there was no such 
country—it existed only in the imagination of a 
few speculative minds. 

Four hundred years ago, it was still a far-away 
land, still believed to be a portion of India. 

Three hundred years ago there was only a scat- 
tering of hardy pioneers clinging precariously to 
the Atlantic Coast line. 

Two hundred and fifty years ago, when we 
broke the connection with England, there were 
hardly more people in the whole of America than 
we have’ today in the State of Arkansas. 

The little settlements up and down the coast 
had grown bold to venture a short distance up the 
rivers, the Hudson, the James and the Potomac. 
A thin line fringing an unexplored country. 

Two hundred years ago, it was that the tide of 
emigration first broke over the Alleghany moun- 
tains and poured out through the river valleys 
into the middle west, halting at the Mississippi to 
reorganize, it continued its westward movement, 
never ceasng until brought up against the Pacific 
ocean. 

In 1918, when with several other Americans, I 
visited in France, I was interested in their older 
civilization. Often when I viewed some old build- 
ing constructed in the year 1600 or there about I 
was struck with the thought that when that build- 
ing was erected America was not shown on the 
map. The builders of that castle or that bridge 
never heard of America. Yet, in the period inter- 
vening since its construction there had come into 
being a nation numbering one hundred millions of 
people who were destined to be the deciding victor 
in a war between other nations who were old, very 
old, before America was dreamed to exist. 
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In things material we are the richest people 
that ever existed. Our commerce is leading the 
world. Read the news from any foreign country 
and you find them complaining that American 
goods and American methods are in the ascen- 
dency. It is significant at least that only recently 


we compromised with Italy her war debt to us. 


This is the Italy—the Rome—whose civilization 
had risen to heights and was decaying even when 
Christ was born. 

This remarkable growth, this great national 
wealth is nothing to boast of or to be proud of 
except it is so clearly reflected in the generally 
high standard of living known only in America. 

There is no people under the sun whose stand- 
ards even remotely approach those of the United 
States. 

Our high living standards are exemplified by 
this incident. In a dispute between a certain class 
of semi-skilled laborers and an employer, the Ar- 
bitration Board made up a schedule of what they 
thought a fair wage ought to buy for the laborer. 
On the list I noticed grape fruit for breakfast. 
A trifle to be sure, but significant in the light of 
the fact that in other countries grape fruit is un- 
known to all but the very wealthy. 

One thought provokes another. Perhaps it is 
the rain that recalls to mind some recent com- 
plaints that business is poor and “times are hard.” 
I can see signs of slack business, but to save my 
life I can not see any hard times. 

I have often thought what a fine thing it would 
be for our peace of mind if once in a life time each 
person in this country would be required to go to 
some foreign country and there for a whole year 
live, and make a living. After that experience 
the words “poor business” and “hard times” 
would never be heard again in America. 

Well here it is six o’clock and lots of hard luck 
ahead, but what can you expect in such rotten 
times in this rotten country. I’ve got to drive 
out home and then I’ve got to eat turkey and dress- 
ing and cranberry sauce and creamed potatoes, 
and peas and pumpkin pie and ice cream and then 
I must sit around the fire and listen on the radio 
to grand opera in Pittsburgh and jazz music in 


Chicago. 
It’s a hard life, shipmates it’s a hard life. 
L. P. Biacs, in THE NAIL HEAD. 








Things to Keep in the Background 


There is something in what you keep away 
from the customer as well as in what you present. 
The operator making phonograph records keeps 
away all needless or undesired sounds. The pho- 
tographer keeps out of the picture every non- 
essential that can be avoided. The hardware 
salesman ought to seek to keep his customer from 
being mentally distracted by other sights, sounds, 
impressions, than those connected with the sale 
in question. Keep the prospect’s mind on the 
proposition if you want to make a sale. 
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CHALLENGE 


Ref r gerato rs 


Read this 
if you don’t 
sell refrigerators 

A good many refrigerators 
will be sold in your town dur- 
ing the next year. 

Why shouldn’t your cus- 
tomers buy their refrigerators 
of you? 

Why should you send these 
profits down street to some 
other store? 

You can put in a represen- 
tative Challenge line at no 
great investment, and in a lit- 
tle while develop a very nice 
business. 

Write to your hardware 
jobber, or us direct, about how 
to get started. 


CHALLENGE REFRIGERATOR CO. 


Grand Haven, Michigan 
Challenge Refrigerators are the 


product of 42 years apecialized 
manufacturing experience. 
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Floor Heater Combines Radi- 
ation and Convection Types 


Designated to the trade as the floor 
type Solar Glow electric heater, the 
Westinghouse Electric & Mfg. Co., East 
Pittsburgh, Pa., has recently placed on 
the market a new heater, com- 





— 


bining the advantages of the radia- 
tion and convection types, designed 
to provide a hygenic heat, free from 
all obnoxious gases. 

It is finished in statuary bronze, the 
sides and back similarly finished. A 
buffed copper reflector aids in distribut- 
ing the heat. The heating element 
consists of wire coils, staggered in a 
one piece porcelain unit and protected 
by a removable guard. A three heat 
indicating control switch permits con- 
trol of heat as desired. The heater is 
designed to connect with a standard 
conduit wiring system, and is provided 
with a six foot cord. 





Skate Grinding Machine 
Has Dual Purpose 


The skate grinding machine recently 
placed on the market by the Berghman 
Company, 5428 Fulton Street, Chicago, 
has other uses when the skating season 
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7 BERGHMAN 


Lrate Grinding 


Machine 
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has passed. The motor is designed for 
grinding tools and cutlery, preparing 
metal surfaces for welding, polishing 
golf clubs, silverware and tarnished 
merchandise. It is totally inclosed and 
dust-proof. The abrasive wheel is 8 
in. by % in. and made of alundum. 
The buffer is 7 in. by % in. The mo- 
tor operates at 1750 r.p.m. and has a 
10-ft. cord with attachment plug. They 
are furnished for either alternating or 
direct current. 





Improved World Time 
Radio Clock 


The new Radio World Time Clock, 
recently placed on the market by 
George B. Gardner, 923 Hutchinson 


Court, Brooklyn, N. Y., shows marked 
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improvements over the former model. 
It is designed for radio receiving sets, 
to enable users to follow the programs 
of the various broadcasting stations, 
regardless of the time zone in which 
the station is located. It shows the 
time in all parts of the world. 





The hour hand is set to indicate local 
time (in the illustration it is on Cen- 
tral), the names on the dial acting as 
hour hands for time in the other zones. 
The minute hand is correct everywhere, 
thus the illustration shows it to be 
3 minutes after the hour in all time 
zones. The clock will run for 30 hours 
on each winding and is guaranteed to 
keep correct time. 


Renewable Fuses Are of Sim- 
plified Construction 


The Chicago Fuse Mfg. Co., Laflin 
and Fifteenth Streets, Chicago, manu- 
facturer of electrical protecting ma- 
terials and conduit fittings, announces 
modification in its line of “Union” re- 





newable fuses of the knife-blade type, 
which is stressed as making them ex- 
ceptionally simple in design and con- 
struction. 

The significance of this development 
is that they have been designed to 
feature durability, ease of renewal and 
minimize the cost of fuse maintenance 
wherever they are used. Durability is 
gained by the rugged construction 
made possible by the simplified design, 
thereby affording an unlimited number 
of renewals. When the fuse is taken 
apart for renewal of the fusible ele- 
ment, there are only three loose parts, 
the fiber case, the knife blades and one 
of the loose screw caps. These new 
fuses are available in all standard rat- 
ings—from 65 to 600 amperes, 250 or 
600 volts and are fully approved by 
the Underwriters. 
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New Auxil-A-Phone an Aid 


to Hearing 


Designed to isolate the speaker 
from surrounding noise or distraction, 





the Telephone Auxiliary Co., Inc., 19 
Madison Ave., New York, has placed 
on the market a new device, to be 
known in the trade as the “Auxil-A- 
Phone.” It is a head phone, without 
electrical connection, much on _ the 
order of the present day radio receiv- 
ing headphones. The regular tele- 
phone receiver is placed against one 
ear piece, and it is said to enable the 
listener to hear a telephone conversa- 
tion clearly and distinctly. 





Wrench Kit Set of Three 


Wrenches 


The Bonney Forge & Tool Works, 
Allentown, Pa., has placed on the mar- 
ket a new wrench kit, known in the 
trade as the No. 1. Sample Kit. This set 
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comprises a leatherette roll and three 
of the most popular size double end 
Chrome Vanadium engineer’s wrenches. 
As each wrench has a different opening 
on both ends they are designed to pro- 
vide for six of the most used size nuts 
and bolts, 3/16-in., %-in., 5/16-in., 
%-in., %-in., 9/16-in. 
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Approved! 
by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets that 
are the recognized stand- 


ard in their field. 





her is a. 


Hinge made {or par- 
THUTTT III ticular we with every 


TUBULAR RIVET & STUD door that swings in 
COMPANY buildings large a small 


BOSTON 


Coast Representative 
J. T. McDEVITT RI | | IN 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
Manufacturing Co 


E RIE, ENN YLVANIA 
' ate : ce a | | 9 Sees va a 7 a 7 


45 WARREN ST. NEW YORK 


74 W. LAKE ST. CHICAGO 
28 BINFOARD ST. BOSTON 
















































































86 HARDWARE AGE 


OH Q6O™~s 





The 
Profitable 
Line of Gates 


Cyclone Gates—the standard of the world. 





They are backed by all the prestige of the 
famous Cyclone Line. 


Built in many attractive styles. Suitable 
for all purposes. 


Sell Cyclone Gates with other Cyclone 
Products—get maximum profits by han- 
dling the complete line. 


Write for No. 14 Catalog 


CYCLONE FENCE COMPANY 


Factories and Offices: 

Waukegan, Ill. Cleveland, O. 
Newark, N. J. Fort Worth, Tex. 
Pacific Coast Distributors: 

Standard Fence Co., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, Ore. 


Ornamental 
Walk Gates 


Frames made of 
heavy steel tubing 
PAP APAE AES Bh. with scrolltop. Fur- 
THLE 
THT nished with hinges 
A MUTT and spring latch for 
mppreaienesanscasene wood posts. Frames 
painted green. 
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Double-Drive Gates 


Built in standard heights for openings 8 to 
18 ft. Furnished with wood post hinges, 
also fittings to hold one-half of gate while 
other half is used as walk gate. 








The Mark of 


The 
Quality 


**Red-Tag’’ 
































Here's the List you need- 
Its Verified 








Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


Gives names and addresses of Hardware Retailers, 
with ratings based principally upon annual sales; 
and also shows names, addresses, capitalization, ter- 
ritory covered, number of traveling men, names o 


buyers and lines handled by Hardware Wholesalers. 
CONTENTS 


Wholesale Hardware Houses and Manufacturers’ 
Agents in United States, Canada and Foreign Coun- 
tries. 

Retail Hardware and Housefurnishing Stores, includ- 
ing Retail Departments of Wholesale Houses in 
United States, Canada and Foreign Countries; also 
General Stores, Lumber Yards, etc., handling hard- 
ware. 

5c, 10c and 25c Stores carrying hardware in United 
States and Canada. 

Department Stores carrying hardware and housefur- 
nishings in the United States. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 
mags Merchants handling hardware and kindred 
ines. 

Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and housefur- 
nishings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every eales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 
additions and corrections, and these all appear in the Sixth 
Edition which is the current issue. 


Hardware Wholesalers find Verified TAst of great value in 
*‘checking’’ their retail prospect records. 


$12.00 postpaid 
HARDWARE AGE 
(Verified List Department) 
239 W. 39th St. New York, N. Y. 
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Screen Door Catches Made Right 











THE QUALITY LINE 











Your Orders 
Accepted 
Now, for 
Shipment 
Later. 


READING HARDWARE COMPANY 









Have Your 
Stock Ready 
When the 


Season Opens. 





New York 
Philadelphia 


READING, PENNA. 


Chicago 
San Francisco 





John H. Graham & Co... 





The 
Steady 
Selling 
COES 


Time was when the majority of wrench 
sales were confined mostly to shops and me- 
chanics. 


Today home owners, boat owners, motorists 
and farmers are all steady customers for de- 
pendable screw wrenches. The best known 
of all screw wrenches is the old reliable 
COES. 
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The COES Knife-Handle Wrench dates 
back to 1841 when W. H. Harrison was 
president. 


There have been many changes in presi- 
dents since, but comparatively few owners 
of COES Wrenches have had reason to 
change to other makes—hence “The steady 
selling COES.” 


All Leading Jobbers Carry Coes Wrenches 


COES WRENCH COMPANY 


“In business since 1841” 


Worcester 


Mass. 


SELLING AGENTS 


a G. Sete Ge Ges cc occ ccs 


..113 Chambers St., New York 


29 Murray Street, New York 
Fenwick Freres....... 8 Rue de Rocroy, Paris, France 
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Fig. 1745 





Windmill Force Pumps 


Here are three typical types that will interest 
your trade. 

Fig. 1745—An adjustable stroke force pump 
standard containing features of construction 
ordinarily found only in pumps of higher 
price. Separate flanged base. Differential 
packed plunger. Flanged bearer. Renewable 
slide bar bushings. 

Fig. 444—A moderately priced force pump 
standard made in 6-inch adjustable stroke. 
Fig. 440—An ideal pump adapted for hand 
or windmill use. Revolving tight top. Pis- 
ton rod always in line because stuffing-box 
and rod guide are made in one casting. 

Our 256 page general catalog and special 
bulletins featuring every type of Deming 
Pump will be sent to any pump dealer upon 


request. 
THE DEMING CO. 
Est. 1880 SALEM, OHIO 
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Manufacturers of Paint and Varnish~ 
Have You Ever Considered The Fact 
That 


THE DEALER 


Means As Much To You As The Consumer ? 





To secure the proper distribution of your product you must create a 
dealer demand as well as a consumer demand. The buying public you 
reach through national advertising needs the stimulus the dealer can 
give them if he is “sold” on your product. 

Hardware Age reaches every one of the worthwhile hardware dealers— 
wide awake merchants who know how to sell a worthy product. Tell 
these dealers your story in Hardware Age and make your product well 
known to not only the consumers but to those who are closest to them, 
the dealers. 
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The “Home Town” Customer 


GRUNT LILIA BUHAY A 1 a 


The Smiths, Browns, Jones—about every family 
in your town knows him. 





A word from him means a whole lot, especially 
when that word is “Perfect” and the product is 


Screen Wire Cloth. 
——- Because every home his family visits and every 
piece family that visits his home usually bring up the 
subject of screens. 
They just can’t help advertising “Perfect”— 


their Windows, Doors and Porches are all screened 
with it. One tells another. 


Keep supplied through your jobber. 
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LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 








s ADJUSTABL 
=a) DOOR HANGER 


To draw the line between Myers New-Way 
Giant Door Hangers and other styles of tubu- 
lar hangers is to invite comparison with others. 
This is a hanger of exceptional merit, neatly 
designed—attractively finished—endowed with 
many improvements—it sells easily, carries a 
nice margin of profit and affords superior slid- 
ing door service for barns, garages, sheds and 
other buildings. 

















DIRT AND THE 
WEATHER 






Our new door hanger catalog, No. DH26, is 
now ready for distribution. It illustrates, de- 
scribes and lists the complete line of Myers 
Stayon and Tubular Hangers. Your request 
for one or more copies will receive prompt at- 
tention. Write us today. 














ADJUST 
THE DOOR TO 
OR FROM THE 
BUILDING TO 
PREVENT SNOW 
ORRAIN FROM 
— 



























SJheMYERS 
NEW WAY TUBULAR TRACK 
DIRT AND DUST PROOF 
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nEF.E, MYERS & BRO.co. 


Fil. AND, ¢ OH iO. 


atm SH. HAY TOOL WORKS 




















AT BASE OF 
DOORS 
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aS <i 7) POULTRY 
AREY NETTING 


Your customers want Poul- 
try Netting that looks well 
and wears well. 


Superior Brand Poultry 
Netting has perfectly straight 
selvage. It is erected easily 
because it is perfectly straight. 
It is free from bags or humps 
and when in place will remain 
tight and free from sags. 

It is heavily and lastingly 
galvanized. Made in 2”, 11%”, 
1” and 34” mesh in standard 
rolls of 150 lineal feet. Gal- 
vanized before and galvanized 
after weaving. 

It costs no more for the 
best. 


G. F. Wright Steel & 
Wire Co. 


Worcester, Mass., U. S. A. 














SIEVERT 


(Sweden) 
BLOW TORCHES 
and STOVES 


Over 400 Types—The Best by Far 
We also carry a full line of Swedish Quality 
Hardware 


Order from your jobber to-day, or write. 


SCANDINAVIAN 
WESTERN IMPORTING COMPANY 


509 E. Hennepin Ave. Coristi Bldg. 
aenesealin, Uiten. 116 Broad St, N.Y. eatocal. en. 























nn You Sell 
GARDEN HOSE 


Protect your customers by using and 
selling Sherman Wrought Brass Hose 
Fittings. Standard for over 20 years. 
They give everlasting service. 

Take the Sherman Diamond Hose 
Nozzle for example. This nozzle throws 
more water farther than any other. It 
gives a straight stream or a perfect 
spray and shuts off tight. It never 
drizzles or leaks. 

The user is insured against wet feet. 
Made in 3” size only. 

Diamond Nozzle The name 


SHERMAN 


on hose nozzles and hose 
clamps is your guarantee of 
a solid wrought brass coup- 
ling that is rust-proof clear 
through and everlasting. 

Remember we use heavy 
wrought brass only. A screw- 
driver is the only tool needed 
to apply. These hose clamps 
can be used over and over 
again. Every size for every 
type of hose. 

Your Jobber can _ supply 
you. If not—write us. We 
also make Brass Hose Coup- 


lings. 
H. B. SHERMAN MFG. CO. “Herman Hose Clamp 
pire r (Patented) 


Battle Creek Mich. 








Ice 


Sidewalk Type 


Built to last. Welded con- 
struction. Curved blade of 
special alloy steel permits 
user to pry under ice without 
stooping over. Iron and 
wooden handle types. 

Write for circular and prices. 
GIFFORD-WOOD COMPANY 
Main Office & Works: 7 Hill St., 
Hudson, N. Y. 

New York,Chicago, Boston, Pittsburgh 















PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. oo is a big 
seller for home use. 


American Shearer Mfg.Company 
Nashua, N. H. 
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Watch the Weekly Market Reports 


in this paper and you'll buy Hardware right. 
Remember money saved at the buying end is as 
good as money made at the selling end 
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Repeat Order 
QUALITY 


COA 


We will be glad to send you prices. 


BEMIS & CALL CO. 


(Sp 





Bemis & Call Wrenches offer more than 
immediate sale possibilities. Their excel- 
lent quality and improvements guarantee 
a large and more satisfactory business of 
repeat orders. 
They make good 
friends with their users. 
are your best assets. 
Handles, Frames and Bolsters are one 
piece, powerfully braced. Screws are made 
of solid high grade steel. Bars forged 
— open-hearth steel with oval front and 
ac 


in service and make 
Their “friends” 


ICI 


NUL 


Springfield, Mass., U. S. A. 


IU 








A New Display Board 





displayed. 


catalog No. 500 





Incorporated 


475 Shrewsbury Street 








Wacpen- WoRrRCESTER 


Worcester, Mass., U.S.A. 


Carrying General Service 
Socket Wrenches for 
Twenty Popular Cars 


The wrenches in this selection are 
adapted particularly to service and 
repair operations on the following 


See how easy we have made it for 
dealers to secure this business. 


From the time you start showing 
these wrenches—sales start a 
continue as long as you keep them 


Ask your Jobber or write for 
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TYPE 3001 


Ball-Bearings Protected 


Cars: - 
Chevrolet Nash from Dust and Moisture 
oe cies In “Ajax” Spring Pivot Hinges the Ball- 
Durant Lincoln Bearings are at the top away from dust and 
Hupmobile Studebaker moisture. 
Willys-Knight Oldsmobile 
Packard Oakland These hinges are attractive in appearance, 
Dodge Overland nicely finished and so strong and durable that 
Essex Reo they last for years without attention. 
Hudson Jordan : ’ 

Send for latest Catalogue No. H-42. 


Chicago Spring Hinge Company. 
NEW YORK 
A, 


CHICAGO 
U.S. 


~(CHICAGO)~- 
SPRING HINGES 














LINE of POULTRY SUPBSLIES 


Sells easily - Stays sold 





calli t\\ Rial 
Brooders The Royal Brooder Successfully Burns Soft Coal eh ey “th 
Ney sc a an os 
Incubators Handle the Royal Brooder this year and your trade will appreciate the Wy > -™.: ¥ 
Waterers service. The Royal Brooder is made with an extra large fire-pof with NS en os) : 
atere straight sides. It will not cleg and the fire holds perfectly even with soft ey 
Feeders coal. Combustion is complete because of the large 5 inch smoke pipe and ees J 
F : extra large combustion chamber at the top of the stove. ap 4 i 
Non-Freeze ountains The trade wants a brooder stove this year that will handle soft coal success- \. PT 204 4 
Miscellaneous Supplies fully and the Royal will do it. ; on Ley 
X; Cem 


ROYAL MANUFACTURING CO. TOLEDO, OHIO 
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Wherever Thermometers 
Rise-PEERLESS FANS 


cor 


The 
PEERLESS ELECTRIC COMPANY 


WARREN, OHIO 
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Winter Poultry Fountains 





Moe’s No. 8 Fountain, with thick insulated 
double walls to retard freezing, making an ex- 
cellent drinking fountain for the winter months. 
Equally desirable in summer, as it keeps the water 
cool and fresh. Has a large filler opening so 
it can be flushed out and kept in a sanitary con- 
dition. This is a highly important feature. 

A great favorite with the poultry raiser. 

Plenty of drinking water increases the egg 
yield. 


Write for New Catalog of “Moe's Line” of Poultry 
Equipment—Everything for Chicks and Chickens 


HOEFT & COMPANY, Inc 
2305 Davis St. North Chicago, Ill. 




















Ball Bearing Furniture Caster 


In the Acme one large surface ball is in contact with 
the floor, revolving upon smaller anti-friction balls. 
Practically frictionless. Moves in any direction in- 
stantly, noiselessly, without injury to floor or floor 
covering. 


From your Jobber: send for Catalogue 





**Roll along on Acmes’’ 


THE SCHATZ MFG. CO. 
Poughkeepsie, N. Y. 


AGENTS: 


J. C. McCarty & Co., 29 Murray St., New York City 
W. Gause Company, 693 Mission St., San Francisco, Cal. 
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The LOCK 
of THE AGE 


Cannot be jim- 
mied, sawed or 
forced. Made in 
Rim and Mortise, 
Front and Store 


FRANCIS KEIL & SON, Inc. 


Door. 401-425 East 163rd St., New York, N.Y. 
Cylinder pattern. 


———e — -— 


Established 1876 
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Be Ready for the 
COMING BOATING SEASON 


It is predicted that 1926 will be the biggest season 
for boating ever known. 


Every man who owns a 
boat is a prospect for 


JEFFERY’S 


Waterproof Marine Glues 


This famous glue will make any boat leakproof so 
long as the frame is in fair condition. It is easily ap- 
plied—always elastic. 

We advertise it nationally, co-operate with dealers, 


provide booklets with your imprint, circularize in your 
locality and assist you to make sales in every helpful 








way. 
ees, 
ark: soy 
L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 








The Improved air duct increases the heating 
capacity about 30 per cent in our 


WASHINGTON 
HOME FURNACE 


Placed above the floor, hence saves 
the cost of digging cellar. 


Produces circulating, moist heat for 
five to seven rooms. Only stove or 
furnace ever built without name plate 
or advertisement on the outside. 


(Name is molded on the inside of 
front door.) 


Beautiful grained mahogany finish 
harmonizes with finest mahogany fur- 
niture. (Also in plain finish for one- 
third less.) Made in the same plant 
in which we manufacture 100,000 
Washington Stoves and Ranges an- 
nually. Can ship promptly, as we 
now manufacture fifty furnaces per 
day. 


Hot Blast Fire Box 


Correct location of water pan. Most 
beautiful and most expensively con- 
structed furnace now on the market. 


“No Gives the consumer an excellent value 
a neal Pa and the retailer a handsome profit. 


Write today for exclusive agency 
Patent No. 12494 plan; your district may be open. 


Gray & Dudley Company 
NASHVILLE, TENN. 


*“*We melt more than 100, a of 
Southern pig iron per 




















@u-ve-co AUTO HARDWARE 
ee 


You Need This @ 


‘*Auvecolite’’ Moulding 
For Running Boards 


Garage and repair men come to you constantly for sup- 
plies. Be prepared to supply the demand for the 
strongest, most economical and handiest running board 
moulding on the market. 

Put up in cardboard tubes—sealed—in 6-ft. lengths. 
Priced to yield you handsome profit. 


No. 6 
DRIVE SCREWS 


¥%-in. Nickelplated DRIVE SCREWS for 
attaching moulding to wood running boards. 
Packed 10 boxes of 100 screws each to 
carton, or 1,000 to carton. 


3 No. 100 
MOULDING NAIL 


For attaching to wood 
running boards 

















ASK YOUR No. 150 
JOBBER MOULDING RIVET 
or write us For attaching to metal 
where to get it. running boards 
€ Guilo-Veluclie Bontis Co. 
Manufacturers 


3319 Colerain Ave. Cincinnati, Ohio 














Smaller Inventory 
More Profits— 


That’s what the new Heller 


book tells you—how you 
can use Heller service to make 
larger profits. No guess-work. 
No theory. Experience speaks— 
the experience gained by 34 
years in the hardware field. 





Carry less stock—put it out 
where it can sell itself—that's 
what the Heller system will do 
for you. 


FREE! ! You can read our new book in 


ten minutes—you won't get through thinking about 
what it says in ten years. Practical! Helpful! ! 
Interesting! | 


Write for ‘‘The Heller System of Larger Profits.”’ It’s NEW! 
It’s FREE!! Write to-day!! Use coupon. 


W. C. HELLER & COMPANY 
767 Bryant St., Montpelier, Ohio 
20 Vesey St., New York City 


W. C. HELLER & CO., Montpelier, Ohio 29A 


Please send the new book, “The Heller System of Larger 
Profits.” 


a aia a a le ale ga ae in eee ih rae 
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“BrusheNu Bill” says:~ 


“Merry Xmas and Happy 
New Vear to Dou, Good 
Friends and Customers.” 


‘ @srush-Nu “BRUSH? NU BILE 


PAINT BRUSH CLEANER 
Paint Brush Cleaner phy 











ON $50 For Two Dozen. 
Wi AG spe | ORDER A SAMPLE CARTON OF 
| YOUR JOBBER OR WRITE DIRECT. 
Brush» Nu Co. 


BALTIMORE MARYL 
WAREHOUSES CHICAGO | SAN AR ANCISCO 
















Key Cutting Is Profitable 
For Hardware Dealers Who Use 
A Segal Rectifying 
Key-Cutter 
The Segal cuts all makes of flat as well as 


cylinder or paracentric keys and cuts an 
accurate key in less than a minute. 








It is a profitable addition to your store 
equipment. Write for details. 


SEGAL LOCK and HARDWARE CO., Inc. 


155-161 Leonard St. New York, N. Y. 
Philadelphia Boston Cleveland Detroit Chicago Los Angeles 




























MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
s bring the appearance of 
your store up to date. 

ae for catalogue show- 

a large number of styles 

~~ table for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 


Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 
We manufacture various 
FUS brands of fuse, among 
which you should find 
one adaptable for your 
work. 

















The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 

















for Furniture Floors and Woodwork 


Bouquet-Brownson Co. Ine. 








Handy Craft 
The New Steel Building 
Toy for Boys 
Retails for 75 Cents 
THE HART & COOLEY CO., New Britain, Conn. 














Confidence in bangin. Brand 


Tungsten Lamps shown by 20,000 
seealiee and 500. jobbare who sell them. 
CONSOLIDATED ELECTRIC 
LAMP CO. 


DanVers, Mass. 
“Licensed under the General Electric 
Company’s Incandescent Lamp patents.’’ 





Chrome-Molybdenum Wrenches 


Thinner, longer, lighter, yet stronger. 
Guaranteed. Literature? 
J. H. WILLIAMS & CO. 
“The Wrench People”’ 
New York BUFFALO Chicago 

















THE WONDERFUL NEW BRUSH- 
ING LACQUER. Dries in less than 
H é one-half hour. 


Ca 7 Write for details today ! 
HOUSEHOLD THE GLIDDEN COMPANY 


National Headquarters 
LACQ U E RO! D CLEVELAND + OHIO 








The New Design 7 
" WHITE MOUNTAIN 


Triple Motion Freezer 


Backed by a half century of success 


THE WHITE MOUNTAIN FREEZER CO. Inc. 


NASHUA, NEW HAMPSHIRE 




















Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 


your sales. 
Made only by 


AntTI-Borax CompPpounp Co. 
Fort Wayne, Ind. 





mat WAY £7. 1908 





To beat the water meter~ 


GAYLORD 


WATER SAVING DEVICES 


Sales Office Factory 
A. K. TROUT CO., Inc. GAYLORD MFG. CO. 
342 Madison Ave., New York, N. Y. Paterson, N. J. 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws § ine-pe have a perfect average temper for 


ie Th paella | ~— my P — VLCHEK all work. Their wider cutting edges have 
acound he cockeet. . so that “mn ee omalies COLD a — natural — “1 better c¢ — 
sizes stand all the strain the best made They dull very slowly and are restored to 
wrench can apply. The Allen process aes } CHISELS 
| deem, Gailectin-tnamed enchet- Sal ae ae high efficiency with a few file strokes. Made 
ak the bottom. the entive length of. the AL Z of special Vanadium steel. 

utilized either for solid me a e point, or of socket 

for the wrench. All sizes in stock from \% - to 1% in.; See our Catalog , 

any length, point or thread. Also Socket-Head Cap THE VicHEK Toot Co. Cleveland, Ohio 

Screws, Tap Extensions and Socket Wrench Sets. Dealers: oceee en aiditeiatéions 


Write for catalogue and sales proposition. 
139 SHELDON ST. VLCH E K TOO LS 
The ALLEN MFG. CO. HARTFORD. CONN. MADE BY THE WORLD'S LARGEST PRODUCERS OF TOOL KITS 








TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


= SASH CORD 
Serew Pilate Sets 
SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


- 66 
The Line That ao Moving” Clothes Lines, Masons’ Lines, Shade Cord 





oe ag gh RE an engine ‘‘Go’’ and it takes more than good Awning Line, Dumb Waiter Rope, etc. 
— — o- an a ay “Guality into the complete line of ‘ ‘Threadwell” Send for catalog and samples 
The THREADWELL TOOL CO., Greenfield, Mass. BRAIDED CORDS + COTTON TWINES 


ces: 
New York City Philadelphia Chicago Cieveland San Franciseo 
396 Broadway 809 ccem 800@ Wrigley ise, ‘st Clair 6064 "Mission St. 
Bldg. Bidg. N.B. 














Osborne High Grade Punches 


American Steel & Wire 
Company 


Chicago, New York, Bestos 




















Denver, Birmingham, Dalles 
Belt Punches Arch Punches ye ~ 
* — . 'e 
Spring Punches Revolving Punches Sen Francisco, Los Angeles, 
Portland, Seattle 
A varied and attractive line for the Hardware Trade. Also: ather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of souner dden, Am. Special, 
quality. BARBED 
=, = a. oe will please your customers, as well as our famous Round Wanker te Galv’ Nails. 
lea FENCES: Royal, Anthony 
Remember we have — 99 pong of ge ee —- tone , 
] ly skilled workmen and use the finest quality ma n 
meking cur products. : . (fo Arrow) STEEL POSTS. 
We stand back of every tool we make. Try us. Write for Catalog . 
and Prices. BALE TIES: Old reliable brands. 
C. S. OSBORNE & CO., NEWARK, N. J. SEE ter ctor aaaeene 
EST: ASHED 1826 7 
isn . Quick Delivery. Write us for selling plans. 














Dre ADD TIRE 


Breve) an coven dite full name 


y 

























































; i JADDERS 
Russell Jennings [Biz 2 eere: 
apa =i pel METHODS 
SOR 9 
SSSA E57 To provide adequate storage facilities for 
stamped on the round of our Ss shelf A 8 nt on it rae ble po fon 


venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 
Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throu t, 
eliminate vibration and noise and produce a ladder 


Auger Bits 


The original double twist auger bit, patented by 





Mr. Russell Jennings in 1855 of ample strength for safety, convenience and - 
f Late wre ee . design— ; at 
. f/f attractively fin —any height— 
Russell Jennings Mfg. Co. Yi] esi salamat wi CAND 
Chester, Conn. on request. Ene me 10. 
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Classified Opportunities 





BUSINESS OPPORTUNITIES 


FOR SALE—GENERAL HARDWARE STORE located in a good 
farming and manufacturing town of 10,000 in South Jersey; with large 
surrounding community. Best and largest store in town, size 40 x 240 t. 
selling $75,000 a year and making money. Owner must sell on account of 
health and other business connections. Will sell building or lease all or 

rt. Inventory about $15,000. It will pay you to see it. Write for 
particulars. Address Box G-871, care of Harpwarge Ace, New York. 


FOR SALE—RETAIL AND WHOLESALE hardware business estab- 
lished and maintained by present owner for 30 years in a thriving New 
England city, trading population over 300,000. Exceptional opportunity 
to purchase an up-to-date going concern at a low figure. Address Box 
G-862, care ef Hampwarz Ace, New York. 











SALES PROMOTION SERVICE—New stores completely arranged. 
Old stores brought up to date. Samples mounted. Retail advertising pre- 
pared. ae sales promoted and directed. Inventories taken. Stock 
specstons. e. M. M. GODSCHALK, 9070 206th St, Bellaire, L. I. Phone 
is 


FOR SALE—HARDWARE 








STORE IN Northern South Dakota, 
located on the Yellow Stone Trail, Chicago, Milwaukee and St. Paul 
Railroad, in good farming community. No competition. Business is mak- 
ing money, but for reasons owner desires to sell. Address Box G-868, 
care of HAnpware » New York. 


FOR SALE—PARTNERSHIP IN GENERAL HARDWARE and 
Plumbing business, central part New York State. Store established 25 
years; only one in town. Annual average business $27,000. Good oppor- 
tunity for someone to start in the hardware game. $2,300 cash required. 
Address Box G-876, care of Harpware Ace, New York. 











FOR SALE: A MODERN AND UP-TO- DATE retail hardware, house- 
furnishin and paint business centrally located in a city of 18,000 popula- 
tion. he Winchester Store’ of that city. Established 1861. aear 
wishes to retire. For details write T. P. Terry & Son, 76 Main St., 
Ansonia, Conn. 


FOR SALE—48 FT. WARREN GLASS front drawer builders hard- 
ware cabinets. 40 ft. Warren open adjustable shelving. All complete 
| bases to match. Address Box G-872, care of Harpware Acz, New 

or 


FOR SALE—HAVE LEASE ON BUILDING, location best in town, 
stock and fixtures invoice about $25,000; in a good oil town 20,000 popula- 
tion; lots of building in sight. Address Box G-877, care of Harpware 


Aca, New York. 


FOR SALE—BEST ELECTRICAL APPLIANCE and Contracting 
business in town, has best location on main business thoroughfare. Can 
also be used for hardware store. Building also for sale. Reason for 
selling, ill health EMIL HARTMANN, 9308 Jamaica Ave., Woodhaven, 














HARDWARE STORE, WARREN doggy ESTABLISHED 30 
years u oe West Side New York City; $25,000; 10 year lease; terms 
arrang Address Box G-907, care of Harpware Ace, New York. 





HELP WANTED 


WANTED—A-1 SALESMAN, COVERING ANY or all of the follow- 
ing States: Ohio, Indiana, Michigan, Missouri, Minnesota, Wisconsin, 
Iowa, Nebraska, North Dakota, South Dakota. commission basis, to 
sell an old established line (well and favorably known) of hardware to 
first class retail hardware trade, as well as department stores in towns or 
cities of population 10,000 or over. Reply advising lines now carrying, 
experience, etc. Address Box G-906, care of Harpware Acsz, New York. 








WANTED—TWO AMBITIOUS AND AGGRESSIVE salesmen wanted 
by New England manufacturer of highest quality cutlery. e man will 
cover Southwest, the other Southeastern territory. Preference to men ex- 
perienced in hardware and industrial field. State experience, age, salary 
expected and references in first letter. Address Box G-903, care of 
Harpware Ace, New York. 





OPENING FOR GOOD SALESMAN. An established sales organization 
has an opening for an experienced salesman to sell hardware and me- 
chanics’ tools of standard makes to the wholesale trade in New York 
State and northern part of Pennsylvania. State age, experience and com- 

nsation desired. Address Box G-884, care of HARDWARE Acs, New 


ork. 


SPECIALIZING SALESMAN WHO CAN ORGANIZE or promote 
sales organization. SUPERIOR EXERCISER is easily sold with movie- 
aph demonstration, and half size aluminum made model. Commission 
50%. Send for leaflet. THE SUPERIOR EXERCISER COMPANY, 


. A., Marietta, Ohio. 


SALESMAN WANTED, WITH CAR PREFERRED, for the retail 
hardware and department store trade in [Illinois and Indiana. Salary. 
Offers excellent future for ambitious, single young man, willing to start 
on moderate salary with growing concern manufacturing ular line of 
housewares. Address Box G-875, care of Harpware Ace, New York. 


WANTED—BY WELL KNOWN MANUFACTURER of builders’ 
hardware, salesman to cover New England and make Boston headquarters, 
— who has acquaintance among architects and familiar with plans and 

ifications desired. Give age, experience and references. Address Box 

C910, care of Harpware Ace, New York. 


WANTED—EXPERIENCED WHOLESALE HARDWARE SALES. 
ry secritary. Call SICKELS-LODER CO., 56 and 58 














MEN to cover near 
Murray Street, New York » 


HELP WANTED 


SALESMAN FOR SOUTHEASTERN STATES wanted by well known, 
long established manufacturer of locks and builders’ hardware. One ex- 
perienced in the sale of such goods and who has been traveling in the 
south preferred. Splendid opportunity. Address, giving full partculars, 
Box G-890, care of Harpware Ace, New York. 


ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission es 
repeat orders. Give experience and territory fully in first letter. ddrese 
Box G-852, care of Harpware Acer, New York. 











SALESMAN, EXPERIENCED HARDWARE MAN to represent East- 
ern Pennsylvania jobber, for New Jersey. Address Box G-882, care of 
Harpwars Ace, New York. 





HUSTLING SALESMEN wanted to sell on liberal commission basis 
our ave line of labor saving Magic Weeder Hoes to hardware trade. 
REIC RD MFG. CO., Bangor, Pa 





SHIPPING wer ys WANTED—Man es in the hardware job- 
bing business wanted by New York jobber. opportunity for the right 
man. Underhill, Clinch & Co., 84 ite Street, New York, N. Y. 





POSITIONS WANTED 


MERCHANDISE EXECUTIVE DESIRES TO cone HIS OPPOR- 
TUNITIES. SUCCESSFUL FIFTEEN YEAR RECORD, MERCHAN- 
DISING SPORTING GOODS, CUTLERY, ELECTRICAL GOODS AND 
F THE COUNTRY’S LARGEST MERCHANDIS- 

ITH WHOM STILL OYE 














] A 

QUAINTED FACTORY SOURCES; EXTENSIVE TRAINING IN 

ADVERTISING AND MANAGEMENT. AGE 38; GENTILE; MAR- 

—— Address Box 7142-A, care of HarDWARE ‘AcE, Otis Building, 
icago. 


POSITION WANTED—AS SALESMAN OR BUYER’S ASSISTANT. 
TWENTY YEARS EXPERIENCE IN THE FOLLO ES: 

TOVES, HOUS) =FURNISHINGS, REFRIGERATORS CHINA, 
CROCKERY AND GLASSWARE. TWELVE YEARS WITH ONE 
FIRM. BEST REFERENCES. AGE 41 YEARS. MARRIED. GIVE. 
DETAILS IN FIRST LETTER. ADDRESS BOX G-883, CARE OF 
HARDWARB AGE, NEW YORK. 
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SALES MANAGER—I CAN SHOW A LONG successful record witk 

_ nationally known organizations; have made only two changes in twenty- 

ears; both were voluntary; have wide acquaintance from Atlantic te 

Paci c coast and good enews 9 with steel and hardware trade. I am 

seeking connection with responsible company having Eastern headquarters, 

preferably in or near New York City. Only high class connecton will be 
considered. Address Box G-902, care of Harpware Ace, New York. 


DO YOU WISH A NORTHERN AND CENTRAL CALIFORNIA 
SALESMAN? Experienced hardware salesman thoroughly acquainted 
with merchants and jobbers in above named territory, 10 years association 
with hardware firms, live in San Francisco and own car to travel with. 
Give full particulars, references exchanged. Address Box G-881, care of 
Harpware Ace, New York. 


POSITION WANTED—AGE 33, FIFTEEN YEARS EXPERIENCE 
in the hardware field. Capable of managing a store in city or town. 
am no boozer. I am faithful and steady. Let me hear from someone w 
wants a good man. Can furnish best of references. Address Box G-904, 
care of Harpwars Acz, New York. 











EXPERIENCED HARDWARE MAN, with twenty-three years’ experi- 
ence in retail hardware business in the East, familiar with mill supply and 
eneral hardware trade, available on short notice. For past nine years bas 
eld executive position. Address Box G-863, care of Harpwars Aas, 


New York. 


MR. RELIABLE MANUFACTURER: WHAT POSITION or what 
line of goods have you to offer a middle aged man with several years’ 
road experience, to sell the wholesale a gd Ohio and Indiana territory 
preferred, others considered. Write D. R. P., Lock Box 2063, Clearwater, 


Florida. 


SALESMAN WITH SIX YEARS’ EXPERIENCE calling on wholesale 
and retail hardware and drug trade, is desirous of making connection with 
manufacturer or distributor. Best of references as to character and ability. 
Address Box G-861, care of Harpware Acz, New York. 


SALES ACCOUNTS WANTED 


ESTABLISHED CHICAGO MANUFACTURER’S REPRESENTA- 
TIVE with high grade clientele in States of Illinois, Iowa, Minnesota, Wis- 
consin, Missouri, calling on the larger electrical, hardware, radio, plumbing 

obbers, and department stores, desires one or two live additional lines. 
eet office and telephone connection in Chicago loop district. Ad 
Box G-909, care of Harpware Acz, New York. 























ADDITIONAL LINE WANTED—REPRESENTATIVE COVERING 
New York State, — Metropolitan District, ee, aa = seceey 
and oy 7: FD ay 8 years eo - —4 acquainted wi ha 
ware trade, r and retailer, d to a y Bs on 
a commission eel References ag igh lines con- 
sidered. Address Box G-889, care of HarpwArs fan, ew York. 


SALESMAN COVERING NEW YORK AND NEW JERSEY retail 
and wholesale hardware trade is interested in specialties that can be sold 
- a ag ~~ gues basis. Address Box G-908, care of Haapwaazs. 

cz, New Yor 





at 
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CLASSIFIED OPPORTUNITIES 





SALES ACCOUNTS WANTED 





) How Does California Look on Your Sales Map? 


Do you want to increase the number of red or yellow dots that 
represent customers on your map of California? Put my energy and 
ability to work for you. Am looking for reputable lines of House- 
hold Utensils or Specialties to be sold direct to the retail trade. 
Territory desired: San Francisco Bay District, Central or Northern 
California. Address Box G-869, care of HarpwaRB AGr, New York. 

















SALES REPRESENTATIVES WANTED 


SALESMEN—WITH FOLLOWING AMONG THE RETAIL hardware 
and housefurnishing trade in the following territory: New Jersey, Long 
Island, Staten Island and Metropolitan District of New York, to carry a 
quality line of twisted-in-wire brushes, mops and dusters, exclusively or as 
a side line. Gvod territories open in other states. References required. 
Liberal commission basis. Address Box G-880, care of Harpware AGg, 








New York. 


SALES REPRESENTATIVES WANTED 


OLD ESTABLISHED FIRM NEW YORK IMPORTERS require 
representative on Pacific Coast to sell well known line Sheffield cutlery 
also other imported and American lines cutlery and light hardware. State 
age and experience. Good cs aga for young man with knowledge of 
oe to a ain aga paying business. ddress Box G-901, care of HARDWARE 

GE, New York. 


HAVE A GOOD SIDE LINE for salesmen calling on retail hardware 
and department stores, in several states. Prefer men having own agencies, 
with established following. Please give age, lines carried and territory cov- 
FELT PRODU COMPANY, 71 Columbia St., 








ered and references. 
Seattle, Washington. 


MANUFACTURERS’ AGENTS OR SALESMEN WANTED to repre- 
sent us in different parts of the United States and Canada to sell high grade 
line of tools. Splendid propositions for the right men. Will only consider 
experienced hardware or mill supplies salesmen. State fully your selling 
experience and territory you cover. Address Box G-905, care of HARDWARE 


Ace, New York. 


SALES REPRESENTATIVE WANTED TO COVER New England 
and New York State, to sell well known brand Sheffield Cutlery, also other 
imported and American lines cutlery and light hardware. Keply stating 
age and experience. Address Box G-900, care of Harpware Acz, New 


York. 

















THE INFLUENCE OF MILLIONS 


of attractive advertisements yearly which create demand for Lorain 
Oil Burner ok Stoves should mean greater profit for you. Get 
acquainted with the supremely good 1926 Lorain Burner. Consider 
the sales continually made by satisfied users and the wonderful 
reputation of the manufacturer. Only by selling Oil Cook Stoves 
= with the Lorain High Speed Burner can you share these 
profits. 


AMERICAN STOVE COMPANY St. Louis, Mo, 





CONNEAUT SPECIAL SHOVELS 


High Quality—Perfect Design—Skillfully Balanced 
Excellent Finish 





THE CONNEAUT SHOVEL COMPANY 
Conneaut, Ohio, U. S. A. 

















Donley Screen Door Guards 


Prevent bulging and ing. 
Add to the life of the door. Five 
sizes to fit any door. Retails at 
75 cents and $1.00. 


The Donley Manufacturing Co. 
10585 Quincy Ave., Cleveland, Ohio 





0. Lindemann & Co. 
CAGES | ON” 


35-37 Wooster Street, New York 
























Meet every ‘‘call’’ 


Taste in percolators varies—but the 
Rome complete line meets them all. 
And meeting the ‘‘call’’ means profit. 


abie turnover. 
Write— (CoN, 
ROME MFG. Co. on 





Factories and Offices, Rome, N. Y. 














Know Them by the Blue Handle 








OSBORN MANUFACTURING CO. Cleveland, O. 

















Featherweight Ice Creeper 
Size No. 3 will fit lumber- 





No. 1 
heels. Retail at 50 cents per pair. 
ORDER FROM YOUR JOBBER 


The Improved 
Charchill Mfg. Co., Inc., 287 Thorndike St., Lowell, Mass. 








American Can Company 


Oil, Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 


Syracuse Stamping 








o. 
Syracuse, New York 




















— 
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| “They Have a 
Bull Dog-Grip” 


Manufactured by 
U. S. Clothes Pin Co., Montpelier, Vt. 





—RIV 


i aientaleaienenetehiiaten tiie teatime 


J. L. THOMPSON MFG. CO. 
Waltkam, Mass. 
Tubular and Bifurcated 





AXES SCYTHES 


Axes since 1800 


MFG. CO. 
East Highgate, Vt. 


Scythes since 1812, 


[Tso RIXFORD 











Sales Dept. 
| 1015 Union Bank Bldg., Pittsburgh, Pas. 





If it’s the best tool you can sell 


For Working Stone 


Trow & Holden Co., Barre, Vt. 


Send for catalogue 








Write for our catalog 
Energy Elevator Co. 
211 New St. Philade!tphia 










ELEVATORS Economy 
DUMBWAITERS Hose Attachments 
For conn to smooth 


ecting hose 
faucets. Slips on and off easily. 
Economy Mfg. Co. 
5850 Germantown Ave. 
Philadelphia, Pa. 




















CARPENTER’S 
—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 
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DEALERS WANTED EVERYWHERE Iron Fence, Gates 


wn Vases 
(At ne Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 


ta | 
Hu “a 
Pees | 
Ask for Catalog - 


THE "STEWART IRON WORKS CO.., inc., 228 Stewart Block, Cincinnati, O. 














WINSLOW'S 
Skates 


The Samuel Winslow Skate Mfg. Company 
Worcester, Mass. 




















The World’s Fastest Nut Wrench 


= ee AJ A 99 Small Size 


$3.50 
The “Safety-Automatic’” Wrench 
“It Ratchets.’’ Guaranteed a Lifetime 


Ajax Wrench Corp., 50 Church St., N. Y. C. 




















HACK “J JE NOX” saws 
ee 


“The Toots in Lhe Praid Bor” 


AMERICAN SAW & MFG. CO. SPRINGFIELD.MASS.. 


HACK SAWS - BAND SAWS - SCREW ORIVERS - GLASS CUTTERS 








BOLT 
“VICTOR” ciipper 


Send for Catalog 
ROBERTS MFG. CO., Semerville Station, BOSTON, MASS. 





CRECOITE TOOLS 


A complete line of qual- 
ity tools at medium 
prices. Ask your jobber 
or write for Catalog H. 


MARION TOOL WORKS, INC., Marion, Indiana 







Nail Hammer 








Robertson “Horse Shoe Magnet” Hammers 






Permanent magnet which holds 
the tack in position for driv- ow 
ing. Awarded the Silver Meda! hn 


ARTHUR R. ROBERTSON 94 Portland St., Besten, Mass. 


a ie. | A 
HANDL ES 


Fer Small Teols, Utensils, 
Enameling, nt teed SS SS 


STRATTON MFG. CO. Stratton, Maine 








Better Machine Screws 
for the Hardwaré Trade 


HARVEY HUBBELL, INC., Bridgeport, Conn. 











Makers of Every 
emmmmarnnnnnnte Kd of Sree 
¢ Nut and Bolt. 
The Corbin Screw Corporation 
Herdwere Corporation, Successor 
299 High ‘Soest 





New Britain, Conn. 
Western Factory: Dayton, Ohio 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 








THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 





Plant of 
1000 MILITARY RD., BUFFALO, N. Y. 





Oe < ce - = 
phy Spee ats: ead eax: 








Fly Screen Cloth 


Attractive finish, durable 
quality. We can fill your 
orders promptly. 
Write for prices. 


a. Spargo Wire Co., Rome, N. Y. 














Jersey Copper Screen Cloth is easy to sell because its dura- 
bility, stiffness and tensile strength are soextensively advertised 
: THE NEw JERSEY WIRE CLOTH Co. 





628 South Broad Street 


uf | ER ‘ E Ye Trenton a 
Copper Screen Cloth 


Made of Copper 99.68 % Pure 








BROWN & SHARPE TOOLS 


bor Nearls cae Years Sivan Has Been No 


Substitute for Brown & Sharpe Quality 
. 
Send for Small Tool Catalog No. 29 
BROWN & SHARPE MFG. CO. 
PRONTDENCI R. 1 { s. A 
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Parish & Byrd, Realtors, Inc. 
Association Architects, P. 8. “ft 
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CA Final Touch of Quality- 


‘the § hingle that Never Curls” 


é¢ E want a roof that guarantees lasting protection and attractive 


appearance to our houses,” states Parish & Byrd, Realtors, 
Inc., the well-known Birmingham concern just completing Cliff 
Court, “and so we selected Carey Asfaltslate Shingle. 





“First of all, we selected this shingle because it is recognized as ‘The 
Shingle That Never Curls.’ We know it is a roof that will live with 
the houses, and give our patrons many years of satisfaction. 


“The soft natural shades of the slate surface appealed to us because 
they blend with the tones of the houses themselves and with the sur- 
roundings. This shingle makes a roof that is artistic yet incon- 
spicuous. 


“In the Carey Asfaltslate Shingle we feel we have a thoroughly satis- 
factory roof, one that is in keeping with the high quality of materials 
and equipment that is found in the houses. Steel casement windows 
with plate glass panes, Carey Asfaltslate Shingles, and other such 
features are found throughout these nine wonderful little homes in 
Cliff Court.” 


THE PHILIP CAREY CO. 
521-541 Wayne Ave. Lockland, Cincinnati, Ohio 














Big 





Your customers can 
give that ‘“‘final touch 
of quality” to their 
homes by using Oarey 
Asfaltslate Shingles. 
“The Shingle that 
Never Curls,’’ just ae 
these buildere did in 
Birmingham, 


Carey Asfaltslate 
Shingles will help you 
build more business. 


Send coupon for infor- 
mation and sample. 


Size Carey 
Asfaltslate Shingle 
more than 50 per 
cent larger than or- 








This is one of a series 
of statements by lead- 
ing builders. 





ASFALTSLATE 


+ THE SHINGLE THAT NEVER CURLS: 





THE PHILIP CAREY COMPANY 
521-541 Wayne Ave. 


Lockland, Cincinnati, Ohio 
S a : N ® ES Gentlemen: 


; Please send copy of ‘‘Before 
You Build’ booklet and sample to 
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Here's Your Market 
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Go After It NOW! 


HOUSANDS of hardware merchants 
are “cashing in” on the steadily grow- 
ing demand for Folberth Automatic 
Windshield Cleaners. 
Your opportunity for making safe, steady 
profits in selling Folberths is better now 
than ever before. 
Standard models are the “Universal” at $7 
and the “Junior” at $5. Folberths are used 
on every make of car excepting electric. 
Ask your automotive supply jobber or 
write us direct for complete details. 


FOLBERTH, INC. 


CLEVELAND, OHIO 


FOLBERT Fi 
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RATCHET BIT BRACE 


gf, ee eae oe gan 


PowrR Fu 
RATCHET 
MEC HAN 1424 


COMPANY cima ecen 
Greenfield. Mass. CHUCK SHELL 


and JAWS 


FORGED 
STEEL 
SOCKET UNIVERSAL CHUCK 
HOLDS SQUARE TAPER 


NICKEL PLATED and ROUND SHANKS 


HEAVY 
STEEL SWEEP 


OODELL- PRATT 


Start the New Year with this No. 2510 Ratchet Brace on 
your shelves and this display on your counter to sell them. 


This suggestion carries with it our Best Wishes for a very 
Happy and Prosperous New Year. 


GOODELL-PRATT COMPANY 


Socls wtltis. 


—_— 
GREENFIELD, MASSACHUSETTS, U. S. A. 


— - —_ 


ODELL- PRATT 


| Fo) O] OR 64070) Dish 016) 











